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NATIONAL ELECTRIC 


4 
Numbers 
7o Remember Z0 


y 4 
LOOMMIRE™ 


ECONOMICALLY 
PRICED! 


COMPLETELY APPROVED! 


AVAILABLE NOW 
THROUGH LEADING 
ELECTRICAL 

WHOLESALERS ! 


Cat. No. FITS SIZES SHOWN 


14-2, 14-3, 12-2, 12-3 10-2 
— a LOOMWIRE 


14-4, 12-3, 12-4, 10-3 


— LOOMWIRE 


* NON-METALLIC SHEATHED CABLE 


National Electric Products Corporation 


Pittsburgh 30, Pa. ' 
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Heavier loads for longer periods of time are possible 
with CRESCENT VARNISHED CAMBRIC CABLE. This 
general-purpose, industrial power cable provides higher 
current-carrying capacity for the same size of copper con- 
ductors, together with maximum safety and permanence. 


Available with weatherproof braid cover for dry loca- 
tions, with a lead sheath for wet locations, or with a steel 
tape parkway armor construction (Type VCLJFJ) for burial 
in the earth without additional protection. 


= CRESCENT 
9 WIRE and CABLE 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, N. J. 





. R. C. Smith Publishing Co., Marietta, Ga., and Atlanta, Ga, U. 8S. A. 
, $1.00 for one year; Oanada and Foreign Countries, $10.00 per year. 
as second class matter at the postoffice, Marietta, Ga., under Act of March 3, 1879. 








,..a darling for looks 
...@ honey for features 
...@ Sweetheart for sales! 







bnnouncing the New 


Te ORLEY sixteen FREEZER 


FOR HOMES, FARMS, STORES 














ORLEY FREEZERS, Inc. 








Only 
66 INCHES 
LONG 


16 CUBIC FOOT 
CAPACITY 





Once again Orley scoops the field 
with the new ORLEY Sixteen FREEZER 

. Opening three vast markets in homes, 
farms, stores. Chief advantage of this new 
unit is the giant capacity—16 CUBIC FEET 
—in 30% LESS SPACE than: conventional 
units. Unique Orley design and insulation 
make it the best value in the field. In addi- 
tion, Orley offers ““Twin-Temp” construction 
with sharp-freezing in one section and sub- 
zero. storage in the other. . . all completely 
automatic! Dozens of other exclusive Orley 
features make it the sales sensation of the 
season, 





DETROIT 25, MICHIGAN 





PRESSURITE Two-Bolt Clamp. 


for Connections in Highly Corrosive Atmospheres 
and Get Better Performance at Less Cost 


Connections made in corrosive atmospheres require high 
pressures capable of breaking through the corrosive film on 
conductors. This is particularly necessary in cables of greater 
than seven strands where the inner strands cannot be cleaned 
mechanically. 

The Pressurite Clamp has two high strength, fine pitch, threaded 
bolts that exert equalized high pressures on large size stranded 
cables. 





Use them for the tough assignments where contaminated air 
and high short circuit values put heavy demands on connectors. 
Sizes 4/0 through 1000 MCM. 

—_—o— 

_ ts oo All Kearney Con-Nec-Tites in sizes #8 through #4/0 are 
con-Nec-Tite with >P lable now made from the new specific connector material, 
or stranded conductors pee" tough, high conductivity Kearnalloy, made to match post 
ameedia war improvements in power line construction. 


WAAR 


| 


a _ 


Spacers f 
in sizes from 2 stran 


MCM. 


Always Specify EARN E Y For the Job 


PRODUCTS 


JAMES R. KEARNEY CORPORATION + 4224-42 Clayton Ave., St. Louis 10, Mo. Canadian Plant, Leaside, Ontario 
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F-220 
For 2-20 watt lamps 


F-320 
For 3-20 watt lamps 


AL-420 
For 4-20 watt lamps 


QUALITY PRODUCED IN QUANTITY means 
LOWER PRICES to YOU! These-eye-catching 


Keystone creations have definite sales appeal. 
Precision engineered for perfect performance. 
Finished in polished aluminum and baked white 
enamel. Fixtures feature easy installation and 
simple maintenance. Prompt delivery. Write today! 


KEYSTONE ELECTRIC MFG. CO. | 


DEPT. C, 2228-36 E. TIOGA ST., PHILADELPHIA 34, PA. CABLE ADDRESS: KEYLECT, PHILA., PA. 
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owen 18,000 flichs without a lature! 


GREATER 

EFFICIENCY 
New, simplified design with only 13 
parts—fewer than any other switch 
examined—gives positive action and 
long, trouble free service. Toggle de- 
sign works smoothly with any flush 
plate. 


Special 

machines test 

for load capacity 
and safety. 


SAFER— 
COOLER RUNNING 


Extra-heavy contacts give greater con- 
tact area—permitting cooler running 
with higher current capacity. Com- 
pletely insulated in case. Listed under 
Label Service of Underwriters’ Labo- 


ratories, Inc. 


* Consistent top quality is assured by 
these triple tests in our factory: 


1 TESTED on specially designed machines to meet 
specifications of Underwriters’ Laboratories Inc. 
— for endurance, load capacity, and safety. 

y 

“" RETESTED individually upon assembly — for 

mechanical dependability. 


3 TESTED AGAIN before packaging — assuring 
100% perfection. 


GUARANTEED — EVERY SWITCH SHIPPED IS 
GUARANTEED PERFECT 


STURDIER 
DESIGN 
Precision built, this rugged switch has 
a stiffer yoke of cadmium plated steel 
with wide plaster ears; accommodates 
#10 wire; extra heavy contacts of 
phosphor bronze; and heavy first- 
quality plastic case. 


ORDERS SHIPPED IMMEDIATELY. WRITE FOR No. 708 TOGGLE SWITCH 


SAMPLES AND COMPLETE LISTS 


10A-125V 5A-250V 
List Per 100: 


(We supply electrical wholesalers and jobbers only.) Brown $32; Ivory $34 


@eee@eeoeeeeeeeee7#9#ee?ei?d s 


A-P ELECTRICAL DEVICES CORPORATION 


501 North Figueroa St., Phone TRinity 0851, Los Angeles 12, California 


° 


Af 


4 


Mail Address: P.O. Box 2135, Terminal Annex, Los Angeles 54, California 
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The portable AEROTHERM is your answer to cus- 
tomers’ demands for low-cost comfort the year 
round. There are a dozen uses for this summer fan 
and winter heater. Its compact, single-unit design is 
ideal for comfort—conditioning any room in the 
house ... just the thing for office, too! A healthful 
supply of circulating air—warm or cool—is pro- 


duced by a simple flick of the double-action switch 


There’s no let-down for demand on AEROTHERM. 
It sells in sumimer or winter for round-the-calendar 
profits. Get on the money wagon today—write for 


attractive details. 


E. A. LABORATORIES, INC. 


BROOKLYN 5, NEW YORK 
BRANCHES: El Monte, California - Chicago, Illinois 
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Pulling through conduit, handling and stringing are 
easier with insulated wire and cable made with Alcoa 
k.C.* Aluminum Conductor. A 500,000 cm. insulated 
aluminum cable, for example, is less than half the weight 
of an identical copper cable. 

You see the savings of aluminum wire even before it’s 
installed. Cable costs are lower. Shipping and handling 
costs are less. Those savings add up to far lower 
cost installation. 

You'll meet no problems of conductivity —of conduit 
layout—of joints and terminals. Use aluminum just as 
you've always used wire and cable. 

Alcoa supplies light, strong, conductive E.C. Alumi- 
num to leading wire manufacturers. They draw, strand, 
insulate, and sell it under their own trade marks. You 
can see for yourself how much you'll save on the next 
job when you figure it in aluminum. ALUMINUM COMPANY 
or America, 2164 Gulf Building, Pittsburgh 19, Penna. 


*E.C.: Electrical Conductor Aluminum 





of conductivity of joints and terminals of conduit layout 


ALE OF\ ALU PAIN DPA 












FOR ELECTRIC WIRE AND CABLE 
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The new Bendix Gyromatic 
needn’t be fastened down! 









NEW BENDIX GYROMATIC 





















Here’s the almost-human Gyromatic . . . spe- smooth, flat top. Show your customers how / 
cially balanced, so it needn’t be fastened down. can soap, soak, wash, triple-rinse and dam; 
Even when it’s whirling at top damp-drying - .. all by itself. Automatic soap injector is 
speed, you can balance a nickel on edge on its optional on the Bendix Gyromatic. 


The hottest news since Bendix announced the first automatic washer! 





m< 
Hold on to your hats, boys! Here come the new All three offer improved ‘Tumble-Action” 
a 
Bendix Washer Models! Better than ever—re- washing and stepped-up damp-drying results. 
designed inside and out! The great new Gyro- — 
BS Sa” ee a See ee es, se are three new reasons why your store 
OE ee a or is local headquarters for the biggest values in one: 
home laundering equipment . . . backed by the : 7, 
' All three new Bendix models have new and stand-out advertising campaign in the washer a << 
exclusive features which lend themselves to industry. They’re hot news to everybody. They i all 
arresting displays and dramatic demonstrations. will be profitable to you, if you start pitching now. B exa 
im 
ing 
Be: 


THE NEW BENDIX STORY IS A BIG PROFIT STORY! GET ABOARD TODAY! 
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EW BENDIX WASHERS / 


IMPROVED INSIDE AND OUT! 













i RAR Lat si 


EXTRA ! 


More working 
surface! 





EXTRA ! 


Damp-drys — 
Faster spin! 








Ni BY 
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NEW BENDIX DELUXE e 


Presenting the all-new DeLuxe—with 


improved damp-drying, better washing, 
NEW BENDIX STANDARD 





more working surface ...a dream of a 


washer! Automatic soap injector optional. 
The great new Standard! 


Features stepped-up wash- 






ing, better damp-drying. 











Se 


More beautiful than ever— 






| Here’s that wonderful automat- / __- 

| ic soap injector! Load the soap / 
bin—set the dials—and that’s / 
ali! Every load of wash gets the | 
exact amount of soap—no more | 
—no less! The greatest single 
improvement in complete wash- 
ing convenience since the first 
Bendix automatic Washer. 





but still the bargain washer 







in the automatic field! 


BEND 


au 




















BENDIX HOME APPLIANCES, INC. SOUTH BEND, INDIANA 
Also makers of the new Bendix automatic Dryer and the Bendix automatic lroner. 
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n the lighting 

of working closely 

men who actually in- 

ighting fixtures — have given 

mithcraft engineers a thorough 

nstallation and maintenance problems. 

bined experience plus exhaustive research has 

SFesulted in the exclusive features found only in Smith- 

craft Troffers, features that mean direct savings in 
installation and maintenance time and cost. 


ALIGNER HANGER* .. . requires no exact positioning for installa- 
tion . . . housing snaps on with no loose fastening devices 
allows lateral adjustment of troffer to fit requirements of ceiling . . 
permits up and down elevation of troffer before or after installation 
has been completed. 
DUO-CAM HANGER* . . . the simplest yet most effective louver 
hinging and fastening device ever developed . . . hinges or re- 
leases louver at either side by simple finger-tip pressure . . . permits 
complete removal of louver at will. 
REFLECTORS . . . fasten into position without loose parts . . . top 
reflector removable at any time for access to ballasts and wiring. 
LOUVER .. . introduces 40° cut-off both lengthwise and crosswise 
... provides even light distribution with low brightness. 
CONSTRUCTION .. . electrolytic zinc-coated Bonderized stee! for 
trouble-free lifetime service . . . troffer is exactly 12” wide to fit 
requirements of san-acoustic ceilings and permit- maximum 
light output. 
VERSATILITY . . . troffer can be installed in any type of ceiling .. . 
if required, ceiling panels can be supported by framing attached 
to troffer. 
GLASS TROFFERS . . . glass is locked securely in metal envelope 
without clips or fastenings . . . frame hinges and snaps closed 
easily. 
For ease of installation and maintenance, for beauty of appearance, there 
is no equal to the Smithcraft Troffer. 

For full details write Dept. 600 oe 


e 
In Canada, Address Inquiries to: Sr 


LIGHTING AND LAMPS LTD., 425 RIVER ST., MONTREAL, QUEBEC 
LIGHTING DIVISION 


CHELSEA 50, MASSACHUSETTS 




















| 
| 
| 


Burndy 


compensate for bus movement due to temperature changes, settl- 
ing or shock—and carry continuously the full load of the bus. In- 
dividual strands of braid are tinned for resistance to corrosion. 
Available in standard designs as well as specials. Ask your Burndy 


representative or write for full details. 


New York 54, N. Y. 


WESTERN BRANCH: Vernon 11, California * CANADA: Canadian Line Materials, Ltd., Toronto 13 » FOREIGN: Philips Export Corp., New York 17, N. Y. 
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Yes, Hoover fractional horsepower motors are built by 
the makers of the world-famous Hoover Cleaners. 

This means every Hoover motor is backed by a name 
your customers respect, a name that stands for over 
seven million Hoover Cleaners built with craftsmanship 
and dependability. 

No wonder a rugged Hoover motor will give your 
customers years of efficient, dependable service. 

Hoover motors will work anyplace—in homes, on 
farms, in workshops and hobby shops. People like the 
way Hoover motors speed their work and save theirtime. 





HERE’S WHY THEY WANT HOOVER MOTORS 


Induction run... single phase ... 60 cycles... dual voltage— 
110/220... 1725 R.P.M. 

Capacitor start... more than 300% full load starting torque 
with minimum current flow. 

No vibration or “shift” . . . integral feet, carefully machined 
to give solid mounting and quiet operation. 

Low temperature . . . electrical and mechanical design fo: 
low-temperature operation. Ventilated open type. 40° C 

Rise. 

Laminated steel rotor . . . 

for maximum efficiency. 
Centrifugal starting switch . . . designed and built for year: 
of trouble-free operation. 


carefully ground and balanced 


High-grade ball bearings . . . sealed against dust and grit, 
give smooth performance and long wear. 


Rotation . . . clock or counterclockwise. 


Sold only through retail outlets 
THE HOOVER COMPANY 


Electric Motor Division—North Canton, Ohio 


~ 


Hamilton, Ontario, Canada 
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Fer over fifty years Armored Cable has been providing a safe and 
low cost witing system, and now with sizes 12 and 14 AWG you get 
still another improvement built into this outstanding cable—bonding. 

A flat, tinned copper wire laid lengthwise of Hazard Armored Cable 
maintains intimate contact with every convolution of the steel armor 
and provides permanently low armor resistance. And under the provi- 
sions of the 1947 National Electrical Code, these two sizes are smaller 
and lighter in weight than ever before because of the new thinner 
insulation wall made of higher grade rubber. 

Armored Cable provides the only available wiring system that in- 
corporates a prefabricated cable with steel armor. Simple, quick installa- 
tion is thus possible and long, trouble-free service assured. For full 
information on the new Hazard Bonded Armored Cable, ask your 
local Hazard representative or write The Hazard Insulated Wire Works, 
Division of The Okonite Company, Wilkes-Barre, Pennsylvania. 


CSS ANS DE 


T sulated wires and cables for every electrical use 
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his efficient new BLACKBURN Connector is 
ideal for motor leads and junction boxes, because 
connections may be changed without clipping 
off the old pigtails. You simply remove the connector 
and rearrange the wires. 

The BLACKBURN Building Wire Connector costs 
as little as 5c. It's an efficient, tried-and-proved 
connector for any inside use. Three sizes cover a range 
from #14 to #4. Self-contained washer prevents 
set screw from cutting into wires. 

This new connector is easy and quick to install, 
and easy to remove for re-connections or wire changes. 
It's small, compact, and easy to tape. Economical 


too—because it saves the labor of soldering. 
FULLY APPROVED BY UNDERWRITERS’ LABORATORIES! 


SEND FOR FREE SAMPLES, OR 
ORDER FROM YOUR JOBBER, TODAY Many Uses: 
In Junction Boxes 

eee — ——— For Connecting Motor Leads 


Minimum Maximum Package Weight per 100 
For Connecting Light Fixtures 











#14 
12 ° ° 
es For Connecting Electric Ranges 


2 #14 4 

3 

2 

2 te For Any Indoor Wiring 
2 





#6 
#4 : 3 Sizes Cover Range From #14 to #4 








FIRST, MADISON & CLINTON STS.» JASPER BLACKBURN PRODUCTS CORP. - st. Louis 6, missouRr! 


ei £Oo-E RS OF QUALITY PR@eOUcTS ee s YEARS 
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@ What do you gain when you sell Mert- 
land heaters? . . . Mertland heaters are 
made by men of long experience in mok- 
ing ouvtomatic water heaters. All their 
efforts are concentrated in making the 
best heater that can possibly be made. 

Independent laboratory tests prove 
that Mertland quality is absolutely tops. 
Point-by-point comparison will show you 
that Mertland has all modern sales fea- 
tures. 

Compare Mertland for looks, for fea- 
tures, for length of life, for trouble free 
operation. Compare Mertland prices. 
You'll agree that you and your customers 
want Mertland heaters. 





MADE RIGHT! VISITORS WELCC 


1. Preforming. 2. Stamping and punc 
3. Forming. 4. Automatic Seam We 
and inspecting. 5. Gaivanizing an 
Specting. 6. Installing Elements and 
mostats. 7. Testing under 300 Pd 
Pressure. 8. Individually retesting 

element and thermostat after install 
9. Electrostatic Spray. 10. infra-Red! 
oven. 11. Enamel inspection. 12. Fibs 
insulation all over. 13. Straight lin’ 
duction and final inspection. 14. in 
ed, crated and ready to go. 


Wholesalers in areas not conflicting 
Present outlets ore invited to ask 
the Mertiand Fronchise. 





IN THE SIZE AND STYLE 
YOUR CUSTOMERS WILL WANT 


M. M. HEDGES MANUFACTURING CO., Inc., Chattanooga, Tenn. 





SANGAMO TIME SWITCH 


Better than ever.. 


The new low-speed Sangamo-developed, hysteresis type motor—the heart of the 
time switch—achieves higher torque, both in starting and synchronous operation. 
The motor coil is completely enclosed in a molded shell for superior insulation. 

_ A new replaceable bearing system is lubricated with a special Silicone product 
)) which is not affected by extremes of temperature. The features of this ne vy 


motor—greater torque... long-life lubrication ...low speed: 450 RPM 


assure 


exceptionally long life without attention. 


New Attractive Case...New Shorter Intervai: 


The well-designed, gray-enameled case is made 
of pressed steel and is provided with a weather- 
proof gasket and a sealable hasp. A diamond- 
shaped window improves visibility. Increased 
space for wiring and four multiple knockouts make 


installation easy. 


Closer time-limits between settings permit a 
wider range of applications. The minimum time 
between settings of the “off” and ‘“‘on” periods 
is 90 minutes. The time interval between ‘‘on”’ 
and “off’’ periods is 30 minutes. The switch « 
be manually tripped at any time without disturb- 
ing the automatic operation. 


The new, improved construction is also available in the complete 
synchronous-motor-operated line of Sangamo Time Switches, in- 
cluding socket and astronomic types. 





Type LY TWO CIRCUIT 


ASTRONOMIC DIAL 


Type LD DUPLEX 


SANGAMQO 
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Type L (Synchronous) 


$23.00 usr 


TRADE DISCOUNTS APPLY 
Type 


(Synchronous 


engamo Time Switches, widely known for their 
ependability, are now better than ever! The Type 
synchronous and the Type WH synchronous 

over switches, pictured above are the two 
ew basic time switch units in the Sangamo line. 
ey can be adapted to.a wide range of applica- 
ons by the inclusion of an omitting device, 


Carryover) 


advance time cutoff, astronomic dial, and two 
circuit type construction. 

These improved Sangamo Heavy-Duty 
Time Switches are available for immediate 
delivery. 

Bulletin 1060L gives full information and 
prices. A copy will be sent upon request. 


TECTRIC COMPANY 


SPRINGFIELD, ILLINOIS 
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Hubbard Autogaps 


are furnished in three sizes with 
maximum arrester voltage ratings 
of 3000 V., 6000 Vv. and 9000 V. 
Also furnished with drop-out 
Attachment Brackets are 
for transformer, pole or 
Specify 


fuses. 
available 
arm without extra cost. 

type of mounting desired. 


The cut-away drawing 
lograms show the construction 
and operation of the Hubbard 
AutogaPp principle. Years of serv- 
ice in the field, with no failures, 
is the achievement of the Auto- 
gap, the most outstanding Light- 
ning Arrester ever built. 


and oscil- 


LINE VOLTAGE 


/ 
/ 


ARRES N ARR T , LTAC 
ER CURRE ESTER VO 
RFE T RENT 2EC R r 


osc 
ILLOGRAM®TYPICAL OPERATION 


ban GAP FOR KEEP- 
RMAL LINE VOLTAGE 
FROM ENTERING ARRESTER 


HIGHLY RESTRICTED 
ARC PASSAGE 
png Ariens VALVE ACTION 
ORE CURRENT ZERO 


Hi 
co PORCELAIN TUBE 
WEATHER PROTECTION 





TWIN EXH 
AUSTS, 
wie ti iz AN EXCLUSIVE FEA 
prise Behe seen gar AND eee 
MAXIMUM SURGE CAPACITY. 


CROSSARM 





HUB 
BARD ann COMPANY 


Pittsburgh 


Chicago 


Oakland, California 
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EXACTLY AS YOU WANT IT! 


Motors by G. E. 


Whether you need a 5-hp motor for your plant or a 1/100-hp 
motor for your product, Graybar can provide the best one for 
the job. We distribute G-E motors, of which there are more in 
use than any other kind. That’s because—AC or DC, general- 
or special-purpose—they deliver the power you want, smooth- 
ly and steadily. G-E ‘’Tri-Clad” motors have extra protection 
against physical damage, electrical breakdown, and operat- 


ing wear. 


Magic Controls 


Yes, they work almost like magic! There are proper G-E con- 
trols, distributed by Graybar, for making any motor obey 
your bidding. Even the smallest hand starter has a toggle 
that flips to mid-position, automatically shutting off the motor 
in case of overload. Magnetic starters, for remote or automatic 
control, are available in a range of types. Electronic 
“wizards” such as the Amplidyne can be supplied for 
special needs. 


POWER SPECIALISTS 


At principal Graybar locations, there are Power Apparatus 
Specialists who are expert in selecting and applying the right 
motors and controls for specific tasks. The nearest Specialist 
can help you or your electrical contractor, too, in planning the 
best use of transformers, switchgear, circuit breakers, capaci- 
tors, and other equipment for intra-plant power distribution. 


Local Deliveries 


Many motors and a range of controls are now available from 
stocks at Graybar warehouses throughout the nation. Your 
near-by Graybar Representative can supply full information 
about them—as well as myriad items for lighting, wiring, 
communication, and ventilation. Graybar Electric 
Company, Inc. Executive offices: Graybar Building, 
New York 17, N. Y. 4844 


SERVING THE ELECTRICAL SOUTH 
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jCrocksn has a whole new 
y _ slant on steam ironing! 


IT’S THE NEW ATTACHMENT THAT MAKES THE TRU-HEAT IRON A STEAM IRON INSTANTLY 


It makes sense! Why should a woman have to have two 
irons—one for dry ironing—-another for steam? Why should 
she have to push around the extra weight and bulk of an 
ordinary steam iron when she’s not even using steam? 


Well, she doesn’t, thanks to a completely new develop- 
ment in steam ironing appliances...the Steam Ironing 
Attachment for the General Mills Tru-Heat Iron. 


Now she uses her Tru-Heat Iron all by itself for about 
75 % of her weekly ironing. Then when she has steam ironing 


PRACTICAL FEATURES FOR 
PRACTICAL STEAM IRONING 


* Slips on or off Tru-Heat Iron in an 
instant 

+ Plenty of steam in 2 to 4 minutes 

* Irons 30 to 45 minutes on one filling 

* Larger soleplate speeds ironing time 

¢ Weighs less than 6 Ibs., ready to iron 

* Steam flow is easily adjustable 

¢ Every part made of rustless metal 

¢ Ordinary tap water can be used 

¢ Can be cleaned easily at home 

* Needn’t be cooled before refilling 

* Can safely be refilled with cold water 

+ Water tank never gets hot 

* Completely safe—no steam pressure 

* Listed by Underwriters Laboratories 


or pressing to do, she simply slips the Attachment on the iron 
and she’s all set for the easiest steam ironing she’s ever done! 

You’ve already seen the Tru-Heat Iron climb from 
scratch to one of the two or three top selling brands in the 
country. Imagine what this new exclusive feature will do for 
your sales! No other iron ever had so much to offer in common- 
sense, usable advantages ...and concrete sales pluses. Be 
sure you and your salespeople are using up every bit of sales 
punch the new Steam Ironing Attachment gives them. And 
watch it sell more Tru-Heat Irons for you. 





The Tru-Heat Iron with tapered 
back, longer, larger soleplate, 
Safety Side Rest, Tru-Heat 
Control, Button-Saver Edge. 
‘ One of the two or three top 
selling brands in the country 
because its features spell faster, 
easier ironing to every woman 
who sees it. 


The Steam Ironing Attachment slips 
on the Tru-Heat Iron in a 
second. Generates plenty of 
steam in two to four minutes. 
Steam irons or presses for 30 to 
45 minutes on a single filling. 
Tap water can be used be- 
cause unit is easily cleaned 
right at home. 


The General Mills “Steam Team” is 
beautifully balanced, light in 
weight, easy to handle, always 
completely safe. Steam irons 
many washables without the 
bother of dampening. Does a 
professional looking job of 
pressing woolens without 

a dampened pressing cloth. 





Copyright 1948, General Mills, Inc., 


Minneapolis, Minn. 


Betty Crocket 
isa 


trade name of 
General Milly 
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The type of Simplex Self-Supporting Aerial Cable shown above 
consists of three separately insulated and jacketed conductors 
bound to a messenger wire by means of copper binding tape. 


Each conductor is insulated with an Simplex Self-Supporting Aerial Cable, as 
adequate wall of the famous low-water ab- shown, is idea] for three phase power trans- 
sorption Simplex-Anhydrex insulation. This mission. Similar cables designed for signaling, 
insulation is, in turn, protected by a thin communication or supervisory control, are 
jacket of specially compounded neoprene, which equally satisfactory. Installation costs are low 
is highly resistant to sunlight and weather. and maintenance is reduced to a minimum. 


Further information will be sent immediately upon request. 





C WIRES & CABLES 
SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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SCHWITZER-CUMMINS ; 
FANS and BLOWERS gM you 


——_—~« 








AIR HANDLING AT ITS QUIETEST BEST 


You will need the best there is in quality, performance and design in your 
merchandise for 1948, and all at a reasonable price. With prices what 
they are, you must have convincing value to offer. Schwitzer-Cummins 
Fresh-Air Maker fans and Hy-Duty blowers can’t be beat for big air de. 
livery, quiet operation, selling features and looks. You will like everything 
about them and will cheerfully O.K. this year’s prices. And there are a sur- 
prising number of essential types and sizes to help you get the business 


and boost your profits. 


© ATTIC VENTILATORS © ADJUSTABLE WINDOW FANS 
® WINDOW FANS © PORTABLE CIRCULATING FANS 


© EXHAUST FANS © DOUBLE INLET BLOWERS 


SA 
With our enlarged facilities we can now give good service to more dealers 
and distributors and have some prime territory open. We would like to 
present a portfolio of new literature descriptive of some very unique and | 
interesting developments for this year’s ventilating business. It is yours 


for the asking. 


SCHWITZER-CUMMINS COMPANY 


VENTILATING DIVISION 
1145 EAST 22nd STREET + INDIANAPOLIS 7, INDIANA 
ENGINEERS AND MANUFACTURERS OF FINE FANS FOR 30 YEARS 
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Years AGO, Anaconda developed Duraline*—a 
weatherproof of the URC type, with URC life. 
but with improved performance during emer- 
gency periods. 

Duraline combines URC saturants and finish- 
ers with an interlocked fibrous sheath that 
effectively retards moisture penetration during 


long periods of wet weather. Outages caused 
by foreign objects across the lines are reduced 
to a minimum. 

Specify DURALINE URC WEATHERPROOF for 
continuous service through the years. Anaconda 
Wire and Cable Company, 25 Broadway, New 


York 4, N. Y. : 18105 


3. Pat. om 
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ATTIC BELT-DRIVEN ed 


®* Rugged ° Distinctively Finished 
® Moves More Air Than Most Fans 


e GE & Westinghouse Motors @ Quiet Operation 
















$ 


ct gs 7 
36" __| 895° 
Y je 
—-" +A 


Jobbers & Dealers 


Your percentage of profit is greater on this fan 
than any other line. You can meet and beat all 
competition on price and quality and still make 
your normal profit.. 


WRITE OR WIRE TODAY 


A PRODUCT OF 


Ci SY. Aix Conditioning ‘fan o,. One. 


1591-1623 DEKALB AVE.. N. E. ATLANTA 6, GEORGIA Q 
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Power can be taken off wherever 
needed with this convenient, flexible 
and economical distribution system. 


Power where you want it — with 
Trumbull FLEX-A-POWER Plug-In 
Busways—gives you maximum flexibility 
in machine arrangement without the 
cost and nuisance of rewiring each time 
you change the layout. 

With FLEX-A-POWER Plug-In Bus- 
ways covering your whole plant, you can 


For Fast Moves 


Relocate machines with no delays for rewiring 


move a machine or a whole line of 
machines with no interruption of power. 
Convenient outlets every 12 inches per- 
mit plug-ins right at the load. 

Even when major changeovers require 
moving an entire department, the FLEX- 
A-POWER system can be moved along, 
too — dismantled, removed and rein- 
stalled quickly, with practically 100% 
use of all materials. 

That’s because every part of a Trum- 
bull Busway System is prefabricated, 


which of course reduces original in- 
stallation and construction costs. FLEX- 
A-POWER is stocked in standard 10 
foot lengths and is available in capacities 
from 250 to 1000 amp. with all neces- 
sary fittings and accessories. 

Send for Bulletin, THE TRUMBULL 
ELECTRIC MANUFACTURING CO., 
Plainville, Conn. Other factories at Nor- 
wood, Ohio e San Francisco e Seattle e 
N. Hollywood. Sales offices and repre- 
sentatives in all important cities. 


TRUMBULL(T)ELECTRIC 
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- THESE MODERN SWITCHBOARDS 


This safety-type @ Klampswitchfuz combines both 
disconnect switch and fuse protection into one unit 
...for more perfect contact and safer maintenance. 
Heavily silvered copper contacts are ‘‘squeezed”’ to- 
gether in one locking motion that clamps fuses at the 
same time. Access to fuses can be made only when door 
is open... preventing hands from coming into con- 
tact with live parts. 


REPLACING obsolete, dangerous, live-face equip- 
ment, these recent installations of @ Klampswitch- 
fuz Switchboards are fine examples of electrical 
modernization. 


In addition to offering a more modern and attrac- 
tive appearance, these safety-type switchboards in- 
corporate the latest features and designs to give 
your electrical system increased capacity ... greater 
efficiency ... safer operation...and less maintenance. 


Constructed from standard, pre-assembled units for 
ease and economy of installation, these modern 
switchboards are excellent for disconnect service 
on lighting and power circuits. 


CAPACITIES: 30 to 1200 amps., 250 volts, AC or DC; and 
575 volts, AC, in 2, 3 and 4 poles. See your nearest & Rep- 
resentative for more complete details. 


Frank eldam Electric Co. 


ST. LOUIS 13, MISSOURI 
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Oolaie Attic Fans 


TRADE MARK 








Expand your business and your profits by selling 
modern COOLAIR equipment. Coolair fans, for in- 
dustrial and home installations, will build good will 
for your store because of greater value to your 
customers. 


No other fan offers all of the quality features 
found in Coolair Fans. Customers are assured of the 
utmost in satisfaction because Coolair Fans are: 


QUIETER .. . Patented spring mountings and 
streamlined inlet absorb vibration noise! 


LONGER-LIVED . . . Oversize SKF ball bear- 
ings, welded-steel frame and precision manu- 
facture add many years of useful service! 


MORE ECONOMICAL . . . Eight-blade design 
means slower operating speeds, less wear and 
longer trouble free performance! 


Your Coolair distributor or agent has full infor- 
mation on the profit opportunities awaiting Coolair 
dealers. Get in touch with him now... Start your plans 
for extra profits as an Authorized Coolair Dealer! 





A full description of the Coolair line, with tables 
showing models, dimensions, performance data, 
ete. can be found in 


SWEET’S CATALOG SWEET’S CATALOG 
FILE FILE 


For Builders 


ELECTRICAL BUYERS 
REFERENCE 


Architectural 
A.S.H.V.E. GUIDE 











3604 MAYFLOWER ST., JACKSONVILLE, FLORIDA 
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The cost of construction continues to 
soar... but Federal NOARK Panelboard 
(Type NTPS) still remains America’s 
most economical, quality panelboard! 
That’s why—on every job that requires 
perfect control protection of lighting 
and ‘small power circuits—contractors 


— achieve economy without sacrificing 





Executive Offices: 50 Paris Street, Newark 5, N. J. 
Plants: Hartford, Conn., Newark, N. J., St. Louis, Mo., 
Long Island City, N. Y. 

SALES OFFICES IN PRINCIPAL CITIES 


Federal Electric Products Company, Manufacturers of a Com- 
plete Line of Electrical Products, including Motor Controls 
* Service Equipment + Circuit Breakers 


* Safety Switches 
Switchboards * Bus Duct 


* Panelboards * 
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quality ... by installing reliable Federal 
NOARK Type NTPS! 


Triple Improved! 


. / + Sure contact spring incorporated 
into switch assembly of stationary parts. 


ep Only three current-carrying parts 
in each circuit...each part heavier 
and more rugged than ever. 


Z, Phenolic panelboard unit... hand- 
somely designed... durable. 
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Federal! 


NOARK 
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ALABAMA POWER 
scores again in its 
rural line extension 
program 


A STRONG CONVICTION that electri- 
city could be extended to the rucal 
areas of the country at a cost that 
would permit the farmer to utilize 
electric service profitably, not only 
in his home, but also in his farming 


‘ operations, in 1932 inspired Thomas 


W. Martin, president of Alabama 
Power Company, to make available 
funds for a suitable awa-d to be pres- 
ented each year to the electric op- 
erating utility making the greatest 
contribution to rural electrification in 
agricultural progress for that period. 
The award, administered each year 
by the Prize Awards Committee of 
the Edison Electric Institute, is based 


‘on agricultural advancement due to 


uses of electricity within the winning 
company’s territory, the development 
of farm load (kilowatt hour growth), 
its co-operation with other agencies, 
its organization and plans for con- 
ducting a rural development program 
designed to build a more prosperous 
agriculture, and its activity in the ex- 
tension of rural lines. Since the awazd 
was established, it has been a coveted 
token of distinction in the field of 
tural electrification. 

_ For its accomplishments in 1947 
in the field of rural electrification, Mr. 
Martin saw the Alabama Power Com- 
pany adjudged, for the second time, 
the winner of the award. Notable 

































among the accomplishments of the 
company for the past year were the 
connection of 18,043 new rural cus- 
tomers, the construction of 3,078 
miles of new rural line, and the in- 
crease in total kilowatt hours used 
among rural customers of 30% above 
the figure for 1946 

During the year the Company con- 
tinued its program of making com- 
mercial surveys and soliciting applica- 
tions for service from prospective rural 
customers and at the end of the year 
had on hand some 14,700 applications 












which would require the additional 
construction of 3,040 miles of lines. 
It is estimated that when these lines 
are completed, electric service will be 
available to 98% of the fa:ms within 
the Company’s service area. 
Representatives of the rural depart- 
ment of the Alabama Power Com- 
pany during 1947 conducted 22 wir- 
ing schools for farmers and contrac- 
tors with a total attendance of 705. 
Classes in the fundamentals of electri- 
city were given befoze 97 F-.F.A. 
groups and 82 4-I1 Club groups with 
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H. M. Sawyer, right, vice-president 
of the American Gas and Electric 
Co., and chairman of the E.E.I. 
Prize Awards Committee, presents 
the Thomas W. Martin Rural Elec- 
trification Award to E. C. Easter, 
for Alabama Power Company. 


YOUR WIR 
RE INSTA 


Service Manual for agricultural work- 
ers and a Farm Electrification Man- 
ual for rural service representatives. 
The company also assisted in plan- 
ning and conducting the Second Na- 
tional Farm Electrification Confer- 
ence and an agricultural develop- 
ment clinic held at Fairmont, West 
Virginia, during the year in addition 
to the inauguration of a program of 
co-operation in the training of farm 
veterans. 

The Company co-operated also 
with the Alabama Agricultural Exten- 
sion Service, the State Chamber of 
Commerce, Vocational Agriculture 
teachers, and other interested agen- 


W. A. Cochran, Jr., assistant agricultural engineer in charge of farm wiring, 
explaining an exhibit on adequate wiring to two Blount County farmers. 


a total attendance of 19,484. Assist- 
ance was also offered to boys and girls 
entering 4-H Club and F.F.A. rural 
electrification contests. 

During the year monthly visits were 
made to each county agent’s office 
and to each vocational agriculture 
teacher to keep them advised of the 
company’s program and to be of every 
possible assistance to those agencies. 
Further co-operation with the Exten- 
sion Service was exhibited in the help 
given by the company in staging farm 
and home shows in 31 of the counties 
of Alabama. These shows were at- 
tended by over 59,000 people. The 
company’s farm wiring specialist also 
prepared a wiring plan, specifications, 
and bill of material to accompany 
each farm building plan distributed 
by the Extension Se-vice. 

Further activities included co-opera- 
tion with the Edison Electric In- 
stitute in the preparation of an In- 
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cies in staging four district dairy sh; 
and numerous county dairy and 
stock shows. A rotating trophy 
inaugurated to be awarded each 
to the local Junior Chamber of ( 
me-ce having the most outstand 
ag-icultural project for that pericc 

In addition to the above, repr 
tatives of the Company’s rural 
sion carried on an enlarged program 
of individual instruction and _ assis 
tance for farmers to enable them to 
more clearly understand and move 
readily apply the many ways in which 
electric service can contribute to pro- 
fitable farming operations. 

The Alabama Power Company’s or- 
ganization for conducting its rural 
electrification p-ogram is under the di 
rection of E. C. Easter who is well 
known in agricultural circles for his 
outstanding work in this field. Pre 
sently, he is serving his second term 
as chairman of the Farm Section of 
the Edison Electric Institute. Work 
ing along with Mr. Easte: are M. B 
Penn, another old-timer in rural devel 
opment work, as chief agricultural 
engineer, four assistant agricultural 
engineers assigned to various phases 
of the work, and fourteen rural 
ice engineers assigned to specific geo 
graphical areas of the state. 

The work of the rural se-vice « 
neer is principally that of acti 
consultant to the individual f 
His activities, conducted thr 
sonal contact with the 
farmer and through group 
held in co-operation with the A 
Agricultural Extension Service 

(Continued on page 114 


Hurst Mauldin, assistant agricultural engineer in charge of educational 
program, giving one of his demonstrations before a group of vocationa 
agricultural students 
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A elever bit of promotion 
doubled store’s floor tratftie 


‘Gor a cow? Let’s trade.” *Got 
imule?” “Got a horse? Let’s trade.” 
§o goes the sales and promotion line 
to sell appliances from the floor of 

Anniston Electric Company, of 
Anniston, Alabama, a program origi- 
nated by Frank Kirby, owner of the 
store, several years before the war, and 
now being revived with gzeat success 
in the postwar buyer’s market. 

Believably, or unbelievably, as the 
cae may be, the program not only 
has brought in thousands of persons, 
and resulted in a huge volume of sales, 
but Mr. Kirby, who owns a farm and 
knows the livestock business, often 
turns a profit on the animal itself! 

Perfectly keyed to the rural trade, 
the program also is a natural for pro- 
motion and publicity in local news- 
papers and over local radio stations 
that reach their huge masses of city 
circulation, with the firm’s name al- 
Ways prominently mentioned. 

The essence of the program is, as 
with nearly all good promotion, show- 
manship. It starts out with huge, 
glaring new spaper ads announcing the 

“Let's Trade” program, and reprints 
are gencrally taken from these ads and 
mailed out on rural routes in an area 
within 30 miles of Anniston. This 
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HORSES 
RANGES 


(Renges don't 
eat hey!) 


Ges or Electric 


We hove o wide assortment of ranges 
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WASTE AWAY 
FLASHLIGHTS 
ELECTRIC 
TRONERS 
ELECTRIC 
ROASTERS 





m= | Job Printers Get $9.29 oi 
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BICYCLES 
for 
CALVES 


New shipment 
tor quick rede! 












Wiring. Supplies 


We can now help you complete your wiring jab otth 
eritcel meterols you were unable to obtam chewhere. 
Consult ws on your ext wiring job. There's so ob 
gation. 

















means that nearly 5,000 families get 
these blaring circulars in their mail- 
boxes. 

Coincident with the big ads in the 
newspapers is used what is known as 
a newspaper spotting campaign. One- 
column slugs in bold face type are 
strewn throughout the pages stating, 
“Got a cow? Let’s Trade. Anniston 
Electric Company.” 

On the main highways into town 
4 foot by 8 foot signs were erected 
with a cow’s head placed on it in 
color, announcing the “Let’s Trade” 
program. Often old and_ useless 
models of electrical appliances were 
placed at the foot of the signboard. 

Bales of hay were stacked in front 
of the store on a downtown street, 
and a pony, goat, or other animal 
was tethered there during the height 
of the campaign. When swaps were 
made, a newspaper photographer was 
usually dispatched by the local news- 
paper to get shots of a farmer going 
modern by trading in a horse on a 
shiny, brand-new electric range. The 
attendant publicity usually goes on 
and on, with plenty of newspapez 
space given over it. 

The whole purpose of the program, 
of course, is to get over the value of 














the appliance. When a fa-mer trades, 
it is easy for the saleman to ask him 
why he is trading, and when he gives 
such answers as ““To save myself the 
work of cutting stovewood,” ““To keep 
my wife from having to work so hazd,” 
“To save money,”’—all this is used 
through publicity and advertising 
mediums to get over the selling points 
and the advantages of the particular 
appliance. The benefits of electricity 
are thoroughly exploited. 

Of course, the resultant influx of 
interested customers results in many 
who wish to trade, but do not have an 
animal to swap— so the salesman be- 
gins questioning them as to old ap- 
pliances they may have to trade in. 

“The whole purpose is to get that 
traffic through the store; get those 
appliances moving,” says W. A. 
Mickles, manager. “If people buy 
one appliance, then the others begin 
to scll themselves. If they come in 
here just to look, they are exposed to 
all the suggestiveness of our displays, 
and begin to ask about other items.” 

After the program gets rolling, the 
entire countryside is usually very much 
aware of the advantages of electricity, 
and particularly aware of the Anniston 
Electric Company. 




























































































































Right in line with this swapping 
program is another method of creat- 
ing store traffic and getting the pub- 
lic to be aware of appliances. In ef- 
fect, the customer is paying for his 
own demonstration in this method— 
the practice of renting appliances, on 
long-term, but preferably on_ short- 
term basis. 

This, of course, requires that the 
dealer have on hand some used ap- 
pliances, unless he is willing to give 
over some new ones to be used as 
demonstrators, but he usually has on 










































































for many years,” says Mr. Mickles, 
“and very few people try to take ad- 
vantage of us. Occasionally some- 
body will rent a washer just for one 
day, then return it to us after having 
done her washing for a dollar, but 
these cases have occurred very rarely.” 

The fact that these machines are 
available for renting gives the custo- 
mer a chance to pay for a demonstra- 
tion—many customers object to a free 
demonst:zation, for they feel that it 
leaves them under obligation to the 
appliance dealer, but by paying the 
rental fee they get a chance to put 
the machine through its paces with- 
out any obligation whatsoever. And 
because of this, they usually sell them- 
selves. 

A salesman follows up after a custo- 
mer has returned an appliance, so as 
to sound out his likes and dislikes re- 
garding that particular piece of equip- 
ment. 

“Both our rental prog:-am and our 
Let’s Trade program are definitely 
the type of promotion that the inde- 
pendent appliance dealer needs to in- 
crease floor traffic and combat the 
glitter and attraction of the chains,” 
























































Free demonstrations on equipment 
are given in the store of the Annis- 
ton Electric Co., Anniston, Alaba- 
ma, but a special appliance rental 
plan operated by the company per- 
mits customers to try out appliances 


in their own homes. 

































m 
av. 


hand 


some trade-ins, as more and 
ore electrical equipment becomes 
ailable. 

Rates on the rentals run somewhat 


as follows: Washers, $1.00 a day; 
refrigerators, $1.00 per cubic foot per 
month; vacuum cleaners, at rates simi- 
lar to the washers. Actual records 
have been kept on these rentals, and 
they have shown that six out of ten 
washer rentals have resulted in sales. 
“We have been renting appliances 
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W. E. Mickles, store manager of 

Anniston Electric Company, follows 

through with the active demonstra- 

tion plan by giving an interested 

customer a look-see at an ironer in 
action. 


is the opinion of Mr .Mickles. Be. 
cause of its large service shop and it; 
specialized knowledge, these mer 
chants feel sure that the independent 
store is definitely the best spot fo; 
promoting the sale of electrical ap 
pliances, but — they must be pro 
moted. 

Another drawing card successful] 
used by this progressive firm is th 
free radio check. The customer mete. 
ly brings the radio in, and a complet, 
check, with an itemized account of 
what is wrong, is given to him. 
free check is applied to all small ap 
pliances—fans, and other small items 
It all falls in with the program of 
“Get ’em in the store.” 





A good service department, hoy 
ever, is a vital necessity for both the 
free-check program, and the sale of 


any appliances. This firm has the 
jump on many others, because it has 
an active servicing crew of 10 men 
Other contracting work such as house 
wiring, wiring of commercial fixtures. 
etc., is done by these men in o 
that the crew can be kept at wo-k full 
time, and still be quickly available for 
the repair of appliances. The com- 
pany guarantees service on everything 


it sells. Because of the huge volume 
of business it has done in the ten 
vears of its existence, the servicemen 
are often busy merely on servicing the 
company’s sales, and this eff t 


service department receives di 
for its part in the continuing 
of the firm. 


(Continued from page 33 

“floating salesmen.” The salesmen 
are attached to no one department 
but are trained to sell all of the mei 
chandise in any department in the 
store. 

“Most of our employees have been 
with us for ten or more years—parti 
cularly our salesmen,” Mr. Burglass 
pointed out. “Some of them hav 
been with us for twenty or more 
vears. 

“Just the other day a custome 
came in and immediately went to ou 
appliance department. After she had 
bought a radio and phonograph com 
bination, the salesman—because 0° 
a hint the customer had dropped dur 
ing the course of the sale—suggested 
that she see our bedroom sets. She 
was reluctant at fi:st, because she had 
picked, but not purchased, from an 
other store. After some tactful per 
suasion, the customer agreed to se« 
our display. During the course of 
the inspection, she was drawn to one 
particular set—which she bought be- 
fore leaving the stoze.” 





Display 
Formula 


THAT 


ought 


“SUCCESSFUL APPLIANCE DISPLAYS 
must be concentrated—there must be 
no frivolities, no unimportant details 
to distract the prospective customer’s 
attention from the thing you want to 
dramatize, the merchandise being 
sold.” 

That credo of successful display was 
the guiding principle behind — the 
designing of an entire store—the new- 
ly remodeled, rebuilt, and redecorated 
\. Burglass Furniture Co., one of 
New Orleans’ largest appliance home 
furnishings outlets, where, according 
to Cecil Burglass, managing partner, 
the volume has jumped in a few weeks 
to more than three times that of the 
old store. 

‘We attribute quite a bit of the 
high appliance traffic to our fine dis- 
play windows,” Cecil Burglass says, 
“mainly because we segregate the mer- 
chandise being featured. Instead of 
showing bedding, furniture, and ap- 
plances in the same compartment, we 
arange our merchandise in sections. 
Through the use of partitions, one 
large window is divided into many 
different units and the appliances are 
highlighted in a concentrated display. 

“We have discovered a number of 
simple reasons why concentrated dis- 
plays have a lot to do with actual 
sales. Customers who pass our store, 
seeing a few pieces of merchandise at 
a time, are going to be att-acted by 
some article they would like to have. 
Instead of a confusing background 
filled with merchandise they already 
have or don’t particularly care for, 
they see a decorative background high- 
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The appliance department of the A. Burglass Furniture Co., in New Orleans, 

illustrates vividly Mr. Burglass’ theory of concentrated displays. Note how 

the various appliances are grouped compactly together without the use of 
props or irrelevant merchandise. 


lighted with color. In this way, the 
customer’s attention becomes focused 
on the article he really wants—and 
the next logical step is for him to en- 
ter the store. The completion of a 
sale is then up to our salesmen.” 

The first feature that hits the cus- 
tomer in the eye when he enters the 
door is a “lipstick red’ carpet that 
stretches from the front door to the 
offices in the rear of the store. “To 
aid in achieving concentrated displays, 
we have employed several new features 
to add to the beauty of the appliance 
department,” Mr. Burglass says. 

“When the store was first designed, 
we realized that the numerous posts 
and pillars that would have to be put 
up in the building would give a ‘ware- 
house look’ to it. We solved this 
problem by the use of mirrors at- 
tached to the posts, and what at first 
seemed to be a liability has since 
proved beneficial. The mirrors add a 
classical touch to the store, make the 
displays look a lot larger than they 
actually ae, and take away the busi- 
ness appearance. 

To design the store, Mr. Burglass 
secured the services of a prominent 
New York interior decorator. The 
walls are colored according to the 
B.H.F. color scheme and nume-zous 
designs are placed in spots that would 
ordinarily look awkward. 

Where the painted wall stops, 
about six feet from the ceiling, glass 


brick begins. “This,” according to 
Mr. Burglass, “has brought comments 
from many customers since the new 
store’s inauguration. The glass brick 
is something new in department 
stores in this city and it adds an artis- 
tic touch to our store. The fact that 
we believe in plenty of light is an- 
other reason why it was chosen. Even 
on a dismal day the glass brick lets in 
considerable light to supplement the 
illumination of our many fluorescent 
lighting fixtures.” 

Because there is such a demand for 
appliances, M-. Burglass has located 
this department on the first floor. 
“If we had our appliances on an up- 
per floor they would be seen less fre- 
quently by our customers,” said Cecil 
Burglass, “and many people would 
put their orders in for one major ap- 
pliance without taking time to exam- 
ine all the refrigerators, stoves, and 
other major and minor appliances. 
This practice would hurt our small 
appliance sales considerably, since we 
can supply our customers immediate- 
ly with small appliances, table radios, 
electric clocks, and electric plates. 
These are sold to customers who come 
in for majo: appliances but become 
interested in smaller articles after see- 
ing our first floor display.” 

The Burglass store is particularly 
proud of its record of second sales 
which can be traced to the system of 

(Continued on page 32) 








PROMOTING ATTIC VENTILATION 


‘THAT OFT-QUOTED KEY to success- 
ful. salesmanship—‘‘Sell the _ sizzle, 
not the steak” —has been given a sur- 
prising twist by Lansdowne & Moody. 
his enterprising firm, one _ of 
Houston’s largest dealers in quality 
home appliances, says “Sell ventila- 
tion comfort, not attic fans.” As 
proof of this theory, officials of the 
11-year-old company point with pride 
to the fact that the sale of fans is 
an impressive portion of its $750,000 
annual over-all volume. 

In discussing their outstanding job 
in promoting attic ventilation fan 
sales, C. L. Boehler, sales manager 
and vice-president, summed it up this 
way: 

“We try not to miss a bet. This 
part of the country is blessed with 
probably the longest hot-weather sea- 
son you'll find anywhere. And we 
make the most of it!” 

Here, then, is a list of some of the 
promotion angles used by Lansdowne 
& Moody as they go about their suc 
cessful way of “not missing a bet.” 

Advertising. One of the ironclad 
policies of this firm in advertising 
its attic fans is to omit prices and 
Ihe advertising copy 
media—bears 


SIZCS of fans. 


regardless of — the 


\T tins 


down on such phrases as “summer 
comfort,” ‘“‘keep cool this summe:,” 
“comfort through ventilation,” “per- 
fectly cooled,” etc. 

David G. Ritchie, whose advertis- 
ing agency handles the Lansdowne 
& Moody account, pointed out that 
he also features the fact that correct 
installation is as important as the fan 
itself. A recent ad he prepared for 
the firm had these lines “Careful in- 
stallation by specialists” and “Get the 
protection of a Lansdowne & Moody 
installation.” 

Radio. ‘Three times a week, each 
time with a 15-minute program, L&M 
takes to the airwaves over Radio Sta- 
tion KTHT of Houston and gets its 
general story over to the listener. 
Institutional commercials are fre- 
quently read, like the following typi- 
cal announcement: 

“Ts eleven years a long time? It 
has been long enough for Houston 
to grow into one of the largest cities 
in the South. And it has been long 
enough for Lansdowne & Moody to 
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become the largest home appliance 
sto:e in Houston. During the past 
cleven years, a distinguished business 
has been built upon friendship, in 
tegrity and satisfaction to each cus 
tomer. All types of electrical appli 
ances are offered the Houston house 
wife at lowest possible prices. Only 
lighest quality, best known, nation 
ally advertised lines are handled at 
Lansdowne & Moody. So, whatever 
your family’s home appliance needs 
may be, fill them at Lansdowne & 
Moody, the big, friendly, well-stock 
ed store at 1801 Fannin Street.” 

Billboards. The use of billboards, 
Mr. Bochle: reported, is another im 
portant medium employed by L&M 
in dinning its message into the con 
sciousness of the consumer. 

In all, the company has eight 
door billboards strategically located 
throughout the sprawling cit 
Houston, including the  signboar 
atop the 100x125-foot building that 
houses the firm at the corner of Fan 
nin and Jefferson streets, just a few 











blocks away from the congested cen- 
ter-of-town section. 

Displays. A portion of the 125 
fect of L&M’s show window space is 
devoted to a display of attic-ventila- 
tion fans. Inside the stoze, the cus- 
tomer finds considerable floor space 
loted to practical displays of adver- 
tid name-brand attic fans, window 
. oscillators, circulating type fans, 


‘romotions. L&M annually gives 
free service to former customers by 
chucking, cleaning, and oiling their 
fans at the beginning of the season. 
Whenever possible, a salesman ac- 
companies the serviceman to the cus- 
tomers house. While the mechanic 
works on the fan, the salesman works 
m the customers—obtaining the 
names of his friends who are inter- 
ested in buying an attic fan of their 

lhe salesmen of the firm also pro- 
ote their share of replacement busi- 
ness on old, wornout and noisy fans. 
[heir sales talks to the customer go 
something like this: 


“Madam, buying an attic fan is 
not like buying an automobile— 
something that can be traded in every 
few years. No, the attic fan is a 
permanent part of the home like the 
floor or the roof. You have to ex- 
pect them to give so many years’ serv- 
ice before ‘being replaced.” 

\nother promotional service is 
keeping the 75x100-foot sales room 
ff Lansdowne & Moody cool through 
the use of four fans. Mr. Boehler 
pointed out that this gives the cus- 
tomer more confidence in the firm. 
































































































A Lansdowne & Moody salesman, A. A. DeLong, points out some important 
features of an attic fan to a prospective customer. The many different kinds 
of fans handled by this firm are indicated by the varied display above. 


“One of the incongruities of this 
business,” he commented, “is the fact 
that a customer is often brought in- 
to an air-conditioned store when the 
salesman is trying to seli him on the 
merits of fan ventilation. This does 
not happen at L&M!” 

Discussing his staff of five sales- 
men, Mr. Bochler said that the days 
of the doorbell-ringing technique is 
over in the attic-fan business in 
Houston. The salesman who “doesn’t 
miss a bet” nowadays is the sales- 
man who has a backlog of satisfied 
users and a knowledge of ventilation 
engineering, physics, psychology, and 
architecture. 

“One of the boys on my sales staff 
is a pioneer in the field of attic-fan 
ventilation,” Boehler said. “His 
name is A. A. DeLong. He sold 
‘cooling comfort’ for competitors 
nearly 15 years ago. Now he’s on 
my staff and I’m proud to have a 
seasoned trouper like him.” 

Lansdowne & Moody has under- 
standable pride in the fact that its 
installation crew handles all the firm’s 
normal trade. On those occasions 
when the business nears its seasonal 
peak, L&M is forced to call in sub- 
contractors in order to keep up the 
company’s reputation for prompt serv- 
ice. 
W. L. Eddleman, service manager 
of Lansdowne & Moody, and a vet- 
cran of 20 years’ experience in this 
type of work, says there is no end 
of the advantages that accrue to a 
company that makes its own installa- 
tions. 


“We know our product,” he de- 
clared, “and how it should be in- 
stalled. If any controversy arises 
later, we are in a position to review 
all the details. Also, we know a job 
is done right, if we do it ourselves.” 

What about the _ sub-contzactors 
that work for them from time to 
time? 

“Those sub-contractors,” Mr. Ed 
dleman replied, “are well known to 
us, and in any case, they work di- 
rectly under our supervision!” 

The service manager explained the 
fan installation routine as following 
this pattern: 

A numbered work order is made 
out by the salesman at the time of 
the sale. The original copy (white) 
goes to the service department and 
deliveries are made on this. The du- 
plicate (blue) is filed, and the trip- 
licate (pink) is given to the cus- 
tomer. 

the L&M fan installation crew 
consists of two men, both of whom 
are skilled carpenters and “attic-fan 
engineers.” Accurate measurements 
are made at the place of installation 
and the metal work is “farmed out” 
to an outside sheet metal shop. Mr. 
Eddleman said that this system is 
more satisfactory and economical. 

“Our installation crewmen are 
highly skilled in their work,” he add- 
ed, “and can do four installations a 
day when the heat is on. Knowing 
your product is half your battle.” 

Further explaining the service end 
of the Lansdowne & Moody organiza- 

(Continued on page 106) 





pRYOR'S 


Above is shown what is 
believed to be the lar- 
gest neon sign in the 
world advertising the 
products of a retail 
specialty dealer. The 
small picture gives an 
outside view of Pryor’s 
new store. He has used 
to full advantage the 
unusually high, narrow 
construction of the 
building. 


At right is the first floor 
of Pryor’s recently re- 
modeled store. Walls 
and shelving are finish- 
ed in knotty pine and 
all designing was done 
by Mr. Pryor himself. 
The second fleor is a 
demonstration room for 
dishwashers, garbage 
disposal units, sinks, 
and cabinets. 





APPLIANCES 





In Witmincron, Delaware, three 
housewives in everv five know James 
Lee Pryor sells electric kitchen ap- 
pliances. A sampling of neighbor- 
hoods in all income groups indicates 
that the housewife will answer 
“Pryor” without hesitation when ask- 
ed “Where can I buy an electric 
kitchen?” 

With no previous experience in 
the electric appliance field, James 
Lee Pryor sold $75,000 worth of ap- 
pliances in 1947—his third year in 
the business. Even then he was 





“See the rest 
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plagued with a critical shortage 
his main item for finishing kitch: 
—the steel cabinet. He also had « 
ficulty finding enough _intellige 
hard-working, door-bell ringing sal 
men. When he ‘is opcrating at 
normal capacity, he plans to em; 
five star salesmen, and anticipat« 
volume of between $150,000 
$500,000. 

Although Pryor has just rece 
moved into a building which he 
modeled at a cost of $20,000 to 
his own purposes, he is already | 
ning a new and larger store. 

Pryor does his own planning 
designing and originates his 
forms, advertising, and promotion 
His activity is not of the ca 
variety but distinctly original. 

While he has been advertisin 
the radio all during his three 
in business, he recently originat 
new radio advertising progran 
himself that startled the radio statiot 
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officials. IIe has had four spot 
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lo Prvor's to buy the best” 


on the radio for several years—a news 
broadcast from 8 to 8:10 in the morn- 
ing, a spot before the Kate Smith 
program at high noon, a spot right 
after Queen for a Day, and a spot 
just before the Bride and Groom pro- 

Tam. 

ihe idea which he originated, and 
which was scheduled to start in mid- 
dle March, is a quiz program with 
a new store traffic producing twist. 
Questions will be asked on the radio 
ind the Pryor store will provide an- 
swers to all persons who come to the 
store requesting them. Names will 
he selected from the telephone’ book 
by the radio station and called on 
the telephone. The questions will be 
asked and if the person has an answer 
blank he will know all the answers 
md win the jackpot prize. -All per- 
sons called will receive consolation 
prizes consisting of small articles, 
such as a laundry bag, etc. For answer- 
ing one question, or two or three 
questions, they will receive cash 
pnzes. 

or cach question missed, Pryor 
puts a certain amount into the jack- 
pot. The jackpot thus increases un- 
til someone answers the jackpot ques- 
tion which can be obtained in mimeo- 
graphed form by calling in person at 
the Pryor store—then if the person 
happens to be one of the fortunate 
ones to be called by the radio station, 
he wins the jackpot. The jackpot 
can run up to about $35 or higher 
if not won, and this is payable in 

to the winner—but, if the win- 
ner clects to buy some appliance from 
the Pryor store, Pryor doubles the 
moncy—the $35 makes $70 when ap- 
plied to a purchase. 

Here is a quiz program to end all 
quiz programs—Pryor gives everybody 
a prize, doubles the winner’s prize 
on the jackpot, and gives everybody 
the answers to the questions in ad- 
vance. 

The title of the new program is 
“People Know Everything” and the 
opening lines when it goes on the air 


Pryor coined a new word to de- 
scribe his main business—designing 
modern kitchens. The word is 
“Kitcheneer” and he has applied for 
registration of the word with the 
patent office. 

A proposed kitchen layout as pre- 
sented to the customer by Pryor is 
a work of art, and this is understand- 
able since he employs two _profes- 
sional artists to prepare the layouts 
in full color on a scale of three-eighths 
of an inch to the foot. If the pro- 
posed layout is to use existing color 
schemes on walls and floor, the artist’s 
drawing will show these exact colors, 
as well as the design on the wall- 
paper, and the linoleum on the floor. 

If he is laying out a kitchen for a 
new house, he converts the customer’s 
ideas to color and line, with wall and 
floor designs that can be duplicated 
in commercial products. If the cus 
tomer desires him to furnish an idea 
and color, too, he does that. 

The result is that the surprised 
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James Lee Pryor 


customer sees the kitchen as it will 
look—almost as though by some magic 
a color photograph had been extract- 
ed from the future. If the first de- 
sign docs not seem suitable, Pryor 
makes as many as the customer wants. 

Pryor does a number of things but 


are: “Everybody Knows Pryor. Pryor A promotion stunt tied in with the local junkman created a great deal of 
Knows Everybody Beanie Kaow attention in Wilmington, and in addition | gained a newspaper story for 
Fueruth; oe 7° I Pryor’s because of its interest and originality. The theme was “Junk Your 
werything. Old Equipment and Buy New Hotpoint.” 
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JAMES LEE PRYOR 


508 ORANGE ST. - Ph.4-6241 





One of a number of Pryor’s outdoor signs, all advantageously located on 

well traveled thoroughfares. The word “Kitcheneering,” to describe kitchen 

planning, was coined by Pryor and application has been made to register the 
the word with the patent office. 


there are a few things he does not 
do. He does not sell radios or tele- 
vision sets. He sells but few traffic 
appliances. He sells only one line of 
nationally advertised merchandise— 
Hotpoint. This represents probably 
the highest concentration of effort in 
the history of the electirc appliance 
business. 

He has the largest neon electric 
sign in the world used by a retailer 
in a household speciality. It is 
mounted atop a three story building 
on a main artery in Wilmingtin and 
is visible for a mile or more. It is 
eighteen feet wide, twelve feet high, 
and cost $2000 to erect. 

Besides this sign he has his “Kitch- 
eneering” advertising on the sides of 
several three-story buildings on heav- 
ily traveled thoroughfares. 

At his former location, also on a 
busy main street, in a building which 
he owns, there swings a neat sign 
stating that James Lee Pryor has mov- 
ed to his present location at 508 Or- 
ange street. He reserved the right to 


keep this sign up with the new ten- 
ant, allowing him $50 a month off 
the rent for the privilege. 

When moving to his remodeled 
building at 508 Orange street, he ad- 
vertised in all mediums and over the 
radio, “Why Debate, Go to 508.” 
Almost everyone was saying it when 
the high school boys took it up and 
incorporated it in their yells. 

Pryor is an advertising paradox. 
He never turns down an opportunity 
to advertise in local magazines, pro- 
grams, school, and church affairs. He 
is prepared to spend from three to 
ten dollars with each of them. None 
has ever been refused. He figures 
that if he gets no other benefit, it is 
worth the money for the school boy 
who is selling space on a basketball 
program to go home and tell his 
mother that Pryor bought an adver- 
tisement from him. 

Case histories show that he con- 
sistently holds the good will of all 
these organizations and that many 
sales are made directly and indirectly 














as a result. All business men know 
that this type of advertising is ordi 
narily considered worthless and _ is 
often resented. Many merchant 
bluntly refuse to buy. 

While on the subject of Pryor 
advertising it would be well to men 
tion the variety of advertising medi 
ums he uses. He buys variously d 
signed matches by the half millio 
and puts them in a receptacle nea 
the front door inviting the cust 
mer to help himself as he leaves. 

He has distributed thousands « 
high-grade playing cards with his ac 
vertisement on each card. He h 
given away kiddie books with his ad 
vertisement printed in them. H 
has been on baseball programs an 
has sponsored baseball leagues. an 
in addition given away key chain 
and pencils. 

But .new horizons still inter¢ 
him in the advertising field. 

He has installed automatic mailin 
equipment and fast, modern duplicai 
ing eauipment which will turn 
facsimile letters to virtually eve 
permanent resident of Wilmington 

“You can never be sure just what 
kind of a story vour salesmen 
telling,” Pryor said. “TI want to ¢ 
in the first words with ever 
spective customer by entering 
home with a message by way 
postman. Since the whole cit 
territo-v, I see no reason 
shouldn’t write a letter to 
if I want to—I want them to know 
about my product—I want them 
know Pryor.” 

Before entering the appliance 
ness three years ago, Pryor was 
building contractor engaged in con 
verting houses into apartments and 
doing expert designing and remodel 
ing. He obtained the Hotpoint fran 
chise May 8, 1945. 

Since then, in addition to a suc 
cessful promotion campaign, he w 
appointed general chairman of t! 
sales promotion committee of the N 
tional Electrical Retailers Associatio 
He was an invited guest recentl\ 

a meeting of Hotpoint executive 
He attended the Hotpoint trainn 
school. 

Pryor is no stuffed shirt in 
swanky office. He handles most 
the floor sales personally and ofte: 
is mistaken fo: a salesman instea 
of the owner. 

He knows his product, the prox 
uct’s background, what it will do f 
the customer, the electric rates and 
operational cost of all appliances, and 
he welcomes the customer who ha: 
questions to ask. He wants custom 

(Continued on page 108) 
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ELLING SCHOOL LIGHTING 


How one Kansas town got every one of its 


schoolrooms relighted to new high levels 


Kansas Gas and Electric Company 
in May, 1946, put into effect a new 
low rate of 2 cents per kilowatt-hour 
for school lighting and immediately 
launched a program to bring the new 

te to the attention of the school 
boards in the territory served. ‘The 
new rate was put into effect to give 
schools an opportunity to increase 
intensity of their lighting without 
materially increasing operating costs. 

School boards received this news 
with enthusiasm, but all out partici- 
pation was slowed down because of 
limited tax levies. One school board, 
however, went the limit on a program 
of modernization — the board in 
charge of the school system of Pitts- 
burg, in the heart of the southwest 
Kansas coal fields. 

A survey of the schools in Pittsburg, 
made by Carl Liebig, Kansas Gas and 
Electric commercial representative at 
that city, showed that some points in 
their schoolrooms had a lighting in- 
tensity of not more than | foot-candle 
and that the rooms averaged 3.to 5 
foot-candles along the inside rows. 
he rows next to the windows, with 
full advantage of the sunlight, did not 
exceed 20 foot-candles. 
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The need for correction was evid- 
ent. Liebig decided to trv to correct 
this situation by increasing the light- 
ing of the 10 Pittsburg schools by 
70% or 120,000 kilowatt-hours and 


Lowell A. Small, superintendent of 
Pittsburg, Kansas, schools, who 
played an important part in the 
program which resulted in the re- 
lighting of every school room in 
the town to 35, 45 and 60 foot- 
candle levels. A typical room is 
shown above. 


to do it without any marked increase 
in opecating costs. 

Putting over a program calling for 
complete lighting modernization is 
an enormous task in itself, requiring 
the co-operation of many diverse 
groups and individuals. Lowell Small, 
superintendent of the Pittsburg 
schools, and a progressive personality 
in that community, played a_ lead- 
ing role from beginning to end. The 
Pittsburg School Board with their tire- 
less campaigning clinched the deal by 
selling the voters the idea of floating 
a $75,000 bond issue to finance the 
program. Electric company person- 
nel played an important part in plan- 
ning and engineering the preliminary 
work, as well as in supervising the 
complete installation ducing the three 
summer months of 1947. 

The results of this modernized 
lighting program are best related by 
Lowell Small, who says, “Students are 
already showing greater accomplish- 
ment, there is a definite improvement 
in general morale, and we see the be- 
ginnings of eyesight conservation and 
even posture improvement.” 

Mr. Small had been trying since his 
arrival in Pittsburg to correct the 





lighting situation of the local schools. 
His first break came in May, 1946, 
with this new low rate of Kansas Gas 
and Electric Company. What that 
new rate meant in shrinking the mod- 
ernization problem in Pittsburg can 
be understood by the words of the 
superintendent: “The new low rate 
was an important factor in our de- 
cision to go ahead. There is a limita- 
tion on tax levies and a school board 
cannot spend more than this limita- 
tion. But the electric company’s new 
rate removed the effect of the limita- 
tion by making it possible for us to 
increase our kilowatt-hours of electri- 
city for lighting by 120,000 kilowatts 
or about 70% without any increase in 
operating costs. You can imagine 
what an incentive that was—now we 
could have all the lighting we needed 
and not exceed the levy limitation!” 
Carl Liebig worked with Mr. Small 
in convincing the Board of Education 
of the faulty lighting facilities in their 


This is the relighted library of the 

Roosevelt Junior High School, of 

Pittsburg, Kansas. Some _ class 

rooms now have as much as eight 

times as much effective lighting as 
before the change. 


schools. Mr. Small arranged for a 
meeting of the Board with electzic 
company personnel in the company’s 
division office there. With a zheostat 
to turn the lighting levels down, Lie- 
big impressed the Board by duplicat- 
ing the low levels of illumination that 
he found in most of the Pittsburg 
schools. The Board saw the film 
“Light Is What You Make It” and a 
presentation that emphasized the res- 
ponsibilitv of the Board in correcting 
the inadequate lighting situation. 
They became imbued with a single 
purpose: to confirm the “dark pic- 
ture” described and, if they found it 
was as bad as it had been painted, to 
do something about it. 

One Sunday afternoon the entire 
board, armed with a light meter bor- 
rowed from the Kansas Gas and Elec- 
tric Company, went on tour to see 
foz themselves how bad the lighting 
conditions actually were. Their tour 
was not complete until all ten schools 
had been tested with the light meter. 
The results of the trip won for Mr. 
Small his first victory of the cam- 
paign. 

After the visit, there was in the 
forefront of every board member's 


consciousness the determination to 
put an end to the Dark Ages in Pitts- 
burg’s schools. They framed their 
long range program for essential needs, 
and they put lighting at the head of 
the list—a need that they agreed was 
immediate and vital. 

Mr. Small realized that only one 
hurdle had been jumpéd so far. He 
wondered where they would get the 
money for fixtures and wiring, since 
the problem of operating costs had 
been virtually eliminated. And how 
would they solve the terrific bottle- 
neck of wiring? Kansas Gas and Elec- 
tric wiring men informed them that 
recent changes in the wiring codes 
would permit the use of synthetic-in- 
sulation covered wire and that its 
smaller over-all diameter (because of 
smaller thickness of insulation) would 
permit added circuits to be drawn 
through the %-inch conduits im- 
bedded in concrete. So the physical 
problem of how to get the additional 
circuits to the added fixtures was 
solved and the capital outlay remained 
the only barrier to the big task ahead. 

The money, to be sure, could be 
raised by issuing bonds. But bonds, 
even for purposes as completely wor- 
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thy as this one, still require elections 
and election results are an unpredict- 
able factor. 

But the Board didn’t balk. They 
decided that since a bond issue was 
needed, they would take their story 
to the voters and see if the last bar- - 
rier could be eliminated. Bond is- 
sues require some exact quantitative 
data as a necessary preliminary since 
voters don’t like to buy anything 
lindly. 

he Board was advised by experts 

to go back to Kansas Gas and Elec- 
tric Company and ask, Mr. Leibig to 
draw up the plans, specifications, and 
big sheets so that accurate estimates 
of the costs could be made. Liebig 
made the estimates, working closely 
with equipment manufacturers, wir- 
ing contractors, etc. This required 
severa! months of study and work over 
ving board, and a trip to Nela 

‘o see the latest developments. 

nces were uncertain and the Board 

to know, not guess, what it would 

to modernize the lighting of 
every classroom in their city. Allow- 
ing 10% for error and possible shifts 
im costs they decided to ask the voters 
for $75,000 in bonds, realizing that 
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the corridors and dressing rooms 
needed some improvement, and if 
they succeeded in getting by for less, 
it would mean they could do more. 

Then the campaign started. Armed 
with enthusiasm and facts about the 
importance of adequate and proper 
lighting, each member of the Board 
made a personal appearance before a 
previously - assigned Parent Teacher 
Association until every PTA in Pitts- 
burg had heard the story. General 
information was sent home by the 
time-worn method of having the 
youngsters do some selling to the par- 
ents. 

Finally, during the last week befo-c 
election, the youngsters took home 
an educational handbill every day and 
gave it to their parents, and when 
they were sold took them to their 
neighbors. 

On the day before election, the city 
Lion’s club bought an ad and invited 
Lowell Small to write it. The ad 
told factually and simply the need for 
the improved lighting and the neces- 
sity of voting for the bonds. Small 
told his story in question and answer 
form, and the ad in the Pittsburg 
daily Sun-Headlight brought favorable 





Industrial type units were used to 
relight the industrial arts rooms, 
such as the vocational printing 
room of the Pittsburg Senior High 
shown here. Spacing varied with 
lighting requirements. 


comment from many people as yet un- 
reached by the campaign. 

The voters went to the polls the fol- 
lowing day. When they counted the 
returns, it was a happy group—the 
Board, Lowell Small, and Carl Liebig 
—that saw their efforts given a 3 to 1 
vote of approval. 

The election was held on April 1, 
1947, and the contract was signed 
on June 1. Despite shortages, delays, 
and other problems faced in the mod- 
ernization task, Pittsburg children 
went into their 35, 45 and 60 foot- 
candle rooms on September 8. ““Those 
last few days were a mad scramble,” 
says Liebig, who followed the installa- 
tion every day. “But we got every 
classroom ready”. 

The size of the installation task is 
seen more fully when it is realized 
that switching was doubled in all 
rooms, quadrupled in some others, 
circuits were increased five times over, 

(Continued on page 113) 





FIFTEENTH ANNUAL CONFERENCE OF 


| Southeastern Electrical Exehange 


Divipinc their attention between 
the urgent problems confronting 
their own industry and those of in- 
ternational scope, key executives of 
the southeastern light and power 
companies in attendence at the 15th 
annual conference of the Southeast- 
ern Electric Exchange, Boca Raton 
Club, Boca Raton, Florida, heard 
speakers advocate a_ strong stand 
against Russia, support of the Mar- 
shall Plan, and endorsement of se- 
lective service and other defense 
measures. 

With President McGregor Smith, 
of the Florida Power and Light Com- 
pany, presiding, the conference heard 
an address of welcome from Harold 
W. Colee, executive vice-president, 
Florida State Chamber of Com- 
merce, Jacksonville. 

Reviewing the power situation in 
the Southeast, Mr. Smith, in his 
presidential address, reported that 
loads in the Southeast during the 
first quarter of 1948 were consider- 
ably above those estimated previous- 
ly. However, by utilizing surplus 
capacity and limited transmission fa- 
cilities to the utmost, all loads were 
met satisfactorily. 

Installation of new capacity is pro- 
gressing at a rapid rate. By 1951, 
Mr. McGregor said, the Southeast’s 
generating capacity will be 95% 
above that of 1940, in comparison 


Left to right, W. C. Johnson, president of NEMA, and 
executive vice-president of Allis-Chalmers Mfg. 
addressed the conference on labor union problems, and 
J. E. S. Thorpe, president of Nantahala Power and Light 
Co., Franklin, N. C., who was elected president of the 
Exchange at the concluding session of the conference. 


with an increase of only 65% for 
the country as a whole for the same 
period. 

“The American Package” was the 
subject of an address by L. E. Os- 
borne, executive vice-president, West- 
inghouse Electric Corporation, who 
said he had little fear of this coun- 
try adopting communism, but that 
he feared the possibility of our try- 
ing, within the next decade or so, 


“~ 

wl, 
McGregor Smith, president of 
Florida Power and Light Company, 
who presided over the 15th Annual 


Conference of the Southeastern 
Electric Exchange. 


1» who 


the nationalizing of industries as 


Great Britain has done in the past 
two years. 

Although the country today is pro 
ducing half of all the manufactured 
goods of the world, there is a need 
for alertness on our part that we 
do not fall victim to the propaganda 
of those who support “planned eco 
nomies,’” Mr. Osborne said. Quoting 
statistics on production, he showed 
the gains that had been made in th« 
last two or three decades. These in 
creases he attributed to better d 
sign, better tools, more horsepow: 
per worker. More goods for work 
ers must come through greater pro 
duction rather than simply an in 
crease in the pay envelope. 

“Incentive is the key which turn 
on the ignition in our system,” 
said. “The profit incentive—the 
ward for effort—is the point at which 
our system varies from ‘statism.’ 
80% of the profits of companies 
this country find their way back 
to the pay envelope of the wage 
ers of the country.” 

Citing the need for venture 
tal to expand production facilities, 
Mr. Osborne quoted a noted eco 
nomist who, in analyzing our produc 
tion facilities, pointed out that if ob 
solescence is allowed for our produc 
tion equipment per worker bclow 


In the photo at right, left to right, are: Daniel MacDougald. 
chairman of the board, Georgia Power Company; Charles 
E. Oakes, president of the Edison Electric Institute, who 
addressed the conference on the status of the electric 
light and power industry; and L. M. Smith, vice-president, 
Alabama Power Company. 
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Left to right: M. C. Funk, vice-president and general 
manager, Appalachian Electric Power Co., Roanoke; Thom- 
is Fuller, southeastern district manager, Westinghouse Elec- 


hat of 1929, an investment of some 
50 billion dollars would be required 
to bring facilities back to that level 
—and more, of course, if allowance 
s to be made for that average 3% 
ncrease per year that this country 
has enjoyed since 1900. 

The need for funds for military re- 
carch was demonstrated convincing- 
ly by General A. R. Glancy, deputy 
hief of ordnance, U. S. Army Re- 
tired, who presented a chart show- 
the pathetically small appropriations 


made for military ordnance research 
and development before World War 
II, in comparison with what was 
made available during the war. The 
prewar appropriations were represent- 
d on the chart by a line 3/16ths of 
in inch in length, while the largest 


ippropriation during the war was 
epresented by a line some 11 feet 
in length—an appropriation so great 
could not ‘be spent! 
He emphasized the magnitude of 


Left to right, R. Paul Smith, president, Northern Virginia 
Power Co., Hagerstown, Md.; Claude Hendon, vice-presi- 
dent, General Electric Co., Atlanta; John A. Sibley, director, 
Georgia Power Co., and chairman of the board, Trust Co. 
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the task of preparing for war and 
the great need for advance p-epara- 
tion. One of the great problems is 
imdustrial mobilization and, General 
Glancy pointed out, that includes 
the mobilization of “attitudes.” 

The period of 1940 to 1947 was a 
period of remarkable increases in im- 
portant economic factors in the 
South, according to John A. Sibley, 
chairman of the board of the Trust 
Company of Georgia, who talked on 
the Economic Outlook of the South. 
The most important feature of these 
developments, he said, is that they 
indicate a trend toward a better bal- 
anced economy in the South. 

The South has an opportunity, he 
said, to set an example for the na 
tion in employee relations. 

The two most important problems 
facing the electric light and power 
industry are the construction program 
which must be kept ahead of load 
growth and the obtaining of suffi- 


tric Corp., Atlanta; Carter L. Redd, southeastern district 
manager, General Electric Co., Atlanta; and Paul Vecker, 
vice-president, Carolina Power and Light Co., Raleigh. 


cient revenues in the face of increas 
ing operating costs, Charles E. Oakes, 
president of the Edison Electric In 
stitute told the conference in his 
“Report of the Electric Light and 
Power Industry.” 

The industry must plan ahead and 
must back up its planning with long 
term commitments, he said. The 
industry is in a much better condi 
tion todav than it was just before 
World War II. In the _ ten-year 
period from 1937 to 1947 the total 
utility plant per dollar of revenue 
had decreased from $5% to $4. De- 
preciation reserves during the same 
period increased from 11% to 22% 
At the same time the average interest 
rate dropped from 4.2 to 3.2 

A huge amount of capital expendi 
tures for new construction and ex 
pansion will be required in the next 
four years. Of the $6,000,000,000 
required, at least $3,900,000,000 must 
come from the investing public. 


of Georgia, who addressed the conference on the economic 
outlook for the South; C. W. Theleen, assistant manager 
of sales, General Electric Appliance and Merchandise 
Dept.; and J. M. Walker, district manager, General Electric 
Appliance and Merchandise Dept., Atlanta. 




















Co., Miami; 


division manager, Westinghouse Electric Corp., Atlanta; ‘ ¥. 
Wade Burleson, manager, Power Utilities Division, Ohio 


The net income needed to sup- 


port the construction program in 
1951 is estimated at $1,093,200,000 
as compared to $824,500,000 actual 
income for 1946. 

This need represents a challenge 
to the industry’s sales departments 
not previously experienced, Mr. 
Oakes emphasized. 

Under the title “A Look Behind 
the Scenes,” W. C. Johnson, presi- 
dent of the National Electric Manu- 
facturing Association, and executive 
vice-president of Allis Chalmers 
Manufacturing Company, told the 
conference of the danger to this 
country from within. He related the 
story of labor relations at the Allis 
Chalmers Company in the difficult 
period when the company’s opera- 
tions were shut down 11 months 
through a strike which the company 
attributed to the activities of com- 
munist leade:s in labor unions. 

The remedy for the situation, Mr. 
Johnson said, is partly to be found 
by making full use of all the pro- 





president, Florida Power and Light 


Left to right: J. B. Hiers, Jr., Florida Power and Light 


O. O. Rae, southeastern central station 





Left to right: Emory L. Puckett, Florida representative, 
Westinghouse Lamp Division, Tampa; McGregor Smith, 
Co., Miami; J. D. 
Mitchell, district engineer, Westinghouse Lamp Division, 
















tection in the Taft-Hartley Bill and 
by the mobilization of public opin- 
ion. It was the latter, he said, 
which eventually brought the Allis 
Chalmers strike to an end. He ex- 
pressed the opinion that it was wrong 
to recognize the communists as a po- 
litical party since they are loyal to 
a foreign power. Let’s live, he said, 
for the true definition of liberalism 
which provides for freedom of enter- 
prise and individual rights. 

We want peace deeply and devout- 
ly, but we do not want it at the 
price of slavery, Phillip D. Reed said 
in discussing present European con- 
ditions and their effect on our con- 
ditions. Mr. Reed, chairman of the 
board, General Electric Company, 
said that the present Russian govern- 
ment, and he stressed that he did 
not mean the Russian people, was 
the enemy of everything that we hold 
most dear. 

Our best opportunity for main- 
taining peace, he said, is to be tho- 
roughly prepared, and to align with 





Brass Co., Mansfield, Ohio; J. A. Whatley, southern dis- 
trict manager, Ohio 
southeastern sales manager, The Hoover Company; and 
Demuesy, eastern area sales manager, The Hoover 
Company, North Canton, Ohio. 


Atlanta; L. J. Campbell, district manager, General Electric 
Lamp Division, Atlanta; John W. Talley, executive secre- 
tary, Southeastern Electric Exchange, Atlanta; and P. J. 
Carlin, superintendent of distribution, Florida Power and 


Light Co., Miami. 





Brass Co., Atlanta; L. L. Hoover, 





us the other liberty loving countries 
of the world. The battle for men’s 
minds is under wavy, and the results 
will be known within the year. If 
our methods succeed and communism 
fails to attract the western European 
countries, Russia will be faced with 
an important decision: whethe: t 
attempt to do by force what coul 
not be done by other means, or t 
acknowledge defeat and to be sati 
fied with consolidation of its pos 
tion behind the “iron curtain.” 

At such a time, Mr. Reed urg 
it would be most unfortunate if 
failed to exhibit strength and the 
termination to defend our ideals 

The concluding speaker of the 
ond day’s program was George 
Woods, chairman, executive comm 
tec, Fi-st Boston Corporation, N« 
York City, who spoke on some phas« 
of financing utility securities. 

Stating that the practice of comp 
titive bidding for stocks has broke: 
down and is ineffective, Mr. Wood 

(Continued on page 110) 
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Oklahoma Utility Exeeutives 
Hold 30th Annual Convention 


Mosr MEN of vision and courage 
ook upon 1948 as a year of “calcu- 
ated risks as it pertains to indus- 
trial progress,” declared C. N. Rob- 
inson, vice-president, Public Service 
Company of Oklahoma, Tulsa, in 
discussing some of the financial prob- 
ems of the immediate future before 
the Oklahoma Utilities Association’s 
30th annual convention, in Oklahoma 
rity. 

“Like most Americans, they have 
ecome increasingly worried at the 
nflationary spiral. If industry is to 
ontinue to improve and expand pro- 
luction facilities, the proposal for an 
ncrease in corporation taxes arouses 
mistification and an inconsistency in 
the opinion of those who seek risk 
ipital,”” Mr. Robinson continued. 
He cited the 50 million dollars a 
car price reductions of the General 
lectric Company and the statement 
f Charles E. Wilson, its president, 
that its prices will stay down “if no 
further increase occurs in our labor 
costs or in prices of components and 
naterials which we purchase in so 
great a measure from others.”’ 

Speaking also on the public utili- 

financing problems which are now 
posing some tight rope walking skill 
upon public utility management, D. 
5. Kennedy, executive vice-president, 
Oklahoma Gas & Electric Co., Ok- 
lahoma City, declared that postwar 
problems appear to be more difficult 
than those of the war period in so 
far as gas and electric companies are 
concerned. The investor is the in- 
dispensable man in the present situa- 
tion. Fundamental problems which 
face all public utilities at this time 
are: the need of plant expansion; 
high construction costs; financing 
this program; and repressive and dis- 
crminatory taxation. 

(he speaker, however, cautioned 
against a pessimistic outlook, “Ac- 
tually, I know that the utility busi- 
ness is inherently sound, our growth 
possibilities are tremendous, and we 
m Oklahoma are located in the 
bright spot of the United States. 
With these thoughts in mind, and 
the further knowledge that the utili- 
ties of Oklahoma have done a mar- 
velous piece of work in the last few 
years, I think that none of us should 
hesitate to answer the various eco- 
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nomic falsehoods that seem to me 
prevalent throughout the nation.” 
The paper, in the absence of Mr. 
Kennedy, was read by W. R. Wolfe, 
vice-president of the same company. 
Arthur A. Smith, professor of eco- 
nomics, Southern Methodist Univer- 
sity, Dallas, Texas, named some of 
the “economic delusions” which are 
causing widespread fear and distrust. 
“Millions of people have followed 
demagogue after demagogue bearing 
false promises, false cures; silver 
tongued powerful men have made 
capital of discontent, have stirred the 
people to false prejudices, by illu- 
sions of a super-race and by promises 
of something for nothing,” Professor 
Smith declared. “Basic principles of 
economics are the same under all 
conditions. ‘They are identical under 
capitalism, communism, socialism, 
fascism, and co-operation. Regardless 
of the system people must work. 
Someone will have to save or there 
can be no tools, equipment, fac- 
tories nor other instruments of capi- 
tal. Risk will have to be taken. 
There will have to be managers to 
co-ordinate production processes, and 
men will have to be rewarded because 
there must be incentive. No amount 
of promises by false leaders can 
change these fundamentals.” 
Expressing the opinion that in- 


dustry has been talking to itself in- 
stead of to its customers, Claude V. 
Barrow, oil editor, Daily Oklahoman, 
Oklahoma City, counseled all iatili- 
ties, as a group or as companies, to 
sell themselves to their customers and 
the public. “Hire yourself a public 
relations man and make him work. 
Don’t depend on voluntary commit- 
tees to do the spade work that should 
be handled by an expert.” He ad- 
vised the utilities to “tour every 
town in your territory, get acquainted 
with your editors and reporters, and 
put the cards on the table, and you'll 
make everlasting friends—friends who 
may be called upon some day to help 
you fight your battles.” 

An invitation was extended to pub- 
lic utility management to appoint a 
committee which is truly representa- 
tive of every branch of the industry 
to co-operate with the state legisla- 
ture in providing adequately for the 
needs of agriculture, education, pub- 
lic welfare agencies, the highway de- 
partment, and other important 
branches of the state government 
which are performing essential serv- 
ices for the people. The invitation 
came from J. C. Nance, of Purcell, 
Oklahoma, state senator of many 
years standing, and chairman of the 
Oklahoma Legislative Council, which 
is holding almost continuous hearings 


Officers of the Oklahoma Utilities Association, left to right, are: Maleom 

Morrisson, Oklahoma City, first vice-president; L. A. Farmer, Ponca City, 

president; Miss Kate A. Niblack, Oklahoma City, secretary; and H. H. 
Ferrin, Oklahoma City, treasurer. 














hand investigations for the purpose of 
securing and presenting facts and a 
}} rounded program to the legislature 
# which meets next year. He declared 
‘that co-operation is needed from 
everybody “to escape from the 
F scourge of shrinking economy,” which 
is hamstringing the useful agencies of 
the state. 

The thread of optimism which was 
woven through all the speeches was 
picked up by James D. Arrington, 
mayor and editor of Clinton, Mis- 
sissippi, with a prediction that, “We 
are not going to have a depression 
unless people keep talking about it. 
We have every reason in the wozld 
not to have a depression. We have 
more moncy in the banks, a higher 
standard of living, more goods com- 
ing off the production lines, and less 
unemployment than ever before in 
the history of our country. If we 
stop worrying about our economic fu- 
ture and get rid of the attitudc— 
































W. R. Wolfe, left, of Oklahoma 

City, has been named chairman of 

the association’s Electric Division, 

succeeding C. N. Robinson, of 
Tulsa. 




























Conferring with President L. A. Farmer, right, are two of the principal out-of- 
state speakers who addressed the association’s 30th annual convention: Rush 
Gibbs, at left, of Dallas, Texas, and Arthur A. Smith, center, also of Dallas. 


‘We want more but are going to give 
less,—and if we keep our faith in 
America and democratic principles, 
we have every reason to look forward 
to a bright future, barring unfore- 
seen catastrophes.” 

Profiting from experience and 
mistakes in World Wars I and II, 
the Army Air Force is getting up a 
program of “Air Industrial Prepared- 
ness” which is already 50 per cent 
completed, Rush Gibbs, chief of in- 
dustrial planning branch, A. A. F. 
procurement field office, at Dallas, 
reported. Divisional centers for this 
program are now in operation, and 
preparations are going forward so 





Some of the men in management positions who are responsible for the good 
service and fine public relations of the Oklahoma Gas and Electric Company, 
are shown here. Left to right, George Carter, Poteau; E. B. Smith, Enid; 

B. J. Braheney, Sapulpa; and Howard Henley, Oklahoma City. 


that plans could be carried. out al 
most immediately for conversion of 
industry to meet the demands of an 
emergency, the speaker asserted. Th« 
public is to be kept informed as to 
these developments, Mr. Gibbs said 

Expanding the subject, ‘Sources 
and Values of American Liberty,’ } 
P. Battenberg, former college pres 
dent and, at present, president of 
Pioneer Reserve Life Insurance C 
of Oklahoma City, talked about 
declaration of independence, the 
of rights, and the constitution 
the United States. He related th 
struggles for existence and interpreted 
their meanings to the American peo 
ple. Near the close of the conven 
tion, groups representing the electric 
and gas divisions of the association 
elected the division chairmen. 

The 1948 Electric Division chair 
man is W. R. Wolfe, vice-president 
Oklahoma Gas & Electric Co., of 
Oklahoma City, who succeeds C. N 
Robinson, vice-president, Public Ser\ 
ice Company of Oklahoma, Tulsa 
The Gas Division chose D. W 
Reeves, Oklahoma Natural Gas Co 
Tulsa, to succeed himself as its chair 
man. 

The electric division plans two dis 
trict meetings, one for eastern and 
the other fo: western Oklahoma, dur 
ing the present year, dates to be an 
nounced later. The gas division 
plans one division meeting for the 
year to be held probably in Septem- 
ber. 

Eight inches of snow and near-zero 
temperature which blocked air and 
highway travel, kept many away from 
the convention, but in the face of 
these handicaps nearly 200 delegates 

(Continued on page 110) 
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Eleetriec Power and 
Government Policy 


SPECTACULAR GROWTH in the use 
of electric power to a point where, 
evcn before the waz, 84 per cent of 
the American people lived in electric- 
ally lighted homes, and electricity is 
used, in one form or another, in every 
industry in the country, makes the 
proper regulation of the electric pow- 
er industry one of the major ques- 
tions now facing the American peo- 
ple, according to a report issued re- 
cently by the Twentieth Century 
lund. 

(he Fund survey which bears the 
title Electric Power and Government 
Policy says: “Along with its benefits, 
the industry has brought difficult prob- 
lems; since efficiency undoubtedly re- 
quires local monopoly and monopoly 
cannot be left uncontrolled.” 


Committee Recommendations 


In addition to factual findings, the 
'wentieth Century Fund report in- 
cludes a final chapter consisting of 
the recommendations of a representa- 
tive Power Committee, whose mem- 
bership includes leaders with back- 
ground in both privately owned and 
publicly owned systems, as well as 
men experienced in government regu- 
lation and law making. This impar- 
tial Committee concluded _ that 
American users of electricity may get 
better value and service, and inves- 


tors in utilities better protection and © 


returns, if electric rates are set by 
open and frank negotiation between 
company management and regulatory 
commissions, rather than the long 
and complicated “rate case” opera- 
tions. The public and interested par- 
ties would have a chance to be heard 
in these negotiations. 

Other suggestions discussed by the 
Power Committee are: that the func- 
tions of generating electric power 
and transmitting it at wholesale 
ought to be separated from distribut- 
ing power at retail; that regulatory 
bodies be set up on a regional basis, 
with federal and state participation; 
and the need for a co-ordinated na- 
tonal power system. 

The chairman of the Power Com- 
mittee, which was appointed by the 
rustees of the Fund, is J. Henry 
Scattergood, director of the Philadel- 
phia_ Transportation Company and 
other companies and formerly a 
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member of the Public Service Com 
mission of Pennsylvania. ‘The other 
Committee members who signed the 
report are: James C. Bonbright, pro- 
fessor of finance, Columbia Univer- 
sity, and formerly chairman of the 
New York State Power Authority; 
LaRue Brown, counsel to municipali- 
ties in rate cases and to the Massa- 
chusetts Public Service Commission 
and formerly assistant attorney gen- 
eral of the United States; Samuel 
Ferguson, chairman and president of 
the Hartford Electric Light Com- 
pany; Murray D. Lincoln, executive 
secretary Ohio Farm Bureau Federa- 
tion; and the late Paul A. Schoel- 
Ikopf, president, Niagara Falls Power 
Company and chairman of the board, 
Niagara Hudson Power Corporation. 

The report, says Evans Clark, ex- 
ecutive director of the ‘Twentieth 
Century Fund, in the foreword, “‘is 
based upon the findings of a com- 
prehensive survey of the relations be- 
tween government—national, state 
and local—and the electric power in- 
dustry. The project was designed, 
first, to give the public an unbiased 
picture of how these relations have 
worked out—rate regulation, control 
of security issues, and direct govern- 
ment ownership and operation; and, 
second, to hew out some construc- 
tive planks for a national power policy 
platform in the interest of the pub- 
lic as a whole. 

Facts for the report were assem- 
bled just before the war by a research 
staff headed by Arthur R. Burns, 
director, and Walter E. Caine, as- 
sociate director. The comprehen- 
sive research report covers such topics 
as regulation of price and _ sevice; 
regulation of the financial organiza- 
tion of private electric systems; regu- 
lation of market areas and the size 
of private electric systems; municipal 
systems; public rural systems; federal 
and_ state systems; and the electric 
power resources of the nation as a 
whole. Operations of many large 
electric systems, both publicly owned 
and privately owned, are studied in 
detail, and the report includes ex- 
tended analyses of the Tennessee 
Valley. Authority and other federal 
projects. 

On the highly controversial point 
of the relative economy of municipal- 


ly owned electric systems and private- 
ly operated systems, the Fund’s re- 
port says: “Some of the differences 
in municipal and private rates can be 
traced to costs attributable to each 
type of ownership. Small municipal 
enterprises, operating im a restricted 
market, are probably as efficient as 
similar small pzivate systems (the lat- 
ter, however, are rare). So long as 
small public systems cannot produce 
or purchase power cheaply, their 
higher costs in a sense result from a 
tvpe of ownership which prevents 
large-scale development. When muni- 
cipal systems operate on a large scale, 
their costs and rates compare favor- 
ably with those of private systems.” 


Enormous Increase in Use 


For the industry as a whole, the 
report shows that the use of electric 
power has grown enormously since 
the turn of the century. “From 
1902 to 1940, the capacity of genera- 
tors of electricity for public sales in- 
creased about 35 times, the output 
of electric power about 58 times, and 
revenues about 29 times.” 

As between the main methods of 
generating electricity, the report says: 
“At the beginning of 1941, 70 per 
cent of the total generating capacity 
was derived from steam, 28.6 per 
cent from hydroelectric power, and 
1.4 per cent from internal combus- 
tion engines. Regional proportions 
vary considerably. In the East South 
Central, Mountain and Pacific re 
gion hydro accounted for 63 to 76 
per cent of capacity. In other re 
gions, steam was the principal source 
of electric power; in the East North 
Central area, it accounted for almost 
93 percent of the total.” 

Analyzing the relative advantages 
of the two main methods of generat- 
ing power, the report says: “The 
relative advantage of water and steam 
plants has changed from time to 
time. The cost of steam generation 
has declined more rapidly than hy- 
dro. According to one authority, 
the total cost of generation under 
ordinary conditions is 4 mills in a 
stcam plant, and 6.3 mills in a hy- 
dro plant.” Another authority esti- 
mates steam generation at 6 mills 
per kilowatt-hour. 

Tracing the background of govern- 
ment regulation, the Twentieth Cen- 
tury Fund report says: ‘“Govern- 
ment has participated in the electric 
power industry because technological 
and economic conditions make a lo- 
cal monopoly the most economical 
tvpe of organization. In the absence 
of government intervention, a mo- 
nopoly is under no pressure to charge 

(Continued on page 108) 





That New Look in Lighting 


THE OFFICE lighting market in the 
United States comprises over 100,000 
office buildings with over 1,000,000 
offices for 5,000,000 workers. The 
office market is second only to retail 
stores as a market of lighting sales. 
Store lighting has progressed more 
rapidly than office lighting because 
lighting people in general do not 
have an opportunity to see many fine 
lighting installations in offices. 

It has been said that every office 
worker is primarily an eye-worker, and 
inasmuch as many offices are inade- 
quately lighted, we should do some- 
thing about office lighting needs for 
saving energy, speeding up of work, 
reducing errors, building moral, and 
for protecting sight. 

The visual comfort of any lighting 
installation is determined by the de- 
gree of success with which the archi- 
tect, engineer, or the lighting consult- 
ant has put into practice, the princi- 
ples of good brightness engineering. 
Foot-candles, while important, are no 
longer the primary criterion of good 
lighting practice. 

Our leading lighting engineers for 
many years have been studying proper 
brightness ratios. Today, we find that 
Appropriate Brightness Control is the 
A B C of the “new look.” You may 
not have read about this new look in 
the magazines, but during the past 18 
months it has taken over a major por- 
tion of publications by the Illuminat- 
ing Engineering Society. 

In a review of Dr. Luckiesh’s book, 
The Science of Seeing, it is stated 
that lighting for seeing may well be 
viewed as brightness engineering. 
We see brightness, not illumination. 
The primary purpose of light, there- 
fore, is to produce brightness and, of 
course, we need proper light as well 
as adequate light. 

Office work generally involves see- 
ing-tasks whose critical details have 
high brightness contrasts with their 
backgrounds. In other words, office 
work commonly involves so-called 
black or near black details on so- 
called white backgrounds, such as 
white paper. 


*Mr. Morrow is vice-president in 
charge of sales for Curtis Lighting, 
Ine., Chicago, Ill. 


By G. T. Morrow* 


A report of the Office Lighting 
Committez of the Illuminating Engi- 
neering Society includes the follow- 
ing comment: 


“The purpose of lighting is to pro- 
vide efficient and comfortable seeing 
as an aid to office operation and the 
conservation of vision. It is important, 
therefore, to analyze the controllable 
factors which contribute to seeing, the 
task, the lighting, and the environ- 
ment. While in practice these factors 
are closely interrelated, they should, 
for practical considerations, be indivi- 
dually treated.” 


Office Tasks—In modern office op- 
erations, the eyes are used at close 


range for severe visual tasks such as 
reading duplicated material, hand 
writing, penciled stenographic notes, 
typing and fine print. ‘The visibilit; 
of a task or object is determined by 
its size, contrast with background, 
brightness and time of viewing. 

Size—Both printing and writing vary 
considerably in size. Studies indicate 
the desirability of 12-point type size 
for continuous reading over long pe- 
riods of time. 

Contrast—Each critical detail of a 
seeing task must differ in brightness 
or in color from the surrounding back- 
ground in order to be visible. Care 
should be taken to use darker inks, 
ribbons, carbons, and pencils which 
will produce proper results. 
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Readability—Almost all office tasks 
involve some aspect of reading. Read- 
ability depends upon size and con- 
trast plus other attributes such as type 
face of printing or style of writing, 
length of lines, spacing between lines 
and width of margins. 

Influence of Lighting on Seeing— 
(he brightness resulting from the 
amount of light on a task is more 
readily and extensively controllable 
than are the other factors of seeing— 
namely size, contrast and time. It is 
also essential that the application of 
light conform with certain fundamen- 
tals which contribute to comfortable 
seeing. These are briefly described as 
the Quantity and Quality of illumina- 
tion, 


Quality = Foot-candles 


Going back to our fundamentals 
we know that in order to see an 
object: 

1. There must be some light placed 
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upon it. 

2. The object must be of sufficient 
size to be able to see it. 

3. There must be contrast between 
object and its background. 

4. If moving, we need a certain 
length of time to see and distinguish 
the object. 

Of the four factors mentioned, the 
one that we, as lighting men, have the 
most control over is i)lumination of 
the object (foot-candles). Let us con- 
sider a reading task, say the Reader’s 
Digest, and these four factors. Using 
10 foot-candles as the illumination, 
type is 8-point Bodoni, contrast is 
white and black, and time is not an 
element. We can go to 20, 30, 50 
foot-candles, or any other quality of 
illumination, but if we want to read 
the Reader’s Digest, the other factors 
remain constant, and we have no con- 
trol over them. 

The New Look in quantity of light 
calls for high brightness contrast be- 











tween the critical detail and the back- 
ground (i.e, black print on a good 
white paper). 

I have been fortunate in borrowing 
a book which goes back to 1817. The 
title of the book is “The Art of Pre- 
serving the Sight;” author unknown, 
but he is referred to as an experienced 
oculist. The book was published in 
London over 130 years ago. An ex- 
cerpt reads: 


“We ought to spare neither expense 
nor trouble in procuring an equal light 
during every mode of employment. 
We cannot, then, have too much light 
in an evening when occupied; a thing 
to which most people pay so little at- 
tention, that many believe that there 
is economy in sparing their expense in 
candles, without reflecting on the evils 
arising from it until too late. In all 
particular occupation or labor, two can- 
dles at least are necessary before each 
person; nay, sometimes three or four, 
according to the nature of the em- 


(Continued on page 104) 
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\ hight meter 


MAKES SALES 


Ir you wanT to sell a lighting in- 
stallation, or a maintenance contract, 
let the prospect play with the light 
meter and sell himself. That is the 
advice of Charles W. Cox, owner and 
manager of the State Electric Com- 
pany of Baton Rouge, La., for Mr. 
Cox has seen the light meter produce 
sales that would not otherwise have 
been made. 

In approaching a prospect, Mr. Cox 
points out that the prospect, if in 
need of glasses, would select a man 
of local repute in the use of instru- 
ments for measuring the deficiency of 
the eyes; or the prospect would simi- 
larly use care in selecting a physician, 
skilled in the use of modern, scienti- 
fic knowledge and instruments, if he 
or a member of his family were in 
need of medical attention. 

Mr. Cox then reminds the prospec- 
tive customer that since light exerts 
such an influence on the morale and 
efficiency of employees, the prospect 
should consult someone fully equip- 
ped with the scientific knowledge and 
instruments capable of prescribing 
foot-candles in accordance with the 
needs of the area to be lighted. 

“It is then that I produce the light 
meter, making the meter a member 
of the selling team,” explains Mr. 
Cox. “My meter is not a small, 
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watch-size type, but the best, most 
advanced -piece of equipment that 
monev can buy. And I might add 
that the meter has paid for itself over 
and over again. 

“Placing the meter in the proper 
position on the prospect’s desk, I 
switch it on, recording the foot-can- 
dles available at that point. I point 
out the deficiency in light and explain 
how the meter works, calling to the 
prospect’s attention the fact that this 
is the best such instrument available. 

“There are few executives with 
whom a contractor deals who is not 
capable of quickly grasping the pro- 
cedure in using and reading the meter. 
Then is the time for the meter to get 
in its sales work, and to accomplish 
this, it is left invitingly within reach 
of the prospect. This implied invita- 
tion never fails.” 

Invariably, says Mr. Cox, the pros- 
pect reaches for the meter, holds it 
gingerly, turns it, finds a new posi- 
tion and makes readings. Fascinated, 
the prospect then tests the light in 
various parts of the room and calls 
upon associates to join him in making 
such tests. Often, he will personally 
check the foot-candles in remote parts 
of the plant. 

“I have seen executives who have 


been in business 30 years drop every- © 
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thing and devote themselves entirely 
to manipulating the light meter. 
“It is the old story of making jt 
possible for the prospect to handle 
and examine the merchandise. In this 
case, he does not actually examine the 
merchandise—the lighting or the 
ice he will later buy—but he is ready J 
to be convinced he needs lighting or 
service because an instrument he can 
understand says so. In that way, the 
light meter can be a powerful aid t 
selling.” 
Mr. Cox specializes in 
























indus 











and commercial wiring and ligliting - 
installations in the metropolitan area up : 
of Baton Rouge. When he com = 
pleted his tour of duty with the N piet 
he started the State Electric Company sm 
in September, 1946, and by March of not 
this year had so much business he re : 
ported he was currently employing 
60 men. = 

kr 





As a sideline he has investigated 
the fluorescent light maintenance 
field and is making a study of th 
activity as he develops the business 

Mr. Cox uses other sales arguments 
in addition to the light meter. He 
points out to the prospect that if 
tube in a fixture is dead, he get 
light, but nevertheless must continuc 
paying for that tube. He uses ex 
perience charts, developed for the in 
dustry through research, which show 
the average replacement expectancy 
of 100 tubes per month. 

One of the best arguments in favor 
of lighting maintenance service, says 
Cox, is the light absorption built up 
by the accumulation of dust upon 
tubes, fixtures, walls, and ceilings. 
And one of the most difficult fun 
tions of maintenance service is con 
vincing personnel that it is necessary 
to clean all such surfaces regularly. 

In his maintenance service, Mr. 
Cox checks the condition of his 
clients’ lighting every two weeks. H¢ 
often finds that instructions left fo 
porters and other personnel to se 
that walls and fixtures are wash 
ed clean are ignored. ‘Dust alone,’ 
says Mr. Cox, “can absorb from 2 
to 2¥2 per cent of the light in one 
month. The amount of absorption 
depends upon conditions, including 
exposure to dust and dirt. But that 
is an effective statement to make to a 
prospect since it can be proved—by 
using the light meter, cleaning the 
fixture and walls, and then using the 
light meter again. 

“If, for example, the lighting bill 
is $150 and light absorption is 242 
per cent a month, and such a condi- 
tion is neglected, the cost to an insti- 
tution in a year from absorption alone 

(Continued on page 108) 
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Making [Ml] good repair shops use regularly for 
O handle festing wire loads, has been turned 
€. In thi [into a selling tool by the Holman- 
RMiNe the {Moore Electric Co., Little Rock, Ark. 


When E. A. Moore wants to con- 


the er 
vince a commercial or industrial cus- 













IS read 
Bhtine o; Homer that he needs larger wiring, he 
t he cay HJ takes the owner to the distribution 
Way, the [panel and lets the combination volt- 
ul aid t) J ammeter prove that something should 
be done to relieve the overload. 
ndus ria) “This is the best selling tool I have 
lighting fi wer used,” said Mr. Moore, holding 
tan arey up the “trouble hunter.” 
1e com He is using that tool to sell com- 
le Navy, plete modernization to many of the 
Ompany smaller commercial and_ industrial 
larch of houses in the territory. 
s he re A good salesman for the electrical 
Ploving contractor, he says, is a man who-has 
a combination of technical and selling 
tigated knowledge. That is why he does 
Nance much of his own selling, pointing up 
f thic his sales talk with the trouble hunter 
€s5 that speaks for itself. 
nent All but new industrial plants are 
He rapidly becoming obsolete in their 
ae wiring, but it takes selling to con- 
ta vince the owners that there is a rea- 
es son for blown fuses. Most plant own- 
ie ers of commercial users of power be- 


lieve that blown fuses are a necessary 
evil. E. A. Moore does not let his 
customers continue to deceive them- 
selves in this way. When called in to 
correct a power stoppage, he tries to 
convince the owner that he does not 
seek merely to make repairs, but to 
remedy the cause of the trouble. 
Because obsolete wiring is the cause 
of most power troubles, Mr. Moore’s 
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a trouble hunter 


i} a selling tool 


selling tool, the combination volt- 
ammeter, helps him to convince the 
owner that rewiring will save him 
trouble and money. 

When Mr. Moore established his 
repair shop two years ago, he started 
with little capital, but with valuable 
experience as the employee of a large 
electrical engineering firm. His ag- 
gressive selling tactics have won for 
him a number of regular accounts 
among commercial and _indusrtial 
users of power. He is called in on 
all repair work, and is practically on 
a maintenance basis with several of 
them. 

A typical customer of Mr. Moore’s 
is a large wholesale baker, who form- 
erly employed a salaried maintenance 
man. When this maintenance man 
died, and Mr. Moore was called in on 
emergency repairs, he set about con- 
vincing the owner that a good con- 
tractor would save him money and 
help the plant to operate on a more 





E. A. Moore uses his combination volt-ammeter to convince prospects that 
they need wiring modernization. By accurately registering overloads the 
ammeter proves itself a valuable selling aid for any electrical contractor. 
















efficient basis than formerly. 

Much of the trouble in this plant 
centered about the electrical controls 
on the ovens. The late maintenance 
man had often been required to cor- 
rect these difficulties several times a 
week. Mr. Moore was able to keep 
the ovens operating with fewer break- 
downs, and was in a position to prove 
to the owners that the plant badly 
needed wiring modernization. 

This plant, like others handled by 
Mr. Moore on a similar maintenance 
basis, pays for each job. The ac- 
count runs from $100 to $300 or $400 
a month, the larger sums covering 






















new installations and similar extra 
work. 
Mr. Moore uses his combination 






volt-ammeter to convince owners that 
an electrical survey of the plant is de- 
sirable. When he sits at the owner’s 
desk to start his sales talk, he pro- 
duces the instrument, which never 
fails to interest the layman. The at- 
tractive ammeter often closes the deal 
for Mr. Moore at the distribution 
panel. When the owner can see with 

not 
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his own eyes that his wiring is 
adequate, he is ready to listen to Mr. 
Moore’s recommendations. 

Mr. Moore says that good salesman- 
ship is needed for fluorescent installa- 
tions, another important activity of 
the electrical contractor. Many com- 
mercial and industrial houses want to 
“feel out” fluorescent lighting with a 
few installations that are inadequate 
for the job they have to do. An in 
adequate installation damages the fu- 
ture of fluorescent lighting, this con- 
tractor believes. He says he prefers 
not to take a job when his recommen- 
dations are not accepted. 

He tells the owner that although 
he wants all the work he can get, his 
policy is to correct the basis of the 
difficulty, lighting as well as power 
trouble. If the owner insists upon 
fluorescent installations he knows are 


(Continued on page 106) 
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GREAT AS THE DEMAND for electri- 
cal use is today, vast new fields are 
yet to be opened with undreamed of 
opportunities for which the electrical 
contractor and the electrical worker 
should prepare themselves. To capi- 
talize on those opportunities, mem- 
bers of the National Electrical Con- 
tractors Association and members of 
the International Brotherhood of 
Electrical Workers must} work to- 
gether to eliminate weaknesses that 
hamper both organizations, separate- 
ly and jointly. 

This is a summary of the opinions 
expressed by the speakers before the 
annual joint meeting of NECA Dis 
trict 5 and IBEW District 7, in Dal- 
las, Texas, March 29, 30, and 31. 

Six hundred registrations were rec- 
orded with representation from the 


district’s nine states — Oklahoma, 
Colorado, New Mexico, Arizona, 


Louisiana, Arkansas, Kansas, Wyom- 
ing and Texas—and 18 speakers, most 
of them recognized figures in the elec- 
trical construction business, discussed 
practically every problem facing the 
industry. 

The convention was housed on the 
spacious seventeenth floor of the Bak- 
er Hotel in conjunction with a mer- 
chandise exhibit participated in by 24 
firms. Business sessions were dis- 
posed of in three morning sessions, 
which left afternoons and evenings 
open for personal or organization 
activities. 

The speaking program worked up 
to a climax on the final day with 
appearances of top staff men of the 
two groups, Dan W. Tracy, interna- 
tional IBEW president, and Paul 
Geary, executive vice-president of 
NECA. 

‘Mr. Tracy received a standing ova- 
tion at the conclusion of his extem 
poraneous remarks, in which he in- 
dicated that IBEW is about ready for 
battle with another craft, and invited 
NECA to join. 

“There is one subject that is vital 
to both you and me,” he said, “and 
that is jurisdiction. The electrical 
contracting field is a fertile field and 
it is going to become more fertile, but 
you will be harassed by both anti- 
trust laws and general contractors, by 
the latter on outside work. ‘The 
IBEW is not going to sacrifice this 
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Contractor-Worker Cooperation 
Pledged at Joint Meeting 


outside work and let the iron workers 
do it just because they are iron work- 
ers and steel is coming more and moze 
into use, and we want your help. 
“We don’t want to send men direct- 
ly to general contractors, but if we 
have to do it to protect our jurisdic- 
tion, we will. And I hope you equip 
yourselves financially to go out and get 
this work.” 

He had previously expressed the 
hope that all attending would go 
home and spread the gospel of co- 
operation among all employers and 
electrical workers, and had spoken 
with a tinge of sarcasm of the Taft- 
Hartley act. 

They’ve written the Taft-Hartley 
bill, and it is going to affect you and 
me, both. You are now going to 
have to show your payrolls. The trou- 
ble is, we have so many laws the attor- 
ney general can’t find them to admin- 
ister them, and that’s the position of 
the NLRB with the Taft-Hartley act.” 

Then, referring to the troubled Eu- 
ropean situation, he added: 

“Anybody who preaches the Com- 
munistic doctrine in our union can’t 
stay and live with us. We're almost 
immune to that.” 

Mr. Geary, with the subject ‘‘Stabi- 
lizing the Electrical Contracting In- 





dustry,” digressed eventually to define 
in legal terms what may and may not 
be done in the contracting industn 
under provisions of the antitrust law. 

His implication was that contrac 
tors should know where they stand 
under the law, but Mr. Geary made 
no direct reference to the fact that a 
Federal grand jury recently indicted 
14 persons, including Lawrence Mar- 
tin, manager, and the Northeast Tex- 
as Chapter of NECA. The indict 
ments were the results of a justice d 
partment inquiry into illegal attempts 
to fix the prices of food, clothing and 
housing. 

Mr. Geary defined “stabilize” as 
meaning to hold steady, and prevent a 
fluctuation from an economic high 
to an economce low. 

“Little proof is needed to establish 
the fact that the electrical contracting 
industry is very unstable,” he began 
“The most outstanding reason is that 
we function as a branch of the con- 
struction industry, which is also un 
stable. Adequate training in manage 
ment has never been considered very 
seriously in this business, which is fre- 
quently described as a gamble. ‘The 
contractor has no more idea of his 
outcome on a job than a crap shooter 
has when he rolls the dice, and th 





NECA staff chiefs confer between sessions. Left to right: George Seaman, 


District 5 field representative; 


Paul 


Geary, executive vice-president; 


William J. Cour, assistant to Geary; D. H. Fleming, director of the line 
constructors’ division. 
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NECA District 5 board of governors. Seated, left to right: 
L. G. Rogers, Henderson, Texas, East Texas Chapter; Fred 
Loth, San Antonio, South Texas chapter; Fred Murray, 
Houston, Southeast Texas Chapter; C. C. Scott, Corpus 
Christi, Texas Gulf Coast Chapter; G. C. White, Fort Worth, 


number of contractors in the busi- 
ness is far greater than economic re- 
quirements justify. 

“All these causes can be improved 
ind some of them abolished alto- 
gether. On the whole, there is not 
much we can do to level out the peaks 
and valleys of construction demand. 
But a contractor can diversify his acti- 
vities according to demand, and we 

‘ight prevail on the government to 
do public building when private build- 
ing is inactive.” 

Having identified common sense 
is “the highest priced commodity 
known to man,” R. L. Thornton, a 
banker, urged his audience to “do 
business im a common sense way and 
don’t be afraid to do business—do 
business every day.” 

Mr. Thornton, as president of the 
Mercantile National Bank, in Dallas, 
me of the Southwest’s greatest finan- 
cial institutions, is recognized for his 
sound business judgment. 

“T am not an expert forecaster,” he 
began, “for we are traveling an econo- 
mic pathway that no country has ever 
traveled before. We owe 250 billions 
of dollars and the interest on that 
debt is five billion dollars a year. In 
my opinion, we must become ‘accus- 
tomed to a high wage scale, but by 
that I do not mean a wage scale of 
confiscatory extent. It takes a high 
scale to create purchasing power with 
which to take the goods off the shel- 
ves in this country. 

“I don’t see anything so dangerous 
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about owing that 250 billions of 
dollars. It doesn’t make any differ- 
ence whether you fly high or fly low 
for if you have a wreck you'll get 
hurt anyhow. And although I be- 
lieve we must reconcile ourselves to 
the fact that we won’t have the ‘good 
old days’ back, I do not think you 
should go home worrying about a 
panic in 1948. I can’t recall ever hav- 
ing had a panic when people were 
ready and willing to buy. I expect 
good business for a reasonable length 
of time, so I say, don’t be afraid to 
do business.” 

W. L. Ingram, of Fort Worth, 
Texas, who is International vice-pres- 
ident for district 7, IBEW, had been 
assigned the topic “Looking Ahead,” 
and in commenting on the topic he 
said he thought it would be bene- 
ficial to also look back. 

“Let’s look back and see where we 
came from,” he suggested, “for I don’t 
know what’s ahead of us and I don’t 
think anyone else does. 

“T recall our first meeting of this 
kind here in Dallas in 1943, and in 
looking back, I can see that we've 
made a lot of progress. We will con- 
tinue to make progress, and we are 
on the right road to understanding 
and collective effort, but there is 
much remaining to be done. We 
must have organization. 

“One thnig I do know and that is 
that I’m convinced the electrical in- 
dustry is still in its infancy, and we 
are pioneers. And I am not convinced 





North Texas Chapter. Standing, left to right: Ralph 
Johnson, chairman, Denver, Rocky Mountain Chapter; L. 
T. Allen, district vice-president, Tulsa; H. J. Hill, Wichita, 
Kansas (and part of Missouri) Chapter; Jack Whitener, 
Tulsa, Eastern Oklahoma Chapter; O. L. Embry, San 
Angelo, West Texas and New Mexico Chapter. 


there are too many people in this in- 
dustry. 

“There is room for everyone, and 
we can grow and progress in our rela- 
tionships as labor has grown. Some 
people thought that the recent labor 
legislation would hurt labor. Some 
thought that it would kill labor. But 
instead of losing members under that 
legislation, we have gained members. 

“We have a pretty good under- 
standing with each other, for you sel- 
dom hear of a strike or a lockout in 
the electrical industry. But we must 
have better organization and more 
education, if we are to be prepared to 
meet any emergency that might con- 
front the industry.” 

Edward J. Vanderlinde expressed 
the opinion that civilization as we 
know it is being dangerously assaulted. 
He is the widely known factor of the 
Vanderlinde Electric Corpozation, of 
Rochester, N. Y., and is a member 
of the board of governors of NECA. 

‘What I have to say has been pre- 
pared with two purposes in mind,” 
he continued. “First, to promote the 
spirit of good will among the mem- 
bers of NECA, and, second, to pro- 
mote sound labor relations. Few con- 
tractors can be termed capitalists, yet 
some years ago many were guilty of 
shoddy practices, without much re- 
gard for the men who did the work. 
Today, labor is in the saddle. Will’ 
its leaders hold a steady rein, or per-" 
mit the minority to take the bit in 
its teeth? 
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“We, of NECA, aze not worried 
about what the IBEW will do in our 
relationships. You and I, employee 
and employer, have been permitted 
citizenship in this great country. Let 
us keep the faith and be more endur- 
ing men.” 

Public relations are becoming more 
and more important in business, ac- 
cording to George A. Seaman, Dis- 
trict 5 field representative for NECA, 
whose address pointed out ways and 
means for improving the contractor’s 
relations with “the public.” He said 
that that public consists of almost 
every individual and group in the 
community—politicians, the construc- 
tion industry, club women, school 
groups, customers, and, by far not the 
last to be considered, employees. 

“An employer now recognizes the 
importance of having his employees 
think well of him,” said Mr. Seaman. 
“The employer must get along with 
his employees and with his customers. 
Good public relations must be built 
on a foundation of truth and these 
good relations begin in your own busi- 
ness. Good public relations is a good 
job well done. Does each of your 
jobs stand on its own feet? 

“Telling economic truths is the 
obligation of every business. Good 
public relations is not the work of a 
publicity agent, but is an executive 
function in which NECA can be of 
valuable assistance. 

“There are two developments by 
NECA that you should take into ac- 
count. One is the guarantee pro- 
gram, and the other is the electrical 
interdependence program. These two 
programs, together, establish a firm 
foundation for a public relations pro- 
gram for this industry.” 

Ralph E. Johnson, of Denver, mem- 
ber of the NECA board of governors, 
* reported to the convention on proce- 
- dure and results of a meeting of archi- 

tects in his city. 

“We have found,” he said, “that 

the most agzeeable and effective way 
, to deal with architects is through 
‘ group or association action because 
* a problem gets more attention if pres- 
. ented in this manner. 

“We sent out invitations to all the 
‘architects and their associates in addi- 
_ tion to an advance copy of the pro- 
gram as interesting and worthwhile as 
possible, and the measure of our suc- 
‘cess can be judged by the fact that 

36 out of 40 architectural firms in 
“Denver were represented.” 

He offered to supply to anyone in- 
"terested detailed information on pro- 
=cedure for calling a meeting of archi- 
stects to discuss electrical design. 

Following Mr. Johnson was a for- 
‘mer president of the Dallas chapter, 
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American Institute of Architects, who 
addressed the convention on “Elec- 
trical Contractors’ and Architects’ 
Co-operation.” The speaker, J. Mur- 
rell Bennett, asserted that successful 
co-operation depends upon under- 
standing and equal contributions of 
talent from both sides. 

“The architect has to welcome elec- 
trical contributions to better living,” 
he continued, “but it must be remem- 
bered that a first class architect can- 
not be a first class electrical engineer. 
So you should get the best type of 
electrical engineer to prepare a com- 
plete set of plans and specifications. 
Use of second class engineers is some- 
thing to be avoided.” 

Discussing further some activities 
contractors could cultivate to produce 
better co-operation, Mr. Bennett men- 
tioned three points specifically. 

“Bear in mind,” he urged, “that 
architects will exercise their influence 
to see that good, qualified contrac- 
tors are engaged. To qualify him- 
self under that heading, I think a con- 
tractor should, first, make himself 
efficient in his own business, for the 
man who knows his work well cannot 
bring himself to do anything but a 
good job. 

“Second, there are places for cow- 
boys here in the Southwest, but not 
in the field of installing electrical 
work, so let’s be sure that we have a 
competent staff. 

“Third, the contractor should study 
the plans and specifications, but he 
should also press for a better supply 
of material generally, and especially 
lighting fixtures.” 

Proper apprentice training is of vi- 
tal importance to both the union and 
the contractor, in the opinion of Law- 
son Wimberly, assistant to the inter- 
national president of IBEW. Other- 
wise, he said, the supply of journey- 
men will run out. 

Mr. Wimbe:ly, whose topic was 
“Functions of Joint Electrical Ap- 
prentice Committee,” admitted that 
experience is a good teacher, but 
added that the rates are generally high 
and it is difficult to graduate. 

“Apprentice training is actually an 
extension of one of the earliest forms 
of education,” he continued, “but the 
local committee does not have the 
single obligation of training new men 
— it also has the obligation of keeping 
journeymen abreast of technical devel- 
opments. 

“There is utterly no need for a local 
group to undertake apprentice train- 


ing unless both segments of that 


group are deadly earnest about mak- 
ing a success of the program. And 
before the program is launched, it is 
of prime importance to determine 


that the prospective apprentice is suit 
ed for the training. Afterwards, it is 
the obligation of the local committee 
to see that each apprentice makes 
steady progress.” 

Mr. Wimberly said 340 joint ap 
prentice committees are now function 
ing across the country. 

D. H. Fleming, director of the lin: 
constructor’s division of NECA, sav 
great prospects in the “Contractor 
Opportunity in Outside Construc 
tion.” To prove the existence of th 
opportunity, he quoted figures on out 
side construction by utilities for 1948 

They will build, he said, 14,105 
miles of transmission lines, and th« 
investment in increased substation 
capacity to be made this year is esti 
mated at $271,347,000. He added 
that REA will use 59 per cent of it 
$400,000,000 fo: distribution linc 
construction. 

“The demand for electrical use ex- 
ceeds the fondest dreams of anyone 
connected with the industry,” he de 
clared, “and the established contrac 
tors, with thei: qualifications, would 
have every advantage in bidding on 
such construction.” 

Mr. Fleming explained the NECA 
proposal for further organizing to ben 
efit the line contractors. One pro 
posal is to establish construction chap 
ters so as to avoid the difficulties us 
ually experienced in passing through 
jurisdictions of several IBEW £ locals 

Economy of distribution justifies 
the existence of the wholesaler, ac 
cording to a paper by Glen Wasson, 
president of the Beckett Electric 
Company, a Dallas wholesale firm. He 
added: 

“No uneconomic system can long 
survive. However, it is a fact that the 
wholesaler’s share in the cost of dis 
tribution is small and his services, by 
comparison, are numerous. 

“Neither a manufacturer nor a con 
tractoz could do business directly with 
one another, on an economic basis. 
The wholesaler is here to serve you, 
and he alone can do it well because 
he is close to your field of activity. I 
know you are often tempted to patro- 
nize mail order concerns, and are 
tempted to buv directly. But by func 
tion and by temperament the whole 
saler is your fiend and needs your sup 
port, because you often have the use 
of his money for as much as 40 days. 
But from the looks of the stocks car- 
ried by some of you contractors, you 
have lost sight of the primary function 
of the wholesaler, which is to stock 
the merchandise you need. Our stock 
represents the p-oduction of a great 
many manufacturers and includes 
thousands of items which you would 
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not attempt to stock.” 

]. Scott Milne, international secre- 
tary of IBEW, made an effective plea 
for more widespread participation in 
the employees benefit fund. He re- 
called that the fund was launched in 
its present form ‘because contzactors 
recognized that some means ‘had to 
be provided to take care of their men 
in their declining years. 

IBEW first started a pension fund 
in 1927,” he related. “The fund in 
its present form has been in effect for 
just about a year and has reached 
the point where it is working with 
more compliance from all involved. 

‘In February of this year 2,960 men 
were drawing pensions from the 
fund and 1,600 more were eligible. 
but they are too badly needed in the 
indust-y and they don’t want to take 
those benefits, yet. In two or three 
vears, 4,700 more men will be eligible. 

“IT am painting the blackest picture 
possible because it is important that 
you understand the necessity of car 
ing for these men. You are just as 
much a part of IBEW as I am, and 
I consider myself as much a part of 
NECA as you are. Together we can 
make this industry what we want it 
to be.” : 

Every segment of the electrical in- 
dustry is absolutely interdependent 
upon the other, but how to achieve 
economically suffitient interdepend- 
ence is the problem, according to D. 
B. Clavton, contractor of Birming 
ham, Ala. 

“Why do we have trouble with dis- 
tribution?” he asked, and then sup- 
plied the answer, saying: ““The answer 
is that the contractor is not a sales- 
man, he is interested in price and will 
use the cheapest thing he can get, and 
[ am quoting from an editorial expres- 
ion. However, statistics show that 
30 ner cent of the business is done by 
20 per cent of the contractors, and 
that type of contractor has sales 
knowledge.” 

The speaker summarized the func- 
tions of the four arms of the indus- 
trv—utilities, manufacturers, whole- 
salers and contractors—suggesting re- 
strictions, and then described his sum- 
mary as an organization chart for :n- 
terdependence. 

“The various groups should meet 
locally and nationally to deal with 
these problems and to achieve inter- 
dependence,” he continued, “and the 
important thing in this industry is 
that you are the only one within the 
industry who can guarantee the opera- 
tion of an installation.” 

A carefully worked out analysis of 
the Taft-Hartley law with respect to 
its applications to the electrical in- 
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IBEW officers in attendance. Seated, left to right: Dan W. Tracy, inter- 
national president; W. L. Ingram, District 7 vice-president; G. X. Barker, 
District 5 vice-president. Standing, left to right: Lawson Wimberly, assistant 
R. Carle, international executive councilman; W. B. 
Petty, District 12 vice-president; O. G. Wright, District 8 vice-president. 


to President Tracy; C. 


dustry was presented to the conven 
tion by William J. Cour, assistant to 
the executive vice-president of NECA, 
Paul Geary. 

“After seven months of experience 
with this statute neither the suppor- 
ters nor the critics know exactly what 
they have in the Taft-Hartley law,” 
Mr. Cour explained. 

“With a law as complex as this one 
it will take years, rather than months, 
and court decisions and _ interpreta- 
tions to show just what the law is. 
In our indust:v, there has been little 
opportunity to observe its workings 
for few contracts come up for renewal 
the latter part of the year and, furth- 
ermore, we have been in a period of 
prosperity with little dissatisfaction. 

“The law is actually being admin- 
istered, although all those involved, 
including the NLRB, have adopted a 
go-slow policy. But in our industry 
both employer and employee have 
carefully followed the efforts to apply 
the law.” 

He concluded with an explanation 
of how the NLRB proposes to make 


the law operative in application to the , 


industry. 

Referring to his subject. “Electrical 
Contractor-Utility Co-operation,” J. 
E. Cunningham, president of the 
Southwestern Public Service Com- 
pany, of Amarillo, Texas, said there 
had not been enough of it in the past. 

“T am speaking from the national 
viewpoint,” he added, “for in our 
territory there has been excellent co- 
operation, and since 1930, we have 
not merchandised appliances or done 
wiring to any appreciable extent. The 
surface of electrical use has barely 

















































































been scratched, and neither the con- 
tractor nor the utility has oversold the 
consumer. 

“During this period of prosperity, 
the contractor and the utility should 
get better acquainted. If you have 
the time, or will find the time, go 
around and get better acquainted 
with the utility men. You will find 
they are not such bad fellows.” 

A. Lincoln Bush, of the Belmont 
Electric Company, of New York City, 
in an address entitled “Labor-Man- 
agement In Action,” reviewed the 
procedure by which contractors and 
union labor have achieved an effec- 
tive working arrangement in that city. 
Mr. Bush is also vice-president for 
District 1, NECA. 

After recalling the early years of the 
industry in which the worker had lit- 
tle or nothing to say about conduct- 
ing the business, Mr. Bush related 
that the joint industry board had been 
launched in 1937. It settles disputes, 
administers pensions and hospitaliza- 
tion, and has accumulated a reserve 
of $2.000,000: 

“We found it to be the only way 
we could systematically operate for the 
benefit of the public, the union, and 
the emplovers,” he concluded, offer- 
ing to make available for inspection 
printers’ proofs of a forthcoming book 
that details procedure as followed in 
New York City. 

In discussing “Standardization,” H. 
L. Scott, contractor from Corpus 
Christi, Texas, declared that “bureau: 
crats, newspapers, and the public, 
blame the construction industry fo: 
high prices,” but added that he sav 
no reason for singling out this indus 
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try. Lack of standardization, he said, 
is responsible for many of the high 
costs in electrical construction. 

“What we need to do,” he de- 
clared, “is to approach our problem 
like the automobile people approach- 
ed theirs. You would be surprised to 
learn how many different parts of 
competing makes of ca:s are inter- 
changeable. The automobile dealer 
sells a finished product, not a lot of 
parts. And in the electrical industry, 
many of our ideas and methods are 
of the horse and buggy era. 

“Every time a manufacturer decides 
he is not getting his share of the 
business, he introduces a new product, 
and after getting app-oval of the prod- 
uct, makes extensive claims that it 
will reduce costs. Why, there are 15 
types of wiring systems now and thev 
involve many useless items. There 
are numerous different types of bus 
duct and, although they are all good, 
not one type is interchangeable with 
another. 

“Another difficulty is that we con- 
tractors hhave little to say about what 
goes into a code. We know more 
about installation than anyone in the 
industry, so why shouldn’t we have an 
equal voice?” 

Rev. Curtis W. V. Junker, of St. 
Matthews Cathedral, in Dallas, who 
had previously delivered the invoca- 
tion, addressed the convention with 
the subject, “What is Co-operation?” 

Asserting that it is of tremendous 
importance to have unity of purpose 
if there is ever to be “‘one world,” he 
declared: “It is tragic that so much of 
community life has degenerated and 
that church life is not the influence 
it was. 

“Wee lack leadership today because 
we are not sold on anything. Rugged 
individualism has become ragged in- 
dividualism. Yet no individual can 
solve the problems of the world. That 
must be done by group action.” 

The three business sessions were 
conducted, in the following order, by 
“ these chairmen: Robert E. Moore, 
~ Dallas; Walter J. Barnes, New Or- 
* leans, and John S. Clark, El Paso. 

Annual meeting arrangements were 
. in charge of a general District 5 com- 
mittee with L. T. Allen, district vice- 
* president, as chairman and: John W. 
“= Jenner, of Wichita; J. M. Nunez, of 
» New Orleans; G. C. White, of Fort 
* Worth; Ralph E. Johnson, of Denver; 
,and H. L. Scott, of Corpus Christi. 
Principal joint entertainment feature 
+ was a western party and barbecue fol- 
“lowed by a square dnace. 
; Ladies’ entertainment included a 
‘style show, sighi-seeing tour, and ice 
«show; men were entertained with golf 


“and an industrial sightseeing tour. 
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Social activities concluded with the 
annual banquet and dance with Vice- 
President Allen presiding. Secretary 
Martin, of the host Northeast Texas 
chapter, was busy throughout syn- 
chronizing the entertainment pro- 
gram. 

Merchandise exhibits were arranged 
in booths around the outer extremities 
of the room in which business ses- 
sions were held. Exhibitors were: 

Frank Adam Electric Company, 
Appleton Electric Company, Bright 
Light Re‘lector Company, Broan 
Manufacturing Company, Buchanan 
Electrical Products Company, Inc., 
Federal Electric Products Company, 
General Cable Corporation, General 
Electric Company, General Electric 
Supply Corp., John Hancock, NuRo 
Company, Standard Electric Manu- 
facturing Company, Swivelier Com- 
pany, Inc., Tal Bender, Inc., Thomas 
and Betts, Triangle Conduit and Ca- 
ble Company, L. R. Ward Com- 
pany, Westinghouse Electric Supply 
Company, Wiremold Company. 

In advance of the convention there 
was a meeting of chapter managers; 
between the major meetings, the dis- 
trict board of governors held a busi- 
ness session, and there were two 
IBEW Progress meetings. 





Adequate Home Wiring 
Campaign Urged 


A stRONG PLEA for a united front 
approach to the public on adequate 
home wiring was voiced by T. J. 
Newcomb, chairman of the National 
Adequate Wiring Bureau at a re- 
cent electrical league mecting. 

Mr. Newcomb, who is sales man- 
ager of the Westinghouse Electric 


Appliance Division in Mansfield, 
Ohio, declared that the adequate 
wiring problem is “the very life 


blood of our future and affects every- 
one directly or indirectly connected 
with electric energy or electrical 
products”. 

Admitting that the current de- 
mand for electrical products is “ter- 
tific,” Mr. Newcomb pointed out 
that a time will come when we'll 
all be straining on sales programs and 
trying to explain unsuccessful results 
with alibis that the market is satu- 
rated or that economic conditions 
have collapsed. 

“A larger factor than you will ever 
recognize will be inadequate wiring,” 
Mr. Newcomb said. “There is no 
other single factor of limitation to 
the unlimited possibilities of the elec- 
trical industry so serious as the in- 
adequacy of so-called adequate wir- 


”? 


ing. 


Representing the entire industry, 
the National Adequate Wiring By 
reau has already done outstanding 
work in co-operating with utilities 
and electric leagues in organizing 1] 
cal bureaus to promote adequai 
home wiring, Mr. Newcomb said. 

Twenty-six hometown bureau 
have been licensed under the Na 
tional Bureau’s standards and cert 
fication program since January, 194¢ 
Some 183 other utilities and electr 
leagues are using all or part of th 
National Bureau’s material, an 
countless others have their own pro 
grams and are doing some excellen| 
work. 

Mr. Newcomb pointed out tha 
the oil industry did it with unitec 
support of the slogan: “Change you 
oil every 1,000 miles,” and even r 
latively small industries such as th 
florists with “Say It With Flowers” 
have, by a united front and at a low 
cost, made surprising public impacts 
“Right in our own industry, I am 
sure most of you remember the old 
Electric Refrigeration Bureau and 
the Better Light Better Sight pr 
grams, where small segments of ou 
industry banded together with prompt 
and effective results. 

“That’s what I am striving foi 
All of the local programs must con 
tinue with increasing aggressiveness 
If we are to take full advantage of 
our unlimited possibilities, we mus! 
also work toward getting a more na 
tionally unified consumer approach 

“Just visualize what a terrific im 
pact this mighty electrical industry 
could make if all our collective ad 
vertising and promotional material 
carried the same slogan. 

“To reach this goal,” Mr. New 
comb stated, “the National Adequate 
Wiring Bureau needs the continued 
support of all the electric leagues in 
the country, as well as a closer co- 
ordination and more active contrti- 
bution of the five associations sup- 
porting the Bureau.” 

Pointing out that the electrical in- 
dustry was producing more power 
than it ever had, and that production 
of electrical appliances and products 
were at record levels, Mr. Newcomb 
said: 

“If these products, particularly 
home appliances, are to be sold to 
the consumers that want and need 
them, we must promote adequate 
home wiring on an_ industry-wide, 
united front basis. Without such a 
program, retailers will be faced by 
the almost insurmountable problem 
of attempting to sell appliances to 
consumers whose home wiring can- 
not take the additional power load.” 





















Typical installation of BullDog Engineered DF-30 Switchboard 
BullDog manufactures Vacu-Break Safety Switches * SafToFuse 
Panels * Superba and Rocker Type Lighting Panels * Switchboards 


* Circuit Master Breakers ° 


“Lo-X" Feeder BUStribution DUCT ° 


“Plug-In” Type BUStribution DUCT * Universal Trol-E-Duct for flexible 
lighting * Industrial Trol-E-Duct for portable tools, cranes and hoists. 


Phantom view of DF-30 SAFtoSWITCH Unit, showing ball-bearing 
guide mechanism. Separate fuse and switch compartments for safety 
. in OFF position fuses are disconnected from “line” and “load.” 


No headaches with this “brain” 
im your power system 


fy your Main Switchboard is the BullDog 
DF-30 type, your power system headaches end. 

The BullDog DF-30 SAFtoSWITCHBOARD is 
mpact. Spare space for future requirements can 
provided. Interchangeable units can be re- 
wranged to meet the changing requirements of 
jour plant. Provisions can also be made for main 
ircuit-breaker protection, transformers, and meter- 
hg equipment. 

Switch units are the famous DF-30 SAFto- 
SWITCHES. Approved by Underwriters for all 
sizes from 30 to 1200 amperes, inclusive, 600 volts 
and less 
_Ball-bearing action of the switch units reduces 
Inction and maintenance. Quick, simultaneous 
double-break reduces arcing. When thrown OFF, 
both “line” and “load” sides are disconnected; 
there’s no possibility of feedbacks with a BullDog 
DF-30 SAFtoSWITCHBOARD. 

Call in your local BullDog Field Engineer and 
let him introduce you to the “brain” that has no 
headaches. He’ll be glad to explain how a BullDog 
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DF-30 SAFtoSWITCHBOARD gives you finger-tip 
control for your whole plant in one compact main 
switchboard. 


BullDog’s Field Engineers welcome the chance to sit 
in on planning stages of a building project. Their 
knowledge of electrical distribution layout can mean 
savings in installation and maintenance costs, as well 
as highest efficiency and reliability in actual oper- 
ation. Why not take advantage of this pre-building 
service? 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN ® FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


BULLDOG 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 











153—Ventilators and Blowers. Performance data, dimensions, 
and specifications are all included in the well-illustrated bulle- 
tins, now available from the Schwitzer-Cummins Company, 
1125 Massachusetts Ave., Indianapolis 7, Ind. 


154—Welding Exhausters. Bulletin No. 736 describes the 
Octopus, Jr., a portable exhaust unit, and the Octopus, a heavy 
duty unit, for applications requiring exhausting and~ blowing 
volume. Available from the Chelsea Fan & Blower Co., 
Irvington, N. J 


156—Electrical Apparatus. This 48-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service con- 
nectors, fuse clips, and many other electrical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati, Ohio. 


164—Bustribution Duct. This 23-page bulletin, No. 462, just 
issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug-In-Bustri- 
bution Duct for bus duct electrical distribution. The bulletin 
is profusely illustrated. The many drawings included show 
details of the duct, the various fittings, and the hangers, as well 
as diagrams of complete systems both of the centralized and 
decentralized system. 


165—Lighting Research. The Benjamin Electric Mfg. Co., 
Des Plaines, Ill., has just published a new booklet covering the 
activities of the new Benjamin Laboratory. This booklet will 
be of special interest to all who are interested in the “behind- 
the-scenes” portrayal of the research and testing which are es- 
sential to high quality and performance in lighting equipment. 


166—Industrial Heat Lamps. The General Electric Com- 
pany, Nela Park, Cleveland, Ohio, has announced the publica- 
tion of a new industrial lamp folder. This folder, Y-689, con- 
tains six pages of photographs and technical data on the indus- 
trial heat lamps manufactured by the company. 


174—Aluminum Building Wire. Technical data on insulated 
aluminum building wire are now available in a bulletin desig- 
nated as I1-407 and available from Ilazard Insulated Wire 
Works, Division of the Okonite Company, Wilkes-Barre, Pa. 
a insert gives comparative data on copper and aluminum con- 
uctors. 


177—Balanced Lag Renewable Fuses. Informative folders are 
available from Pierce Renewable Fuses, Inc., 51 Pacific Ave., 
Buffalo 7, N. Y., describing the company’s line of baianced lag 
a fuses. Pierce fuses are listed by Underwriters’ Labora- 
tories, Inc. 


178—Mobilite Fixtures. A 15-page booklet, entitled “Engi- 
neered Lighting” has been announced by Mobilite, Inc., Jersey 
City, N. J. The booklet describes and illustrates the various 
fluorescent fixtures manufactured by the company. 


180—Ceiling Ventilator. Installation and design of the Blo- 
Fan is fully described in a 4-page folder recently made available 
by the manufacturer, Pryne & Co., Inc., 140 N. Towne, Po- 
ae Calif. The many diagrams illustrate the principle of the 
o-Fan. 


181—Planned Home Laundry.. As an aid to architects and 
builders in fulfilling a growing demand for planned home laun- 
dries, Bendix Ilome Appliances, Inc., South Bend 24, Ind., has 
published an “Architects Handbook.” Profusely illustrated, the 
40-page, board-covered book presents eleven plans for step-sav- 
ing home laundries. The laundry rooms are lithographed in 
four colors and opposite each is a blue print of the floor plan. 


184—Electrical Equipment Catalog. The Pyle-National Com- 


: ; —— Available Free +0. Readers "OF Vi 
"=. Electrical South upon Request ” 




















pany, Chicago, IIl., arnounces a complete catalog describing a! 
of their products, including the Pylets conduit fittings. The 
catalog contains information on a wide range of plugs and re 
ceptacles, dust-tight and explosion-proof fittings, fixture han 
gers, etc. 


185—Flexible Cords and Cord Sets. Lowell Insulated Wire 
Company, Lowell, Mass., has available an illustrated folder de. 
scribing their various types of cords and cord sets. Sizes, colors 
and other pertinent information is given. 

186—Hot Water Heater. Informative and well-illustrated data 
are available from M. M. Hedges Manufacturing Co., Inc 
Chattanooga, Tenn., on their line of Mertland Automatic water 
heaters. 

187—Electric Fans. A 25-page, profusely illustrated booklet 
describes in complete detail this company’s line of 1947 fans 
Booklet available from Emerson Electric Manufacturing Co., St 
Louis 21, Mo. 


190—Fluorescent Strip-Lite. Bulletin No. 147, available from 


Gibson Manufacturing Company, 1919 Piedmont Cir At 
lanta, Georgia, describes and illustrates the Strip-Lite fluorescent 
fixture. The booklet also gives diagrams showing installation 
in display cases, general store lighting, industrial lighting, and 


special home lighting. 


191—Hole Cutter. A new folder featuring the “Jiffy” adjus 
table hole cutter for cutting holes in steel boxes, plates, tanks, 
etc., has been issued by Clyde W. Lint, 1144 West Washing 
ton Blvd., Chicago 7, Ill. 


194—Hi-Strength Connectors. Jasper Blackburn Products 
Corp., St. Louis 6, Mo., announce an attractive folder which 
takes the reader on a “behind the scenes” tour of their plant 
to see how the Blackburn Hi-Strength Connectors are made. 


196—Fluorescent Luminaire. Bulletin No. 1055 describes the 
V-Shaped Fluorescent Luminaire, which is so compactly de- 
signed that it appears to be semi-recessed. Bulletin No. 1054 
describes the Electro “Louver-Lite.” Both bulletins are avail 
able from the manufacturer, Electro Manufacturing Company, 
Chicago, Ill 


199—Industrial Fixtures. Informative data may be obtained 
from the Workolite Company, 522 Cortlandt Street, Belleville 
9, N. J., on their line of industrial fluorescent fixtures. 


} 


200—Aluminum Building Wire. An attractive, 32-page book 
let on aluminum building wire has been announced by U. 5 
Rubber Company, Wire & Cable Dept., 1230 Avenue of the 
Americas, New York 20, N. Y. Such data as conductivity, cor- 
rosion resistance, soldering, voltage drop, etc. are given. 


202—Lugs and Connectors. A profusely illustrated, 16-page 
booklet is available from Kreuger & Hudepohl, 5 East Third St., 
Cincinnati 2, Ohio, describing their line of solderless terminal 
lugs and connectors. 


203—Lithonia Fluorescent Fixtures. A well-illustrated book- 
let describing in detail the manufacturer's line of fluorescent 
fixtures for the home, office, store, and industry is available 
from Lithonia Lighting Products Company, Inc., Lithonia, 
Georgia. 


205—Cable Connectors. Bulletin 16, describing and_ illus- 
trating four distinctive types of service entrance cable connec 
tors, each having its own advantages for a particular application, 
is available from The M. & W. Electric Manufacturing Com- 
pany, East Palestine, Ohio. Many other electrical fittings are 
also listed in this 19-page bulletin. 
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°06—Electric Feedrail. A compilation of recent developments 
che application of the Electric Feedrail distribution system 
applied to portable lights and tools, moving test lines, cranes, 
id hoists and other mdustnal applications i ottcred in the new 
$-page Catalug No. 2U now available trom eedrail Corpora- 
mn, 125 Barclay St., New York 7, N. Y. 


.J8—Air Conditioning. The Air Conditioning Products Com- 
inv, 2340 W. Lafayette, Detroit 16, Mich., has just issued a 
w catalog, 42-B, containing complete mformation about its 
ello” hme of automatic shutters, automatic ceilimg shut- 
er, automatic back draft dampers, manually operated  shut- 
es and motor operated shutters. 


209—Chemclad Insulated Wire. Regularly mailed “Stock 
‘st and Slippmg Expectations” for Chemeclad ‘I hermoplastic 
iovlated Wire, types [’ and TW, is a free service now from 
cgrolina Industrial Plastics Corporation, Mount Airy, N. C. 


1]2—Seco Fans. New bulletins by Seco-Lite Manufacturing 
‘5, 4916 Easton, St. Louis 13, Mo., are now available, 
ilustrating Seco Belt-Driven cooling fans and window fans. Bul 
Jetins contain data on installations in homes, apartments, com 
aerial and industrial applications. 

215—Electrical Accessories. A 16-page booklet, describing 
and illustratmg many types of electrical fittings such as steel 
floor boxes, spotlight units, “L” shape boxes, etc., may be ob- 
tained from B and C Metal Stampmg Company, 95 Piedmont 
Ave., S. E., Atlanta, Ga. 


217—Wire Connectors. Ili-Scale Products Corp., 217 Cen- 
tre Street, New York 13, N. Y., announces data on their com- 
plete line of bakelite wire connectors, including specifications 
and price. 

218—Busduct Calculator. A slide rule type calculator for cal- 
culating busduct voltage drops is available to electrical engineers, 
architects, and electrical contractors from Frank Adam Electric 
Co., P. O. Box 357, St. Louis, Mo. Load in amperes and 
length in feet are set on the calculator to read voltage drop. 


219—Chromalox Heating Units. An attractive loose-leaf bin- 
der containing Chromalox heating unit bulletins, samples of 
direct mail folders, and other sales aids is now available from 
Edwin I.. Wiegand Co., 7500 Thomas Blvd.. Pittsburgh 8, 
Pa. The bulletins cover the triangular electric range units. 
the Super-Speed range units, range replacement units, and a 
wide range of heating units for industrial and special applica- 
tions 

221—Llectric. Motors. Full information on Hoover fractional 
horsepower electric motors is contained in a four-page folder 
which is available from The Tloover Company, Electric Motor 
Div., North Canton, Ohio. This illustrated. two-color pamphlet 
explains special features and advantages of the Iloover motor 
and contains a list of 24 ways to use it. 


222—Germicidal Lamps. A six-page booklet describing the 
varied applications of germicidal lamps in farm buildings has 
been released by the Lamp Department, General Electric Com- 
pany, Nela Park. Cleveland 2, Ohio. 


224—Gedney Fittings. Gedney Electric Company, RKO 
Building, Radio City, New York 2, N. Y., has just issued Bul- 
letin 48, a 62-page. profusely illustrated catalog covering their 
complete line of electrical fittings. 

225—Conductor Fittings and Devices. A complete catalog, 


illustrated, and listing prices, has been issued by Penn-Union 
Electric Corporation, Erie, Pa. 


22°—Ventilating Fans. The Murray Company, 3200 Canton 
St., Dallas. Texas, has available informative data sheets describ- 
ing their line of ventilating fans, which range from 36 inches 


to 48 inches in size. 


_ 225—Wiley Fluorescent Fixtures. A catalog containing full 
information, engineering data and light output charts for the 
complete line of commercial and industrial fluorescent lighting 


_ -_ spots is available from The R. & W. Wiley Co.. 
uftaio, N. Y. 

230—Flectrical Wiring Devices. A 36-page, fully-illustrated 
catalog has been issued by Kulka Electric Mfg. Co., Inc., 30 
South Street, Mount Vernon, N. Y., which describes their line 
of wiring devices. Listed in the catalog are fluorescent lamp 
holders, ballasts, and starters; incandescent receptacles and 
sockets; maritime sockets and switches; swivel units; terminal 
strips, and other specialties. 


231—Heater Cords. Catalog Sheet No. 70 is available from 
Cornish Wire Company, Inc., 15 Park Row. New York 7, N 
Y., giving specifications and pertinent information on_ their 
line of heater cords for use with electric irons, toasters, heat 
€rs, roasters, and other equipment. 
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233—Slater Wiring Devices. A detailed catalog, giving all 
necessary iftormation for specification and purchase of their 
full line of wiring devices, is announced by Slater Licctnc anu 
Manufacturing Co., 56th Street and 37th Ave., Woodside, N. Y. 


235—Keystone Fixtures. Catalog No. 45, describing and illu- 
strating commercial and industrial fluorescent fixtures, wall 
brackets, and exterior lighting fixtures is available from Key- 
stone klectric Manufacturing Company, 2228-36 East Tioga 
Street, Philadelphia 34, Pa. 


236—Bar-Brook Attic Fans. Two new folders .have been an- 
nounced by Bar-Brook Mfg. Co., Inc., Shreveport, La. Form 
No. 226, entitled “Kightv Box Cars Full of Breezes Every 
IIour,” describes the W-30 Window Fan in complete detail. 
Form No. 225 illustrates the Breezebuilder Attic Fan, with 
performance and installation data. 


237—Wires and Cables. The latest catalog from John A. 
Roebling’s Sons’ Company, Trenton 2, N. J., contains descrip- 
tive material on magnet wire, building wire, metallic and non 
metallic covered power and parkway cable, varnished cable, and 
other miscellaneous items. Also contained in the catalog are 
tables giving sizes, dimensions and weights of the different 
types of wire and cable. 


239—Window Fans. Meier Electric & Machine Co., Inc., 
3525 E. Washington St., Indianapolis 7, Ind., have available the 
following catalog sheets: Form 2207, which describes and illu- 
strates each of their five Nu-air Windofans; Form 2208, de- 
scribing and illustrating three three-blade and one four-blade 
Nu-air Quiet Propellers; and Form 2209, which illustrates the 
Nu-air Windofan No. RW 240 or RW 200. 


240—Wall Charts. Hlarco Equipment Company, 2473 Sher- 
man Avenue, Washington, D. C., announces that a limited num- 
ber of their wall charts is still available. These wall charts illu- 
strate in-stock equipment such as switches, short circuiters, 
brush holders, mounting rubbers for electric motors, pumps, 
condensing units, etc. One of these charts features 255 illu- 
strations of electric motor bearings. 


241—Explosion-proof Products. A new 108-page catalog, No. 
I1-4711, illustrates and describes the manufacturer’s line of ex- 
plosion-proof products. Contained in the catalog are schematic 
illustrations of typical applicational layouts for hazardous loca- 
tions, in accordance with the National Electrical Codes, wiring 
diagrams, dimensions, weights, list prices, and all pertinent tech- 
nical data for products listed. Catalog available from Russell 
& Stoll Co., Inc., 125 Barclay St., New York 7, N. Y. 


242—Simplex Wires and Cables. A 16-page General Catalog 
has been made available by the Simplex Wire & Cable Co., 79 
Sidney St., Cambridge 39, Mass. The catalog contains little 
or no technical information but has been designed to give an 
over-all bird’s-eye view of the company and its products. 


243—Installing Fans. An illustrated booklet, showing vari- 
ous sizes aid models of attic and panel fans for every home or 
building, has been made available from American Machine & 
Metals, Fan-Pac Division, East Moline, Ill. Process of installa- 
tion is described in detail. 


244—Jackson Fans. Literature and catalog sheets describing 
the complete line of products of Jackson Ventilating Company, 
1505 Ws Fairview Ave., Montgomery, Ala., are available. 
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245—Service Fittings. Catalog No. 553, a four-page, illu 
strated review of the No. 800 Floor Box and the Nos. 803 anu 
804 Service Fittings for light, power, telephone, signal and bei: 
system floor convenience outlets, has been published by Natio. 
al kJlectric Products Corp., Chamber of Commerce Bldg., 
Pittsburgh, Pa. 


246—Industrial Fluorescent Fixtures. Day-Brite Lighting, Inc., 
5411 Bulwer Ave., St. Louis 7, Mo., has issued Bulletin 30-A 
which contains complete specifications for each type “‘Day-Line’ 
industrial fluorescent fixture: single units and continuous sys 
tem for two 40-, three 40-, and two 100-watt lamps; detailec 
data on installation, accessories and servicing; list prices anu 
charts for figuring footcandle intensities. 


247—Switch and Receptacle Plates. A catalogue page describ 
ing a new line of switch and receptacle plates of pure aluminum: 
that can be painted over with wall paint has been issued b) 
D & M Mfg. Co., Decatur, Ga. These plates are breakprooi 
rust-proof, and conform to rough walls. 


248—Anti-Corrosive Paints. Literature has been published b: 
Subox, Inc., 348 River Rd., North Arlington, N. J., on their 
Subox and Subalox paints used in generating, transmission anu 
distribution construction and maintenance. Both paints arc 
based on a colloidally dispersed and amorphos pigment of sub 
oxide of lead which is so chemically active that weathering in 
creases its rust-inhibitive properties as well as its hardness. 


249—Lighting Bulletin. A 4-page bulletin (2218) describing 
briefly the vanous fluorescent and incandescent lighting equip 
ment now being sold to the trade has been issued by Curtis 
Lighting Inc., 6135 W. 65th St., Chicago 38, Il. 


250—Electrical Apparatus. The Trumbull Electric Mfg. Co., 
Plainville, Conn., has recently issued a condensed general cata- 
log. “Trumbullist”, which gives complete information on electri- 
cal control apparatus. 


251—Infrared Lamps. An 8-page folder, “Drying Problems 
Made Easy”, listing the advantages of the Dritherm Carbon 
Lamps is available from the North American Electric Lamp 
Company, 1041 Tyler St., St. Louis, Mo. This folder includes 
a complete description of how Infrared Radiant Energy with 
Nalco Dritherm Carbon Lamps provides fast, effective heat. 


252—Multiflex Brushes. The Helwig Company, 2544 North 
30th St., Milwaukee 10, Wis., has just issued catalog No. 245 
which lists brushes by code numbers. This simplifies the order 
ing of the proper brushes. 


253—Monarch Electric Ranges. Data is available from Malle. 
able Iron Range Co., 4861 Lake St., Beaver Dam, Wis., on al! 
types of this company’s ranges. 


255—Paragon Timers. A folder of up-to-date bulletins on 
available timers and their prices is offered by the Paragon Elec 
tric Gompany Two Rivers, Wisconsin, manufacturers of elec- 
trical equipment. Such items as industria] timers, self-lubrica’ 
ing time switches, and many others are described and illustrate:! 
in this folder. 


257—Lighting Equipment. This revised 8-page condensed cata 
log, No. 945, describes the company’s line of engineered light 
ing and control equipment for schools, theaters, hospitals. 
churches, and stores, etc. Specifications, engineering details 
and list prices are included. This catalog is available from 
Hub Electric Co., Department “ES”, 2219 West Grand Ave., 
Chicago 12, Illinois. 


_258—Circulating Fans. Illustrated catalogs are available fror 
Signal Electric Mfg. Co., Menominee, Mich., describing thc 
complete line of desk and pedestal fans, vent and exhaust fans 
and semi-automatic kitchen vent fans. All literature gives full 
— details and dimensional drawings for all vent and ex- 

ust fans. 


259—Flectrical Equipment. The latest edition of the Feder: 
log has just been issued Federal Electric Products Co., 6° 
Paris St., Newark 5, N. J. This profusely illustrated catalog 
contains complete details of Federal’s newest motor controls. 
safety switches, service equipment, circuit breakers, panelboards 
switchboards, and busduct. 





260—Ventilating Fans. ‘Ihe complete line of C & H veiati. 
lating fans is pictured, with dimensions and details, in a new 
24-page catalog. Described are exhaust fans, window fans, ai 
circulators, portable and desk fans, and fan accessories such as 
grilles and shutters. C & H Air Conditioning Fan Co., Inc, 
1603 DeKalb Ave., NE, Atlanta, Ga. 


261—Electric Motor Parts. A 100-page illustrated catalog of 
electric motor and controller parts is now available from ‘ihe 
Reading Electric Company, Inc., 200 William St., New York 
18, N. Y. This bulletin lists everything used by the electric 
motor repair shop. 


262—Fluorescent Lighting. Smithcraft Lighting Division, 
Chelsea 50, Mass., has just issued an interesting series of speci- 
fication sheets, each portraying a single Smithcraft fluorescent 
fixture and providing pertinent technical data to assist engi- 
neers, jobbers, contractors and purchasing agents. These sheets 
are available upon request. 


263—Electric Ranges. An Electromaster Range Catalog, de. 
scribing in full detail] a complete line of models and features, 
is available from Electromaster, Inc., Mount Clemens, Michi- | 

n. This catalog gives a description of the exclusive Oven | 
Eye, automatic cooking controls, deep well cooker, lamp, and | 
oven control clock. 


264—Time Switch. Sangamo Electric Co., Springfield, Ill, } 
offers their 4-page Bulletin 1050 fully describing the new, ex. 
ceptionally small Ty Time Switch. The switch is pow 
ered by a newly Pts 3 
for life. 


265—Coffee Makers. The complete line of Cory coffee 
products, including the famous Cory rubberless coffee brewers, 
service set, the Cory Automatic, electric coffee grinder, 2-heat 
electric stove, and commercial units is described in a 20-page, 
beautifully illustrated booklet. Copies may be obtained from 
the Cory Corp., 221 N. La Salle St., Chicago, Ill. 


266—Air Circulator. A highly illustrative two-color folder, 
containing interesting facts about air circulation, may be ob- 
tained from the Fresh’nd-Air Company, 221 N. La Salle Street 
Chicago 1, Illinois. 


267—Motor Repair Materials. The 48-page IWI Blue Cata 
log published every other month contains a listing of nearl; 
every item required for electric motor repair and rebuilding 
complete with sizes, prices and standard packages. Copies ma) 
be obtained without charge by phoning or writing the Insula 
tion and Wires, Inc., offices at Atlanta, Ga., Houston 3, Tex.. | 
and St. Louis 3, Mo. 


268—Ventilating Systems. An _ illustrated 48-page bookle! 
titled “Silent Breeze Selection and Installation Manual,” de 
scribing the practical engineering details of ‘automatic ventila 
tion for homes, commercial, and industrial establishments, ma\ 
be obtained from Holcomb & Hoke Mfg. Co., Inc., 1545 Van 
Buren St., Indianapolis 7, Indiana. 


269—Sales Helps. A variety of sales helps, including Sound 
Slide Colored Training Films, How to Sell Booklets, Consumer 
Pieces, Specification Sheets, Demonstration Kits, Display Cards 
and Promotion Kits for selling and demonstrating General 
Mills Home Appliances—PressureQuick Saucepan, Tru-Heat 
Iron and Steam Ironing Attachments are available to dealers 
from General Mills, Inc., Home Appliance Dept., 1620 Cen- 
tral Ave., Minneapolis 13, Minn. 


e S 
oped synchronous motor that is lubricated | 


270—Water Heater. An 8-page, illustrated booklet describing 
Rheem automatic electric storage water heaters, Series 60, 1s 
now available from Rheem Mfg. Co., 570 Lexington Ave., New 
York, N. Y. The booklet discusses special features of the line 
and includes specifications and roughing-in dimensions. 


271—Attic Fans. 1948 Sales Increasers and 1948 Installa- 
tion Manual are the titles of two highly informative booklets 
issued by The Murray pone ye Dallas 1, Texas. Each of 
these booklets contains a wealth of material of especial interest 
to the fan dealer. 


272—Hot Water Heater. Informative and_ well illustrated 
data are available from Bell Electric Products Co., 700 Murphy 
Ave., SW, Atlanta, Ga., on their Tabletop Electric Water 
Heater. These units are available in single and double cl 
ments with a thirty gallon capacity. 


273—Electric Fans. An attractive, 8-page, 62nd Season Cata- 
logue of Zephair fans has been made available by the Hunter 
Fan & Ventilation Co., P. O. Box 2858, Memphis 2, Teas. 
A comprehensive description of this company’s products is gr 
en, with complete specifications and dimensions. 
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Southwestern Exposition 


To Be Held in Ft. Worth 


THE DIVERSITY and importance of 
the Southwest’s industry, which has 
more than doubled since 1939, will 
be delineated clearly when the First 
Annual Southweste:n Industrial Ex- 
position is held in Fort Worth, Texas, 
May 30-June 6 to display goods made, 
assembled, or processed in Texas, 
Oklahoma, Louisiana, New Mexico 
and Arkansas. 

Intended to bring southwestern 
manufacturers and national buyers to- 
gethcr, the exposition will be held in 
the $3,000,000 Will Rogers Memo- 
rial Coliseum-Auditorium plant. Six 
new concrete exhibit buildings will 
house the displays of many of the 10,- 
000 manufactu-ers in the five-state 
area. 

The Southwest’s position as the 
fastest growing industrial area in the 


nation is due largely to the war-time 
shift of manufacturing plants to areas 
which offered the greatest potcntiali- 
ties in raw materials, markets, trans- 
portation, and climate. 


Snyder Named Director 
Of NERA Cost Study 


Ricuarp FE. Snyper, of Chicago, 
well known marketing economist, has 
been retained by the National Elcctri- 
cal Retailcrs Association to direct and 
analyze their 1947 Cost-of-Doing-Busi- 
ness Study. it was announced recently 
by C. C. Simpson, managing director 
of the association. In addition to his 
work on the cost study, NERA will 
also use the services of Mr. Snyder 
as consultant on other business effi- 
ciency projects throughout the year. 

Mr. Synder is a membe: of the 
American Marketing Association and 
author of a number of special industry 


RANGE AWARD COMES SOUTH—The Florida Power Corporation, St. 

Petersburg, Fla., received first prize in Class II of the George A. Hughes 

Awards, for iis successful promotion of domestic electric ranges during 

1947. Here, L. C. Truesdell, left, vice-president of Hotpoint, Inc., presents 
the trophy to Robert Giedd, of the Florida company. 
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reports in the. field of marketing eco- 
nomics. He has been active in busi- 
ness research for fiftcen vears. 

Report forms fo: the 1947 study 
were mailed to all NERA members 
on April 9, and on May 15 NERA ex. 
pects to release dealer cost informa. 
tion for the full year 1947, Mr. Simp- 
son states. 

He also indicates that the associa- 
tion has plans to inaugurate a quar- 
terly cost study beginning in July. 
Th's survey will be made among a 
selected group of deale-s of varying 
sales volume, located in different sec- 
tions of the country. The survey for 
the vear 1947, however, will include 
cost figures submitted bv all NERA 
members nation-wide, the same as 
was done in the previous NERA cost 
survey. 


Wellford Distributors 
Take Over Wayne Spinks 


A NEWLY-INCORPORATED Memphis 
firm. Wellford Distributors, Inc., has 
taken over all the dist ibution lines of 
Wayne Spinks, Inc., also of Memphis, 
and will operate the former Spinks ap- 
pliance distribution business under 
the new name. 

Heading the new company are Har- 
ty A. Wellford, pzesident. who will 
be in di-ect charge of the business; 
John L. Wellford, vice-president; R. 
C. Hunting, secretary; and Alexander 
W. Wellford, treasurer. 

Wayne Spinks, who organized the 
appliance distribution firm about 20 
vea"s ago, will remain with Welford 
Distributo-s, Inc., as sales manager. 

No changes will be made in per- 
sonnel employed by the Spinks com 
pany and there will be no changes in 
dealer relationships, it was announced 
by Harry Wellford. 


New Laminate Developed 
By Laminated Plastics 


A NEw Frserctas-reinforced in 
trial plastic laminate designed for 
vated-temperature electrical app)ica- 
tions and known as Glastic has becn 
announced by Laminated Plastics, 
Inc., Cleveland, Ohio. 
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€ The New Yorker Magazine, Inc. 


*,..but you ought to see the Rheem 
‘Design For Better Business ’” 


Want a kick in the sales curve? 

Our new plan carries quite a kick—store dis- 
plays, your own local advertising, and many 
other promotion aids to boost your sales. It 


> (Neem 


s becn (SOME COMFORT APPLIANCES Water Heaters 
astics, 9 plants in U.S, A.—Foreign affiliated companies in roe 3 Je gag 


Brisbane, Melbourne, Syd i , 
®, , Sydney, Rio de Janeiro, 
Singapore, and Hamilton, Canada Cooling Appliances 


will kick up your profit figures too. Better find 
out about it today! 


Ponda 
Good Honsehseplag 
RHEEM MANUFACTURING COMPANY Ce rom 
Dept. FS-5 

570 LEXINGTON AVE., NEW YORK 22,N.Y. 


I’d like a kick in the sales curve. Please tell me about the 
Rheem Design For Better Business. 
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kmportant characteristics of this 
new lamiifate are its unique combina- 
tion of résistance to elevated temp- 
eratures and good machinability, to- 
gether with high impact and flexural 
strength values, resistance to delami- 
nation, arc-tracking resistance, and low 
moistu-e absorbtion. 

As insulating panel stock, the la- 
minate will stand long exposure to 
high temperature without becoming 
brittle or blistering. It resists track- 
ing well; for instance, a 1000-volt arc 


Glastic shown here in assembly, is 
a new Fibreglas-reinforced, low- 
pressure laminate developed for a 
variety of electrical applications. 


drawn over the surface will produce a 
carbonized azea only about one-eighth 
inch wide. This area will conduct cur- 
rent only poorly and without follow- 


ing any definite track. The carboni- 
zed area will be “on” rather than “in” 
the material and can be removed by 
wiping with a cloth, thus restoring 
the original surface characte-istics. 

The Glastic laminate is well suited 
for use as slot sticks, because of its 
ability to retain its physical properties 
at high temperatures. Strip stock can 
be cut with ordinary shears, and the 
edges of the slot sticks can be cham- 
fered with conventional chamfering 
tools; or in repair shops, with ordinary 
hand tools. The slot sticks can be 
driven into armature coil slots with- 
out spreading the ends of the sticks, 
and without risk of snapping due to 
buckling. 

Other uses of the new Fiberglas- 
reinforced laminate are as_ switch 
washers, armature slot middle and 
bottom sticks, and armature end la- 
minations. Glastic is available in 
thicknesses f-om one-thirty-second of 
an inch to one inch, and in sizes 
from 12 by 18 to 36 by 42 inches. 


Westinghouse Develops 
New Cabinet Material 


A MiIcarRTA MATERIAL developed 
for use in radio cabinets, featuring 
extreme durability and quality appear- 
ance has been introduced by the 
Home Radio Division of the Westing- 
house Electric Corporation at Sun- 
bury, Pa. 

Indistinguishable in appearance 
from a finished wood product, the 
new Micarta cabinet has the warmth, 


NEW PHILCO DISTRIBUTOR APPOINTED—Lowenstein’s Home Service, 
Inc.. iurg., modern home service store in Memphis, Tenn., recently an- 
nounced their appointment as an exclusive Philco refrigerator and freezer 
dealer. Lowenstein’s is highly enthusiastic about future prospects as well as 
their accomplishments in the short period of the store’s operation. 


textu-e, and deep grain of highly pol- 
ished mahogany. Yet its resistance 
to abrasion, chipping, denting, or 
breaking is more than twice that of 
standard wood models of much great. 
er thickness. 

Moreover it will not splinter o; 
crack. Heavy objects can be drop 
ped on the cabinet without scratch- 


Impervious to lighted cigarettes, 
alcohol, citrus acids, or boiling 
water, the Micarta Duo radio-phono- 
graph is the first anplication in the 
cabinet field of Micarta, a wood 
derived high pressure phenolic 
laminate developed by Westing- 
house. 


ing, denting, or chipping it. Im- 
pervious to both fresh and salt wa- 


ter, the cabinet will not warp or J 


buckle in the most humid areas. 


Age and moisture, which inevit- j 


ably cause cracks along the grain of 
wood cabinets, have no effect upon 
the Micarta finish. Lighted cigars 
and cigarettes can be left burning on 
the Micarta surface without marking 
or blistering its smooth finish. 

The first application of Micarta in 
the cabinet field is being made in 
the new model 184, a six-tube table 
radio-phonograph combination, now 
being shipped to Westinghouse dis- 
tributors throughout the United 
States. Named the Micarta Duo. the 
suggested retail price of $89.95 is 
$10 below that of comparable models 
even though only the phonograph 
cabinet is made of Micarta. 


Farnsworth Corp. Names 
Seven Regional Managers 


THE APPOINTMENT of seven region- 
al manage:s who will supervise fieid 
sales and service activities for both 
the Capehart and Farnsworth Divi 
sions, was announced recently by the 
Farnsworth Television & Radio Corp. 

The move was made to provide 
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Announcing THE NEW 


NESCO 
Seventy-Fifteen 


ELECTRIC OVENETTE 


2, SA 
COOL Ptas aS 

ten REMOVABLE mc JN 
LOS COOKING WELL HANDLES SP 


Pp 


BIG 6.o7 
CAPAC; 
THOROUGHLY INsULA qwenmost! - 
TED ERM AT y 
WITH GLASS Woot with SIONAL ue 
Zz 


— } Versatile, portable, economical, dependable . . . 


and priced to sell in volume! 


ESCO offers you an unusual opportunity to cash in 

on the summer demand for cool, clean, portable 
electric cooking. Built to Nesco’s top-quality standards, 
the beautiful new 6-qt. Nesco Seventy-Fifteen Electric 
Ovenette is big enough to do practically every cooking 
job, yet is small enough for a tiny kitchenette. Your cus- 
tomers will say it’s their most versatile appliance! 

It goes to picnics with the family, bearing piping hot, 
ready-to-serve meals. It can do most of the cooking in 
a summer cottage or serve as an “auxiliary oven” in a 
large kitchen. And its price is surprisingly low. Na- 
tional advertising in women’s magazines will feature 
the Nesco Seventy-Fifteen Electric Ovenette this spring. 
Contact your Nesco distributor right away! 


The famous Nesco Electrical Line includes Roasters, Two-Way- (FS i 
Action Heater, Nesco Chef Range and Broiler-Griddles. 
NATIONAL ENAMELING AND STAMPING COMPANY 
Executive Offices, 270 North 12th Street, Milwaukee 1, Wisconsin 


Seles Offices: Merchandise Mart, Chicage « 200 Fifth Aveave Bidg., New Yerk « Candler Building, 
Atlenta « Amboteader Bidg., 3. Levis « Western Merchandise Mort, Sen Francisco 





CHROMALOX UNITS ARE 


Aiphe f 


Super-Speed 


“ Triangular 


Chromalox 


Range Units 
Fit all Electric Ranges - Are Easy & Profitable to Sell 


CHROMALOX—leader in the field—offers a 
complete line of range unit replacements to 
fit every electric range. Join the parade of 
dealers who are taking advantage of this pro- 
fitable, extra replacement business. 

Write today for Catalog RU-147 which lists 
the complete line and gives full servicing data. 


STIKO MYA 


RC-29 
Rogers, 1000 Peachtree St., 


1239 Frankfort St. Tulsa 5, Okla.; W. R. Phillips, P. 0. Box 2561, Raleigh, N. C.; 


Phillips, Jr., 3126 Lamb Ave., Richmond 22, pA Chilton & Chilton, 4126 N. State St.,” 


Jac 


N. E., Atlanta, Ga.; L. R. Ward Co., 2711 Commerce St., 
Dalles 1, Texas; 932 M & M Bldg., Houston 2, Texas; 1511 Louisiana St., New Orleans 1! 





closer liaison between the company 
and its district sales managers and 
field service personnel, and to im. 
prove sezvice to Farnsworth distribu. 
tors and Capehart dealers. 

Appointment of the regional man- 
agers also will aid in the co-ordina. 
tion of the company’s expanding tele 
vision sales program in areas where 
television stations already are in op- 
eration or prepa-ing to begin regular 
programming. Farnsworth currently 
is marketing its new television te- 
ceivers in all cities with video sta- 
tions and is conducting sales-service 
clinics and training programs in 
a-eas which soon will have television 
available. 

The new regional managers and 
the location of their home offices 
are: 

Southeast Region, Frank H. Mer 
ritt, Atlanta; Southwest Region, 
George S. Jeffers, Dallas; Eastern 
Region. W. R. McAllister, New 
York; East Central Region, Lee V 
Hadin, Indianapolis; Chicago Region, 
Paul W. Palmgren, Chicago; Los 
Angeles Region, Charles R. Ward, 
Hollywood; San Francisco, Region, | 
Eustace Vynne, San Francisco 


Video Replace Radio? 
No! Says Westinghouse 


THE IDEA that television will ren- 
der all other forms of mass entertain- 
ment obsolete is nonsense, believes 
J. H. Stickle, advertising and sales 
promotion manager of the Westing- 
house Home Radio Division, Sun 
bury, Pa. 

In a recent speech before the | 
Rochester Sales - Executive Club, 
Rochester, N. Y., Mr. Stickle said: 
“The radio dealez is sitting in a cor- 
ner when he should be out celebrat 
ing. He thinks he sces a great, col- 
orful industry being knocked out of 
the ring by a powerful newcomer.” 

Though welcoming television as 
another billion dollar business of the 
future, Mr. Stickle pointed out that 
both radio and reco-ded entertain- 
ment are “solid, well-rooted forms of 
entertaiament.” 

He said: “Radio has a definite 
place in the American way of life. 
Neither television, motion pictures, 
or anything else can disturb it as 4 
universial form of entertainment, and 
a necessary advertising and merchan- 
dising force. 

“Records have found a 300-million 
dollar notch in the business and now 
television adds sight. Actually the 
only thing the three have in common 
is that the same distributors and dea’- 
ers sell equipment that reproduces 
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" ; on zant of these two important factors since the advent of fluo 
sting lighting. on 
Sun Quality lighting is Appropriate Brightness Control . . . Curtis ~ 
ie is out front in offering ABC lighting in a most efficient and | 
Club. economical form . . . the new low-brightness “Eye-Comfort” 
said: Alzak Aluminum Troffer. 
urd The photo above shows the customer records office of the 
: oi Central Hudson Gas and Electric Corporation, Newburgh, New 
al ak York. Here Curtis ‘“Eye-Comfort” Troffers provide more than 70 e 
mer.” footcandles on desk tops with a new low in unit brightness .. . 
) _ teally ABC lighting. 
: hat The Curtis ‘“Eye-Comfort” Troffers utilize the new 40-watt, 
in- T-17, 60-inch low-brightness lamp. The contour of the reflector 
ns of approximates that of a parabola and is designed to direct a maxi- ' 
mum of light to the working plane while limiting the amount A zak ALUMINUM 
fi a of light delivered from the troffer to the eye. ) 
ures, Write for complete details on this troffer . . . your customers 
ode will demand The New Look in Lighting. .. . ROE FERS 
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all three.” Mr. Stickle further went 
on to say that of these three fo-ms 
of mass entertainment—radio, re- 
cords, and television—each has a dis- 
tinct and separate place in the in- 
dustry, making it unlikely that any 
one would ever completely over- 
shadow the others. 


Dealer Training Films 
Show Universal Line 


A COMPREHENSIVE series of dealer 
educational films for the training of 
Universal major appliance distribu- 
tors, dealers, and their employees has 
been made available by Landers, Frary 
& Clark, according to W. J. Cashman, 
director of promotion. 

Developed by the company’s sales 
training staff around electric ranges, 
water heaters, vacuum cleaners, wash- 
ers, ironers, traffic appliances, and the 
new Bantam Range, the visual train- 
ing aids are a series of slide sound 
films, training guides, and product 
manuals produced with techniques 
similar to those used in training dur- 
ing the war. 

The Universal sales training pro- 
gram is designed to educate, instruct, 
and inspire dealers. Each film is 
packed with information about prod- 
uct construction, features, demonstra- 
tion methods, and selling techniques. 

In the first sound slide film “Uni- 
versal Appeal” the Universal sales 
training program bridges the gap be- 


These two scenes are typical of the human interest in- 
corporated in training films developed by Landers, Frary 
& Clark, in its Universal sales training program. “Treasure 
Islands,” from which the scene at the left is taken, shows 
the retailer the importance of having the right kind of 


tween the producers, Landers, Frary 
& Clark, the dealer, and the consume: 
of Universal electrical appliances. It 
introduces Landers, Frary & Clark’s 
management and gives dealers first- 
hand product information about Uni- 
versal ranges, home laundry and kome 
cleaning equipment, and small elect:i- 
cal appliances. 

The sales training films are divided 
into eight individual studies, starting 
with a background history of the com- 
pany and progressing step-by-step 
through the selling and demonstrating 
of each major appliance product in 
the store and in the home. 

The films are so arranged that they 
can be shown individually or collec- 
tively. Special training guides were 
developed to assist distributors and 
dealers in presenting the program. 

“Exclusively Yours’ affords dealers 
the opportunity of meeting Lee Moss, 
sales manager of the Home Cleaning 
Equipment Division, and reviews the 
development of Universal’s two tank- 
type cleaners. In a similar way each 
appliance g:oup is covered in the 
films: ‘‘Competively Yours’ deals 
principally with Universal’s upright 
motor driven brush type cleaner. “The 
Nation’s Fastest Range” tells of Lan- 
ders, Frary & Clark’s pioneering in the 
range field. Dealers become _ ac- 
quainted with the Home Laund:y Di- 
vision through “The Buy Line.” 
“Let’s Make Ironing Easier” describes 
various Universal ironer models. “The 


Mighty Universal Bantam” deals with 
the company’s small size range. One 
of the most interesting is “Treasure 
Islands” which shows the variety of 
presentations possible for small elec- 
trical appliances. The final film “Dol- 
lars from Hot Water Sense” portrays 
the many uses of hot water in the 
home. 


Chattanooga Rules On 
Electrical Permits 


In CwaTTanooca, TENN., it was 
ruled by City Attorney Joseph An- 
derson that an electrical contractor’s 
license is not a prerequisite for ob- 
taining a permit from the city to do 
certain types of electrical work. 


Heretofore, it has been necessazy 
to have an electrical contractor’s |i- 
cense before obtaining an electrical 
permit. It is possible to obtain such 
a license only after having passed an 
examination given by the electrical 
examining board. 

The city attorney’s ruling came as 
a result of action by the Standard- 
Coosa-Thatcher Company, which :e- 
cently constructed an addition to its 
Thatcher plant in Ridgedale. The 
W. C. Teas Company, which has a 
contractor license, did the wiring for 
the new plant up to the point of 
connection. _ After Teas had com 
pleted its jy employees of Stand 
ard-Coosa-Thatcher moved machines 
into the new addition and connected 


merchandise, how to display it advantageously, and know- 
ing the product. At right is a scene from “The Buy Line.” 
Features of the Universal line of washers are more vividly 
remembered by the dealers and salesmen who see them 
demonstrated in this film. 
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BEAUTIFUL YES... 
PRACTICAL TOO! 


In every detail Southern Flourescent Fixtures are superior — the kind of fixtures 
customers demand. Priced right — in the competitive field — with every discount advantage. 
Immediate delivery from warehouse stock. Before you buy — better check Southern — 
fluorescent fixtures made by one of the South’s oldest and largest manufacturers. 


Write for descriptive literature. Ask for booklet M48 for complete details. 
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the machines to the wires installed 
by Teas. 

Two questions were involved: (1) 
Did the company have the right, un- 
der the electrical ordinance, to do 
the connecting with its own men? 
(2) Could the company obtain a pe:- 
mit from the city without having an 
electrical contractor’s license? 


Three New Washers 


Announced by Bendix 


A COMPLETE new line of th-ce 
automatic washcrs, two of which in- 
corporate an automatic soap injector 
as optional cquipment, has been an- 
nounced bv Bendix. 

The cempany is introducing the 
Bendix Gyromatic Home Washer, 
espccially kalanced so it necdn’t be 
fastened down, for use in apartment 
houses and rented homes. It is avail- 
able with or without the automatic in- 
jector, a device which is the “last 
word” in home laundry automaticity. 

The new line, supplementing two 
post-war models which aze being re- 


Closeup of the Bend:x automatic 
soap-or-detergent injector, from 
above. Visib‘e at the bottom of the 
compariment is the feeder screw 
which carr‘es the soap or detergent 
through a trap door into the tub. 
An agitator rotates slowly to give a 
,constant supply of material to the 
feeder screw. 


tained, includes the Gyromatic with 
automatic injector (the GI),. the 
Gyromatic without injecto: (the G), 
the deluxe with automatic injector 
(the BI), the deluxe without injector 
(the B), and the standard (the S). 

Recommended retail prices of the 
new line are: Standard, $229.95; de- 
luxe, $249.95; deluxe with automatic 
soap injector, $269.95; Gyromatic, 
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$299.95; Gyromatic with injector, 
$319.95. These prices are 7 pe: cent 
below those of former comparable 
models. 

All the new models incorporate im- 
proved engineering, styling, and wash- 
ability features. Retained are the 


Equipped with the automatic soap- 
or-dctergent injector, the new 
Bendix Gyromatic Home Washer 
is also designed to stay securely in 
place without being fastened down. 


tumble-action washing and rinsing 
principles and the distinctive porthole 
doo: which immediately identifies the 
washers as Bendix. 

The automatic injector adds either 
soap or synthetic detcrgent in mete-ed 
amounts which are pre-determined by 
the opcrator. For the first time, the 
device permits the soaking of clothes 
and immediate washing without at- 
tendance of the operator. It entirely 
climinates waiting for the machine 
to fill with water, and places the addi- 
tion of soap o- synthetic detergent 
on a scientific basis. 


The Bendix Gyromatic is vibration. 
less. since the motion of the spinning 
mechanism is isolated from the cabi- 
net by means of suspension springs 
and hydraulic shock - absorbers, 
Smooth action at both regular and 
high speeds is built into the machine, 

For extraction periods, the cyiin- 
der spins at 525 revolutions per min- 
ute, a speed desc-ibed by W. F. Oli- 
ver, vice-president and director of 
cng‘neering, as “the most cffecctive, 
most economical, and safest for a 
household appliance.” 

Trough-type, perforated baffles are 
incorpo-ated in the tub for better 
washability, especially in hard water 
a-cas. A long-life clutch with grcat- 
er capacity provides faster accclera- 
tion, thereby improving distribution 
of the garments in the tub and re- 
ducing vibration. 

The Bendix Gvromatic timer pro- 
vides a drain period, sp’av rinse and 
spin following the “soak” period, 


which is optional. Following the wash 
are a drain period, flush rinse and spin 
extraction, plus two decp rinses in 
fresh lukewarm wate~, cach separated 
by a drain period and spin extraction. 

A fluted front pancl is removable 
for ready servicing of the mechanism. 


New Name Announced By 
Locke tmsalator 


THE NEW NAME of the Locke In- 
sulator Corporation, according to an 
announcement made recently by R 
G. Bellezza, president, is Locke In- 
corporated. 

Founded in 1893 bv Fred M 
Locke, the originator of the wet-pro- 
cess porcelain insulator, the principal 
business of the co-poration over tlic 
last fifty years has been porcelain in 
sulators, and associated linc hardware 
During the last ten years, however, 
both the scope of products manufac 
tured by the company and the cus- 





subject—food. 





“SUFFER LITTLE CHILDREN” 


Down through the ages since the dawn of civilization, the pleading 
voices of children have wrung the hearts of humanity everywhere. But 
never before in world history have the plezs of so many chiilren in so 
many lands throughout the world been so concerned with a single 


Woe-begone, wasted and worn, hundreds of millions of children 
are today actually suffering from hunger. The grim spectre of starva- 
tion sialks across more than half the earth, imperiling the growing 
generation and thre:tening the future of civilization. Caught in the 
backwash of the world’s greatest conflict, these millions of helpless 
children are the victims of a cruel fate. 

You can help to alleviate the hunger engulfing the world’s children 
by contributing to your local American Overseas Aid-United Nations 
Appeal for Children, or by send:ng your gift to AOA-UNAC head- 
quarters, 39 Broadway, New York 6, N. Y. Give Them This Day. 
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Ask any electrical maintenance man. He will say 
half his time is consumed in the repair of loose or 
exposed wires, and broken or faulty connections. 
Ask any safety man. He knows moving electrical 
equipment is one of the worst hazards in the plant. 


Then install Electric Feedrail, the modern, totally 
enclosed electric distribution system. Watch men 
work with portable tools connected to the over- 
head trolley with Ever-Lok trouble-proof connec- 
tors. See what it does for moving test lines, lights, 
cranes and hoists. Everywhere it speeds _produc- 
tion, saves maintenance, and reduces electrical 
hazards. 


You can see what it is doing for others by asking 
or the New Feedrail Catalog-No. 20, 32 pages, 
nore than 100 illustrations, diagrams and speci- 
ication data.-Write for your copy to-day. 


ecectaic FEEDRAIL CORPORATION 
=E =D RAIL Subsidiary of Russell & Stoll Company, Inc 


125 BARCLAY STREET * NEW YORK 7, N. Y. 
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tomers which it serves has broadened 
so as to make the former name obso- 
lete. 

Within recent years the research 
and devclopment facilities of the 
company has been greatly expanded. 
The new Fred M. Locke Research 
Labovatory has been added, and the 
design and development engineering 
staffs have been enlarged. 

“In the future,” said Mr. Bellezza, 
“our company plans to serve not only 
the users of insulators and hardware 
fo: power generation and distribution, 
but any user of ceramic materials for 
any purpose. We will serve the che- 
mica] industry with porcelain pipe and 
accessories for conveying corrosive li- 
quids. Ceramic distillation towcrs, 
too, will be available to these people. 

“For the electronic ficld we will 
pvoduce all tvpes of ceramics and 
hardware. Wherever there is an ap- 
plication in industry for one of our 
ceramic or hardware parts, there you'll 
find us.” 


Electric League Formed 
To Modernize Code 


SIMULTANEOUSLY with the organi- 
zation of an Electric League in Baton 
Rouge, La., this spring, the various 
branches of the electrical industry 
were carrying fo-ward a program in- 
tended to result in adoption of a 
code to replace the last electric ordi- 
nance adopted in 1928. 

Formation of the Electric League 
was under the direction of T. G. 
Hornsby, o-ganization chairman, who 
is superintendent of the meter and 
service department of the Gulf States 
Utilities. 

Membership of the league will 
consist of appliance dealers, contrac- 
tors, utility representatives, consul- 
tants, a-chitects. wholesalers, manu- 
facturers’ representatives and jobbers. 
These interested groups have circu- 
lated petitions urging the city to 
adopt the National Electrical Code 
and a license inspection law for the 
metropolitan area of Baton Rouge. 
Fifteen petitions were in circulation 
with a goal of 100 names to each 

petition. 

Conditions in Baton Rouge in re- 
lation to code and inspection prac- 
tices have been described by va ious 
electrical groups as “sadly lacking in 
protection because standards are not 
up to date”. and “a condition where 
customers are paying for adequate 
wiring and not getting it, in many 
cases. 

Members of the Baton Rouge di- 
vision of the South Louisiana Chap- 
ter, NECA, are participating to the 
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extent that Cha-est Thibaut, Jr., 
chapter secretary, is acting secretary 
for the organization committee of the 
Electric League. 

C. E. Greenfield, of the Central 
Electric Company, is chairman of 
the board of directors for the chap- 
ter division. 


Atlanta Chosen as Site 
For New Chase Warehouse 


THE NEWEST LINK in the chain of 
Chase Brass & Copper Co. ware- 
houses is the one opened recently in 
Atlanta, Georgia, at 695 Stewart 
Street, SW. This brings to 22 the 
number of Chase warehouses located 
from coast to coast in important in- 
dustrial centers of the United States. 

The new warehouse is located in 
a section of the old Chandler ware- 
house, now known as the Southeast- 
ern Industrial District. A project of 
tremendous proportions, the old 
Chandler warehouse was originally 
built during World War I for use 
as a cotton wa-ehouse. It has a total 
area of more than 1,000,000 square 
feet and is of reinforced concrete 
construction. The ceilings are ex- 
t-emely high, which has permitted 
Chase to install overhead tramrail 
equipment for loading and unloading 





CURTIS AWARD WINNERS ANNOUNCED—The 6th Annual Augustus D. 
Curtis Award for outstanding achievement in the art of illumination was 
presented recently at the 14th Annual ‘Sales Conference of the Edison 
Electric Institute. Norman Tindal, Duke Power Co., received first prize 
in the competition. In the presentation above, from left to right, are M 

Wilt, president, Curtis Lighting Inc.; Darwin Curtis, board chairman of the 


Curtis Company; Mr. Tindal, and H. M. S 
Awards Committee. 
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trucks, and foz conveying material 
within its warehouse. 

Herman H. Herring, the Chase 
district manager, started his career in 
the brass business with the old U.T 
Hungerford Brass & Copper Co, 
(a company purchased by Chase 
Brass & Copper Co. in 1927) as a 
clerk in their New York office. He 
was transferred in 1927 to New Or 
leans, La., where Chase had estab. 
lished a warehouse that year. Three 
years later he was transferred to At 
lanta where he was placed in charge 
of a newly-created Chase sales office. 
























U. S. Rubber Develops 
Slick Finish for Wire 


A NEw SLIPPERY finish for electric- 
al wire permitting the wire to pull 
more easily through sharp bends in 
conduit, has been developed by Uni- 
ted States Rubber Company. 

The super-slippery surface is pro- 
duced by a new wax coating on the 
insulator which is said to make the 
wire slide with one-half or one-third 
the amount of pulling formerly re 
quired. 

The wax is used on U. S. Rubber’s 
Laytex wire, widely employed in 
homes and commercial buildings. It 
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Pick Security Friction Tape 


High di-electric strength for high voltage jobs, plus strong 
rubbery adhesive with a terrific grip . . . that’s Security 
Friction Tape. And Security has no pin holes, does not 
unravel when unwound from the roll. For electrical and 
general purpose jobs, big or little, you'll find straight- 
tearing, highly-insulating Security a tape you can trust. 


Play Safe-Use Security 


UNITED STATES RUBBER COMPANY 
1230 Avenue of the Americas, New York 20, N. Y. 
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is expected to speed up the installa- 
tion of electrical equipment, parti- 
cularly in almost inaccessible loca- 
tions and where sharp-angle conduit 
is employed in the electrical system. 


1948 Frigidaire Lines 
Shown to Distributors 


More THAN 400 Frigidaire key 
sales and service executives from 45 
United States districts and 14 fo-eign 
countries were given an advance 
showing of Frigidaire’s new appliance, 
commercial, and air conditioning 
product lines for 1948, during an in- 
ternational distributors’ convention 
which recently took place in Dayton, 
Ohio. 

P. M. Bratten, Fagidaire’s general 
sales manager, described the new 
product lines as the most extensive 
in Company history. He also stated 
that public announcement of the 
products would be made immediately 
after they had been presented to the 
dealer organization in April. 

Advertising and selling plans were 
presented on the basis that business 
is now facing normal selling condi- 
tions and that there is an important 
need for top salesmanship in the con- 
tinuing success of the salesman, deal- 
et, distributor, and manufacturer. 

He cited the elaborate convention 





program, extensive training plans, 
and greatly expanded factory advertis- 
ing plans for newspapex, radio, maga- 
zines, and other media, as evidence 
of Frigidaire’s belief in the need for 
aggressive sales activity to keep the 
factory’s employment at its present 
peak. 

District meetings will be conducted 
by five factory groups of ten men 
each. The groups will be headed by 
the following Frigidaire executives: 
Eastern Region, Ellsworth Gilbert, 
sales promotion manager; Southeast- 
ern, F. H. Peters, advertising man- 
ager; Central, H. M. Kelley, appli- 
ance sales manager; Southwestern, L. 
W. Smith, manager marketing de- 
partment; and Pacific Region, W .I. 
Buchanan, regional manager. 


Co-op Advertising 
Announced by G-E 


Att GENERAL ELECTRIC major ap- 
pliances, including complete electric 
kitchens and laundries, are covered 
by a new co-operative advertising 
plan, according to George E. Sim- 
ons, major appliance advertising man- 
ager for the Company. 

Under the plan, the retaile: pays 
50 per cent and General Electric and 
the distributor pay the remaining 50 
per cent of the approved advertising 


ANOTHER SOUTHERN RECORD—AIl the winners in the Laura McCall 


Home Service Award contest 


were southerners representing southern 


companies. Those receiving awards at the recent Edison Electric Institute 
Sales Conference, in Chicago, are, from left to right: Miss Leonora O’Neal, 
Gulf States Utilities Co.; Mrs. Routh T. Neill, Kingsport Utilities, Inc.; A. 


P. MacNamee, McCall’s Magazine; 


Camille Davied, McCall’s; 


Elizabeth 


Sweeney, McCall’s; Miss Suzanne Wofford, Mississippi Power & Light.; Miss 


Virginia Thabet, Appalachian Electric Power Co.; 


Miss Vivian Marshall, 


New Orleans Public Service, Inc., and H. M. Sawyer, chairman, EEI Prize 
Awards Committee. 
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costs on General Electric refrige:a. 
tors, home freezers, ranges, water 
heaters, conventional and autom 


home laundry equipment, dishwas 


ers, Disposalls, and electric kitche 
and laundries. A percentage will 
paid on all composite advectising. 

The new plan, which will 
through Dec. 31, 1948, supersede 
and cancels previously announced 
operative advertising plans on ( 
eral Electric water heaters, Dispos 
alls and dishwashers, Mr. Sin 
said. 

Publications and radio stations h 
ing published rate cards and out 
and car card postings, which 
been approved in writing by General 
Electric to the distributor, constit 
eligible media for co-operative adve: 
tising of major appliances. 

Complete media lists approved by 
General Electric within the past year 
for use in current co-operative ; 
vertising are acceptable media for 
vertising under the new plan. 


Sycamore New Home for 
Diamond Wire & Cable 


AFTER BEING in business in Chica 
go Heights for 45 years, the Diamond 
Wire & Cable Company is discon- 
inuing this plant and consolidating 
all operations in Sycamore, Illinois 
The Sycamore mill is a modern one 
and will give the company great! 
creased production with the facilities 
installed the-e. The firm will 
tinue to manufacture electric 
and building wire. 

Officers of the Diamond Wire & 
Cable Company are as follows: Ber 
nard Seifer, president; Daniel Scifer, 
vice-president; Harold Gordon, vice- 
pzesident; Roy Gordon, treasurer; and 
J. L. Fox, secretary. 


Florida Dealer Startled 
By “Hard Cash” Payoff 


C. H. Hupson, of Southern Elec 
tric and Supply Company, Panama 
City, Florida, has plenty of reason 
to respect the term “hard cash” at 
er a recent experience with an ul 
identified customer who paid off in 
just that. 

The customer had purchased 
quick freeze unit costing $934. To 
the consternation of the clerks at 
Southern Electric and Supply Con 
pany he emptied a bag of coins 01 
the counter . . . $934 worth! 

“There were 6 rolls of quarters, | 
roll of halves and the rest in dimes 
nickles and pennies, said Mr. Hudson 

The customer offered no explana 
tion as to how he had accumulated 
so much small change. 
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This new Spero 40-page Catalog contains: 
@ Candlepower Distribution Curves 
@ Coefficients of Utilization 
@ Foot-candle levels for typical installations 
@ Dimensional and Installation Data 


@ Complete technical data and 
List Prices on all five lines 


LINES OF 
ELECTRICAL PRODUCTS 


FLUORESCENT LUMINAIRES 


REFLECTORS 
FLOOD LIGHTS 
@ 
VAPOR PROOF UNITS 


8 
MATERIALS FOR 
ELECTRICAL CONSTRUCTION 


THE SPERO ELECTRIC CORPORATION 
18222 LANKEN AVENUE 
CLEVELAND 19,.0HIO) 

















Names in the News 


tens! 





Election of David M. Salsbury 4 
president of the Westinghouse Elec. 
tric Supply Company was announced 


recently. 
Mr. Salsbury has been executive 
vice-president of WESCO, a wliolly. 


owned subsidiary of the Westing 
house Electric Corporation since | 946, 
. and vice-president since 1944. He 
The Latest Development in Dry-T’ype Transformers manned E,W. Clods, vis tow 
F 9 ' the dual posts of president of 
WESCO and vice-president in charge 
Imitated: by others Yes: of sales of the parent company. Mr. 
Clark will continue to have respon- 
; ? sibility for all sales activities of the 
Duplicated: by others No: Westinghouse Electric Co-poration 
Mr. Salsbury became manager of 
the Supply Company’s Salt Lake 
Not only are we the PIONEERS in City branch in 1933, when Westing. 
the development and manufacturing house took over the Inter-Mountain 
of Air-Cooled Transformers, we are Electric Company. 


also the LEADERS with the latest im- Mz. Salsbury was named North 
Pacific District manager with offices 


provements and refinements. a in Seattle, Washington, in 1939, 
This is our principal business - and four years later was transferred 
—not a side line. to the New York office as general 

manager of the company. He is vice- 
P 9 . 3 Kva 3-Phase president of the National Electrical 
Over 30 Years Experience Wholesalers Association, and presi 
dent of the Westinghouse Agent 


Distributors Association. 
* xe x 


Liberal Design 


Stee! Encased Bee 7 aN pointed a district manager for the 
ertess Terminals Bk cr safe General Electric Company’s electron- 
Connection 

Compartment 


Henry G. Randolph has been ap- 


A size and type 
for every purpose. 
Y4 to 1000 Kva. 
All voltages. 

115 volts to 
15,000 volts. 


Henry G. Randolph 


Ys Kva ns P , 
Single Phase PS ics department and will have his head- 


“15 volt quarters at Dallas, Texas, it was il- 
= a a — onthe nounced recently by Arthur 
oe ego Brandt, general sales manager. 
He succeeds Walter M. Skillman 
who was recently appointed sales 
SORGEL ELECTRIC COo., 832 W. National Ave., Milwaukee 4, Wis. manager of standard line radios ™ 


Pioneers in the development and manufacturing of Air-Cooled Transformers the G. E. receiver division at Syra 
cuse, N. Y. Mr. Randolph was fo: 
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Westinghouse Woe toyétt! 
DiaMAGIC DISPLAYS! 


Nestinghouse 


PLENTY-PLUS 


AEBRIGERATION 
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DiaMAGIC is a dramatic innovation in re- 
tail display . . . the result of over two years of 
continuous study and development. It offers 
a New Look in point-of-purchase merchan- 
dising . . . a low-cost modernization pro- 
gram, keyed to the needs of Westinghouse 
Retailers, both large and small. 





Here’s just one of the 101 different arrangements possible with DiaMAGIC DISPLAYS 


DiaMAGIC is beautiful, practical, econom- 
ical . . . expands or contracts to fit any dis- 
play space. Colorful lithographed cards 
carry hard-hitting selling messages. Natural- 
finished red oak frames, diamond-hatched 
with gold steel rods, and rich-looking 
drapes, combine eye-appeal with buy-appeal. 


DiaMAGIC is another Westinghouse First! 


WESTINGHOUSE ELECTRIC CORPORATION ¢ APPLIANCE DIVISION * MANSFIELD, OHIG 


Peep ares Westinghouse 


PLANTS IN 25 CITIES 
OFFICES EVERY WHERE 


TUNE IN: Ted Malone . . . every morning, Monday through Friday . . . A. B. C. Network 


= 
= 
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Bracket 
Ranch House - 














Hall— 
Ranch House 
Center— 
Ranch House 
Center— 
Colonial brass 
with prisms 






Colonial 
bent glass bow! 
bright brass trim 


Bracket—Colonial 
brass with prisms 





@ Shown in our latest catalog, and 
Previewed in our October advertise- 
ments, these fixtures can now be seen 
in the showrooms of Virden distributors, 
. They are Available for immediate 


delivery from their warehouse stocks. 
Your orders will receive quick action— 
and, as always, Virden mass produc- 
tion manufacturing methods insure 
friendly prices for outstanding values. 


John C. Virden Company - Cleveland, Ohic 
WUember 


semerican Home K<ighiting Institute 
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erly a radio and television. receiver 
kales. representative in the Chicago 
district office of the department. 

Born in Danville, Illinois, Mr. 
Randolph is a graduate of De Pauw 
University at Greencastle, Indiana. 
He was first employed by General 
Electric at its Bridgeport, Conn., 
plant where he worked in the ac- 
counting section of the receiver divi- 
son there. He entered the U. S. 
Coast Guard in 1943, spent a year 
on convoy duty between the U. S. 
and Casablanca, another year on 
weather duty in the North Atlantic, 
and had been promoted to a lieu- 
tenant when the war ended. He 
then entered the Chicago district 
sales office of the G. E. electronics 
department and worked there until 
his new appointment. 

* x a 

Taylor D. MacLafferty has been ap- 
pointed manager of marketing of the 
Trumbull Electric Manufacturing 
Company according to an announce- 
ment by E. T. Carlson, president. 
In this new capacity, Mr. MacLaffer- 
ty will have over-all responsibility for 
the operations of the Field Sales, 
Product Sales, Marketing Services, 
and Advertising Divisions of the com- 
pany. 






















TRANSFORMER. 
) BUSHINGS 
CUSTOM BUILT! 
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A chain is only as strong as its weakest link. Prevent weak links 



















\ native of Olympia, Washington, : y 7 
Me. svat Rone sere ng ng in your product by using ILLINOIS bushings produced to meet 
Unive:sity of Washington and Wash- your engineers’ most exacting specifications. ; 
ington State College, graduating I 
_ pte bane og ILLINOIS’ thorough control of production methods results in the 
chanical Engineering. manufacture of porcelain bushings of high dielectric and great 

Following college, Mr. MacLaffer- mechanical strength, with the utmost in dimensional accuracy. : 
ty joined the Engineering Test P ; ; 

Cieree of the Cian Getce Com Careful kiln drying and firing, at constant temperatures, prevent 

pany at Schenectady, N. Y., and later internal stress. 

was assigned to General Electric’s + 

Detroit office as a sales represcnta- These bushings can be standard 

tive. In 1937, he was transferred to ee CZ. elete U. fon ntl, 

the Carboloy Company. Inc., an af- glaze or radio interference-proof 

filiate of the General Electric Com- glaze. Dry type bushings are Exact Dimensions 

pany, and in 1939 he was appointed ciadliianth hae lh cdl um te 
P sein High Dielectric Strength 





district sales manager for Carboloy, 


with headquarters in Newark, N. J. 34.5 kv. Gasket seats are smooth 







He was appointed sales manager of 
' and ground when required. 
the Trumbull Electric Manufacturing 9 q 
Company on April 1, 1947. + 
o oP a 





Glenn H. Amold has been appoint- 
ed as the southeastern district man- Specify Illinois Porcelain 


agcr for the Electro Manufacturing for Dependability and Economy 
Corporation, with offices at 2378 
Beecher Road, S. W. Atlanta, Geor- 
gia. Mr. Arnold has had a wide 
range of experience in the electzical Gro 

and lighting fields in the southeast- Y ’ 
em states, and has been an active : . t LL LL | NX ae f ™ 
nember of the Atlanta Chapter, IES. 

He will represent Electro in its 
entire fluorescent line, and is current- 
ly. introducing their enlarged indus- 
trial line to the leading a:chitects, 











ELECTRIC PORCELAIN CO. 














ELECTRICAL SOUTH for MAY, 1948 











Makes Home as Cool as 
a Summer Evening Ride! 















- Silent Breeze 


THE COMPLETE COOLING SYSTEM 


Here are two tips that will double and redouble cooling 
equipment sales and profits. Picture to your prospect a home that 
is cool as a summer evening drive; then show him how easily and 
economically this summer-long comfort can be his by installing 
a Silent Breeze Cooling System. Do that and prospect becomes 
customer—a satisfied and profitable customer, grateful for your 
guidance in giving him zestful, restful summer cooling plus 
healthful home ventilation in winter! Remember—Silent Breeze 
is not just a fan, but a completely packaged, scientifically designed 
air-moving system that provides ‘cooling plus ventilation with air 
in motion.” Get set for the great sales season ahead. Write for 
details and attractive dealer terms on Silent Breeze . . . including 
the deluxe Gold Seal line with Five-year Guarantee and “Lifetime 
Lubrication.” 


For All Dealers 


Available for every Silent Breeze dealer is 
ample ammunition to seal every sale—in- 
duding dramatic, easel-type presentation 
for prospects ard fact-packed manual on 
design, construction and installation of Silent 
Breeze in home or place of business. 





HOLCOMB & HOKE MFG. CO., INC. - INDIANAPOLIS 7, IND. 
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contractors, utilities, and jobbers iz 
the states of Georgia, Florida, Ala. 
bama and Tennessee. 

Sn x x 

John J. Strickland, superintendent 
of the transportation department of 
the Durham, N. C., branch of the 
Duke Power Company, has assumed 
new duties with the engineering dec 
partment of the company’s headquar 
ters at Charlotte, N. C. He has 
been succeeded at Durham by S&S. C. 
Y¥~'wee. 9 2(0-vear veteran in the com- 
pany, who for the past three years 
has been superintendent of mechani- 
cal maintenance in the transportation 
department. 

A past chairman of the North 
Ca olina section of the American 
Institute of Electrical Engineers, Mr. 
Strickland is a graduate of the Geor- 
gia School of Technology, and _ has 
been with Durham company’s engi- 
neering, electric, and transportation 
departments for more than 20 years. 
He formezly was with General Elece- 
tric Company and Cities Service 

M-. Hodges is a graduate in elcc- 
trical engineering of North Carolina 
State College. 

*x 






























* oa 





Appointment of A. H. Cline as 
merchandising manager of the Edwin 
L. Wicgand Company, Pittsburgh, 
Pa. was recently announccd by Bnice 
Fle-sine. vice-president. 

Mr. Cline has spent the past 15 
years in the specialty merchandising 
field with such well-known organiza 



































A. H. Cline 











tions as Sterling Drug, Inc., Ame=i 

can Home Products Corp. anc 

Diamond Alkali Company. He wil 

supe:vise sales and promotion ot! 

Chromalox electric heating products. 
= = F * 

C. C. McGraw has been appoint- 
ed managcr for Graybar at Knoxville, 
Tenn., replacing F. O. Andridge, 
deceased. In 1937, Mr. McGraw join- 
ed the Graybar organization in the 













































addition 


Electro engineering and ingenuity, 
the latest development in modern 
ing you a new wafer-thin, extremely 
tionary louver has 416 apertures, 1” x 114’, 
heat-resisting, non-warping, durable polystyrene, 
_ provide cut-off of 45° crosswise and 30° lengthwise 
@ Louver is held in a metal, basket-like, hinged frame that 
permits exceptionally low cost maintenance. Readily 
removable for quick, easy cleaning. Crescent shaped side 
panels are available in ribbed plastic or metal 
@ Available in 4-lamp 40 watt and 2-lamp 40 watt, 
_ Surface or Pendant mounted 
e@ All models are used for Individual or Continuous row 
installation without the addition of extra parts 


No. 1045—4-It 40 watt (1040 Basic+Kit No. 5) BE “BASIC” IN °48 
. 1025—2-1t 40 
No. 1025—2-It 40 watt “SK YLOUVER”—Another Electro BASIC UNIT ADAPTATION 


Sold by leading electrical wholesalers everywhere 


ELECTRO’S LIGHTING ENGINEERS ARE ALWAYS AT YOUR SERVICE 


ELECTRO MANUFACTURING CORPORATION 


A 2000 W. Fulton St. * Chicago 12 
Ww 


ie 
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~ Keytess LAMPHOLDERS 


Designed For Permanency 


NO. 4059-W 


White Plastic 


-HARMONIZES WITH NO. 4059 
ANY COLOR SCHEME 


“UNION” white or brown keyless lampholders are avail- 
able in two sizes (3-4” or 4”—3%”) with screw terminals, 

All sizes are ruggedly constructed and generously designed 
to withstand the roughest use under the most severe condi- 
tions. 

Bleader hole knockouts provided for unusually damp loca- 
tions. Good electrical connections assured by screw or solder 
assembly of current carrying parts. 

Bakelite lampholders can be painted to match any color 
scheme. 

Back of cover designed to neatly close outlet box, thus 
preventing entrance of dust and dirt. The box closing rings 
and reinforcing feet offer firm foundation for mounting 
cover to box. 


UNION INSULATING CO., INC. 


PARKERSBURG, WEST VIRGINIA 





operating department ‘and has sinc 
been a salesman and sales manager a 
Chattanooga; manager Inside Cop. 
struction Dept., at Atlanta, and map. 
ager at Savannah. 

R. L. Wear has been appointed 
manager at Savannah. He started 
with Graybar in 1926 as a student 
and his experience includes ope-aiing. 
credit, warehouse, and sales jobs 

A. W. Wheeler has been appointed 
manager at Shreveport, which enjoys 
the distinction of being Graybar’ 
100th distribution point. He came 
to the Company in 1925 and _ has 
been a salesman, service supervisor, 
and now is a branch manager. 

ae *K 3k 

Appointment of Frank D. O’Sul 
livan, Jr., as southcastern reg‘onal 
manager, has been announced by C, 
W. Kirby, domestic sales manager, 


> 


Frank D. O'Sullivan 


Crosley Division, Avco Manufactur- 
ing Corporation. 

Mr. O'Sullivan will cover distribu- 
tion outlets in Atlanta, Savannah, 
New Orleans, Charlotte, Memphis, 
Jackson, Miss., Birmingham, Jackson- 
ville, Tampa, Orlando, and Miami 

Mr. O’Sullivan is not new to the 
Crosley organization, having spent 
two years on the selling staff of the 
Crosley Distributing Co:poration of 
New York City. Prior to war service, 
he worked as a newspaperman on thes 
New York Daily News, Washington 
Times-Herald and News Daily. 

* “ x 

Changes in the organizational struc- 
ture of F:igidaire’s Appliance Salcs 
Department and the appointment of 
two new section sales managers weie 
announced recently by H. M. Kelley, 
appliance sales manager. 

C. H. Glenny, formerly § major 
dealer division manager, has been 
named manager of a newly created 
quantity sales division. Replacing 
Mr. Glenny as manager of the major 
dealer division is J. M. Rushton, for- 
merly head of public utility sales 
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SIMPLIFY YOUR SALES... 
MULTIPLY YOUR PROFITS! 


Reed Unit-Fans offer you the opportunity for “comfortable” profits on increased 
sales, with “comfortably” low inventory costs. With the addition of simple attachments to 
the basic Reed Unit-Fan — you can display window fans, attic fans, portable floor fans 
or commercial exhaust jobs. A dealer has only to stock basic fan models in different 
sizes to serve this wide variety of uses. 


THE SAME REED UNIT-FAN IS USED 





~ 2 
In its role as a window fan, the Reed 


Unit-Fan is attractive in appearance and 
provides cool comfort throughout the 


Each Reed Unit-Fan is equipped with a heavy 
duty reversing switch with middle off posi- 
tion, and a 10 foot cord and plug. Fan case 
is finished with two coats of light ivory. baked home. 
synthetic enamel. Blades are sheet aluminum. 
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“Comfort Cooling” in the office Quickly and easily installed in the attic, the 
or any room in the house is easy Reed Unit-Fan removes hot air and fills 
with the Reed Portable Floor Fan. every room in the house with cool, moving air. 


Only Reed “Comfort Cooling” Units offer you these features. 
Dealerships are now available. Write today for catalog, prices, etc. 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., New Orleans 8, La., U.S.A. 
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Your Work 





Can Wait! 











ACME BRUSH CO. INC. 
Salesmanship 
a 


INGTRUCTIONS 











“..,and when the housewife slams the door, don’t 
use your foot - you can't sell brushes with your foot!” 


“Thins? 
thi Y figur. 

wale do ee On the has; 

ae y at I a of one. 


: » 
“Béee for the; fnough halt 











ali 
« 
“all right, 
Toobly, — oat 





“...['m going to hang up, Henry. There must be a 
bad connection.- | can't hear a word you're saying...” 
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“Look, Bad, I’m sold on jet power—now. will’ you shat it * : 
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Recent View Of Continuous Wire Drawing Department 





Serving the South’s 


Electric Systems | 


Southern Electrical Corporation now of- 
With the Finest 


in Electrical 
Conductor for 


Transmission 


3 city in the South, Southern Electrical ° ° ° 
4 ; and Distribution 
: Corporation features new equipment and 












fers electric utilities in the South a new 
source of copper and aluminum conductor. 


With the only conductor production capa- 





complete lines of both types up to size 4/0. 


f 


SOUTHERN ELECTRICAL CORPORATION 


Manufacturers of Copper and Aluminum Wine and Cable 
P.O. BOX 989 Telephone 7-3325 CHATTANOOGA, TENN. 
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specially Designed 


BETTER SCHOOLROOM LIGHTING 











WILEY “SEMINAR” 


@ The new Wiley “Seminar” is designed especially to meet the 
particular requirements of planned schoolroom lighting. 


The “Seminar’’ contains two 40-watt fluorescent lamps with 
starter or instant start certified HPF ballasts. It may be suspended 
or flush-to-ceiling, mounted singly or in continuous runs, to suit 
the architectural plan and light output requirements of individual 
classrooms. 


The “Seminar” is a handsome fixture with POLY-LITE (Sandee) 
Side Panels that provides widespread down-light with uniform 
ceiling illumination. There are no curved or slanting sides to 
trap light or collect dust and dirt. 


Attractively Priced— 
Low Installation Cost— 
Quick - Economical Service 
The Wiley Seminar may 
be quickly cleaned 
and lamps replaced 
by one man without 
tools. 


SOUTHERN SALES ENGINEERS: 


A. G. MULLER 
923 Guilford Building 
Greensboro, N. C 


A. J. WEILBAECHER 


823 Perdido Street 
New Orleans 12, La. 


G. H. ARNOLD 
2378 Beecher Road, S. W. 
Atlanta, Ga. 


FRED ARMY 
4209 Parry Avenue 
Dallas 10, Texas 
L. W. ROBERTS 
11] North 8th Street 
Richmond 19, Va. 


R. & W. WILEY, INC. 


Dearborn at Bridge St. Buffalo 7, New York 





which will now operate as a part 
the new division. 

George Plumly, formerly with kj 
chen cabinet sales, has been transfe, 
red to the special markets division 
supervise home freezer sales, replay 
ing D. C. McCoy. Mr. McCoy, re 
cognized as one of the foremost ay 
thorities in the country on low tem 
peratu-e refrigeration and food frecy 
ing, will work on special assignment 
out of the office of H. F. Lehmaa, x: 
sistant general sales manager. 

Appointed as assistant to the ippli 
ance sales manager, a new position, j 
W. R. Miller, who formerly superyis 
ed quantity sales. W. H. Smith has 
been transferred from the tax & in 
surance section of the Comptroller 
division to quantity sales to assist Mr 
Glenny. 

C. E. Quigly, special markcts sales 
manager; C. J. Prashaw, range & water 
heater sales manager; F. M. Mitchell, 
laundry equipment sales manager; and 
D. W. Horton, kitchen cabinct sales 
manager, will continue to head their 
respective divisions under Mr. Kelley 

* Xs * 

Promotion of four Hoover Company 
executives to the posts of assistant 
vice-presidents was announced recent- 
ly by H. W. Hoover, president 

The promotions were: W. Henry 
Hoover, formerly executive assistant; 
H. W. Hoover, Jr., formerly director 
of public relations; Clarence H. Holl, 
formerly assistant director of sales; 
and C, Gordon Troxler, formerly ex- 
ecutive assistant. The promotions go 
into effect at once. 

W. Henry Hoover, a graduate of 
Duke University, has been an execu- 


tive assistant since 1935, except for 
three years service in the Navy during 
the war. 

H. W. Hoover, Jr. has been active 
in the Hoover Co~mnany since his 
graduation from Rollins College in 
1941. He served as a second licuten- 
ant in the Army for two vears, and 
became director of pyblic relations in 
1946 when that department was 
created. 

Mr. Holl is a veteran of the Hocver 
Company, joining in 1910 as a fore- 
man in the motor assembly depart- 
ment. Holding this position until 
1921, he became a foreman in the 
factory service department, and six 
years later was made a department 
manager. After serving in the execu 
tive service department and sales de 
partment, he attained the position of 
assistant director of sales in 1946 

Mr. Troxler, a graduate of Purdue 
University, joined the company 0 
1934 as a draughtsman in the eng 
neering department. In the following 
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testing STRETCH ability here 


Te | 


gives you betterWORKability 


in PANTHER and DRAGON 
Rubber Tapes 


Testing the tape’s stretchability on a Scott tester, 
as shown here, is only one of a series of quality 
control tests made during various stages of produc- 
tion that make PANTHER and DRAGON Rubber 
Tapes “tops in tapes”. You can count on these tapes 
to be strong enough to stretch without breaking... 
make better splices that will last longer. 

Made by a company in the insulation business 
for nearly 70 years, PANTHER and DRAGON 
Friction and Rubber Tapes pass ASTM and federal 
specifications for electrical and physical properties 
with a wide margin of safety. They have proved 
their worth in successful splicing jobs of all kinds. 
Sold only through recognized independent whole- 


salers. The Okonite 
Company, Passaic, 
New Jersey 
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All AIR FANS 


Mr. Agent 
Mr. Distributor 


—BELT-DRIVEN FANS 


We have the fans you want. 
Fans that are sturdily built. 
Fans that eliminate service calls. 
Fans that create satisfied dealers. 


Belt-Driven Propeller Fans sizes 30” 
to 48” for attic, commercial and in- 
dustrial applications. 


x * * 


“SS eeeeseceseoesosesecooessescsses | 


Direct Connected Pro- 
peller Fans. 


Sizes — 12” to 24” for 
commercial and indus- 
trial use. 


Re DIRECT CONNECTED FANS 


All fans are equipped with Torrington 
Blades and General Electric Motors. 


FRIGID-AIR-FANS are tested and rated in 
accordance with American Society of Heat- 
ing and Ventilating En- 
gineers Standard Test 
Code for Propeller Fans. 


Write that letter today! 
AIR EQUIPMENT CO. 


1713 W. Carroll Ave., Chicago, Ill. 
Warehouse—630 S. Miller St. 





Buy from a Herman Nel- 
son Distributor like The 
Electric Supply Co. of 
Atlanta, Georgia. 


W. W. Crowe, President 
The Electric Supply Co. 


EAL TEAMWORK between Herman Nelson and reliable dis- 
tributors like The Electric Supply Co. of Atlanta, Georgia, 
is important to you. It's because of the friendly, close working 
partnership between carefully selected Distributors and The Herman 
Nelson Corporation that you are assured of prompt delivery of 
quality heating and ventilating products and valuable merchandisina 


cooperation. 


Hard-hitting advertising, effective literature and sales promotion 
campaigns provided by The Herman Nelson Corporation have in- 
creased sales for dealers and contractors throughout America. Even 
more important — this merchandising assistance is backed by quality 
products which have produced superior results since 1906. 


Herman Nelson Distributors meet your requirements promptly from 
stock for both equipment and installation materials. Members of 
their sales and engineering departments are available for immedi- 


ate service. 


Contact the nearest Herman Nelson Distributor when you need 
prompt delivery of quality heating and ventilating equipment. 
Herman Nelson 


Beit Drive 
Propeller Fans 


Part of Herman Nelson's 
QUALITY LINE 


of Heating and 
Ventilating Equipment 


Herman Nelson 
Direct Drive 
Propeller Fans Fans 


Herman Nelson 
Model CA 


THE HERMAN NELSON CORPORATION 


Since 1906 Manufacturers of Quality Heating and Ventilating Equipment 


MOLINE, ILLINOIS 





DUO-SPIN 











WANT THe 
\ NL 
q-WAY WASHEp y 


| ‘ SS 
| ) AeHth 
p it’s SO Wr: 


| ++. AN J 
| REASONABLY PRICED 4 


Automatics New Oyer-ype 
| Washer with 2-Way Washin 


Leave it to Automatic to come up with 
the greatest washer value on the market 
today! It’s the beautiful new DUO-SPIN 
— first, and only, dryer-type washer with 
2-way washing.* And that’s not all! Look 
at these other features that mean so much 
to women these days— 


® Washes and Rinses at the same time! 
Washes and Damp-dries at the same time! 
Rinses and Damp-dries a whole tubful at a time! 
Whirls a tubful Damp-dry in 3 minutes! 
Washes, Rinses, Dries, Drains electrically! 
Saves hours of washing, rinsing, ironing and mending time! 
Costs less than any other dryer-type washer! 


They all add upto V-A-L-U-E in capital letters. And that can’t 
help but add up to bigger SALES and PROFITS for you! 
Write—right away—for full details and name of your near- 
est DUO-SPIN distributor. 


*Only dryer-type washer 
with 2-way washing! 
DUO-DISC Agitator in submerged 


position for fast, efficient washing of 
usual loads. 


DUO-DISC Agitator inverted for quick, 


superior washing of bulky articles like 
blankets, quilts and bedspreads. 


ge ATIC 


Made in Newton, lowa Since 1908 by 
AUTOMATIC WASHER COMPANY 
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Th 
manu 
office 


know 
McE. 
cers 

W. 

Wal 
Ina¢ 
tary- 
et, a 


en years he served successively as a 


fesigner, staff engineer, and product 
igineer, until his promotion to exe- # S i T | VY c Te C K 
utive assistant in 1944. 


* x x 


H. M. Carpenter, president of Thu- ’ 
row Distributors, Inc., of ‘Tampa, 


acksonville, Miami, West Palm 


Beach, Orlando, Tallahassee, and Pen- , 
sacola has announced the ‘appoint- rVav-V¢4 Y, 
ment of Charles H. Holman, Jr., as ; 


appliance sales supervisor. 
Holman will make his head- 
ers in the firm’s office in Tam- 


The brass lugs inside the caps used on 
Monarch Fuses (see illustration at right 
above) fit into equally spaced slots in 
the brass casing inserts. This new and 
improved Monarch construction assures 
true alignment of the copper holding 
terminals . . . and establishes a positive 


Charles H. Holman, Jr. lock on both ends of the fuse. 


pa, Florida, and will supervise the 
appliance sales for the entire com- 
pany. He was formerly connected 
vith Raybro Electric Supplies, Inc., 
in appliance sales. 
a x we 

The W. Bert McDonough Co., 
manufacturers’ agents, has opened an : 
ffi 9 “d 4 p0 
: fice at 1201 San Marco Boulevard, MONARCH’S Compressed Tension Lock 

mth Jacksonville, Fla. WwW ao am 

The mmpany has applied for F asher Smee Se 6 ey See 

ree, atti ; eee : sates for contraction and expansion of the fibre bar 

papers of incorporation, and will be by exerting constant ‘tension on the bar . . . and 
known in the future as the W. Bert uy assures no loose parts. The washer also separates 
McDonongh Co., Incorporated. Offi- the fibre bar from the copper terminals . . . a spacer 
’ to provide better cooling. 


f the new corporation will be: 
Bert McDonough, _ president; 
E. McDonough, vice-president 
e); Willard H. Thlefeld, secre- é 

isurer; and Homer M. Wheel- Canpanes Sneteciae. 
stant secretary and office man- 


Monarch Fuses are fully ap- 
proved and are available through 


*K * * 

\. Busby, vice-president of the 
South Carolina Power Co.. was elect- 
ed to the company’s boazd of directors 
at the annual meeting of stockholders. 
Mr. B sby succeeds David Huguenin, 
who resigned due to ill health. 

Directors re-elected were W. G. 
Bourne, Jr., S. A. Dawley, W. L. ‘ 
Glover, E. L. Godshalk, P. Finley | Siang Sas OBER Ce re 
enderson, Dr. D. L. Maguire, L. S. Diisasrsncl MONARCH FUSE CO., 


ie Homer M. Pace, J. E. Hr 
roeder, Maier Triest, and E. A. \ 188 E. FIRST ST., JAMESTOWN, 


Yates. 
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Product Parade 





DIRECT 


from 
510—Carbon Brush Kit 


FACTORY Manufactured by Ohio Carbon Co, 


12508 Berea Road, Cleveland |]. 
to Ohio 

THE PRODUCTION of a new Carboy 
DEALERS brush kit which is being packaged in 
an unusual manner, has been announ. 
WINDOW FAN ced by the Ohio Carbon Co. This 
package, known as Kit No. 9, will be 
Easily-Assembled used for small motors. The contaip- 
: ——— — er is made of transparent plastic mate. 
: . ° rial and is light, durable, impervious 
For a Bigger Profit Margin . to water, alcohol, acids, and alkalies, 
: The contents of each compartment 

are visible from any angle. 
The brushes, springs, and wicks are 
identified by a code number stamped 
on the cover directly over each com- 





L 


MY 
} 
] 


( 


Assemble-it-yourself for a bigger profit 


margin, or sell as is and let your customers 


De atl 
‘¥ 
; 


fh... f K 
wrk 
in 


do the assembling. Easily put together. 


L i 


Save the difference in shipping and high 


pal] prs. 
{ N 
a 
’ 
iK / 
wail be-’ 


cost labor. Beautifully designed, quiet, 


PEPE] 


efficient. Write today for circular showing 


sizes and prices. 


S.J. STEWART (ELECTRIC) 


527 St. Joseph St. New Orleans 13, La. 











A NAME 

GROWING BIG f =. 
—ELECTRICALLY VEZ —S partment containing the part, making 

SL ~ it very simple to select the proper 
iy item. This numbering feature also 
facilitates order refills. 

To keep this assortment flexible, | 
all brushes are 1 inch long; although, 
the round and rectangular turned head 
brushes for small motors range from 
¥2 inch long to a maximum of | inch 
long. These brushes can easily be 
reduced to the proper length by grind- 
ing, filing, or sawing. 

xx co a 


501—Portable Fan 


Manufactured by Lau Blower ( 
pany Dayton, Ohio 


: ADAPTED FOR USE on the floo 


Pa = SS . . P_] 
a Fo IES table, or in a window, the Lau PI 


- =P is aie = 

e TAM wr G7 portable fan weighs only 25 pounds 
— ee ne and is equipped with a handle to f 
———$=_ Es / ===>, litate moving. Its position can | 
=o Ss reversed at any time, thus enabling 41 

. = 5S SS $ ; f 

to be pulled in or out as desired. A 
handy plug-in type connection allow 
complete freedom in use. Althoug! 
the fan is only 22-5/16 inches squa: 
PIEDMONT AVENUE, S. E. ATLANTA, GEORGIA and 711/16 Se ae it deliver 


e 
I 
S 
1 
S 
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Wuy is it necessary to sell America to 
Americans? One of the reasons is, not until 
now did the people of this country have to be 
shown that they lived in the most favored and 
most favorable country on earth. Where are the 
salesmen to do this job? Every community 
has its leaders who have this responsibility, not 
only to themselves, but to their families, their 
community and their country 


The Youngstown Sheet and Tube Company 


General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


COLD FINISHED CARBON AND ALLOY BARS - SHEETS - PLATES - WIRE - TIE PLATES AND SPIKES - 
ELECTROLYTIC TIN PLATE - COKE TIN PLATE - PIPE AND TUBULAR PRODUCTS - CONDUIT - BARS - RODS. 
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. . replaces it with 
fresh, cool outside air. 
Penetrates entire house. 


FRIGID 
VENTILATING 
EQUIPMENT 

'S UNCONDITIONALLY f 
GUARANTEED 7 





CAST BLOWERS 
Used for exhausting foul 
air and blowing fresh air 
through ducts—for dryers 











: and gas ovens —removing 

= eper end steam —coal 

SS flewing—or any other air- 
aving @pplication. 





EXHAUST FANS 





quiel 
duty, fong service GE. 
Motors. © : 








De @. thorough job: of Sasa: 
removing smoke, steam,: °° 


PEDESTAL FANS | 


One of the most efficient 
pedestal fans available .. . 
G.E. Heavy Duty, Quiet 
Motor... patented “QUIET” 
Aluminum Propeller .. . 


triple = chrome finish, 





column. see with 
swivel to direct air stream 
and many other exclusive 
features. 








CIRCULATORS & enyrere AY) Coe GR) 8 


ect eNew Yo 7 N.Y 





Dependable against a 17 '000 Ib. Tiest pull 


Write today 
for. Catalog 38-A. 


This catalog contains complete data on the 
Cable Strain-Clamp and all Efficiency Devices. 


THE “EFFICIENCY” 
CABLE STRAIN-CLAMP 


The powerful grip of this clamp, by 
actual test, withstands a direct pull 
of over 17,000 Ibs. A high ridge across 
the center and a U-bolt at each end 
of the cable channel keeps cable 
from slipping. Clamps are available in 
three sizes from 1/10 to 1,500,000 
CM. Furnished with clevis or eye, for 
on or DC service as required. 








1800 cubic feet of air per minute, 
Finished in surf green ename! and 
chromium trim, it also is furnished 
with an 8-foot cord and plug. 

* od * 


503—Food Freezer 


Manufactured by Amana Society, Re. 
frigeration Division, Amana, Iowa 


FEATURING a self-contained herme- 
tic condensing unit and finish of non- 
corrosive, non-rusting stainless steel, 
the Amana Model 25S is a vertical 
type with front opening door to in- 
crease accessibility. It has a 25 foot 
freezing and food storage capacity 
which holds 900 pounds of frozen 
foods. The dimensions are: 48 inches 
wide by 28%4 inches deep by 80 
inches high. Quick freezing is as- 
sured by contact freezer plate shelves. 

Other models in the new line in- 
clude: the 30RS, a vertical type of 
freezer with front opening nd 
a capacity for 1100 pounds of frozen 
foods; and Model 200S, a “wali-in” 
freezer-cooler totaling 135 cub:c foot 


food storage capacity. 
Xe * * 


504—Troffer Units 


Manufactured by Mobilite, Inc., 
City, New Jersey 


Jersey 


Usinc THE PRINCIPLE of toggle- 
like clamps at the sides of the troffer, 
the new “Togl-trof” is a self fastening, 
self-contained, and thoroughly adap- 


table unit. The fixture can be u 

with all ceiling installations whethe 
of beaver board construction, shee 
rock, concrete, etc. The unusual tog- 
gle-like suspension principle of this 
unit makes it self-aligning, drawing up 





3 Nf HEADQUARTERS 





cer fr Fast— ESSEX MAGHET WIRE 
me GET = 
‘on OD .-- Meets Every Performance “Jest! 


a ¥..<@N Ws orehouse ts ESSEX MAGNET WIRE gives you just what you want, just what you 





















BEM fully stocked ready to ship need for every quality rewind job — maximum wind-ability because it’s 
steel bit Ml the same: doy Ra 1 4 soft, tough and flexible — it. resists acids, chemicals and abrasion — it 
steel, MRA stands up under baking at high temperatures — its quality insulation is 








mn «(receive Get whotever always uniform and evenly applied — it takes the abuse of high speed 
you want the quickest way winding — and it’s more economical because ESSEX MAGNET WIRE 


‘a irom a Fomous for means better, faster jobs with less waste. 
acity promptmarvice. ESSEX MAGNET WIRE is made of pure electrolytic copper — tested 
’ for temper, conductivity, gauge and stretch — and is guaranteed to give 
a 3 complete satisfaction under every condition. Ask for Samples and Prices. 
cnes 
80 
as- dee 
mi TAYLOR FIBRE 
in- 
af — ts Zuality Je Suilt Vul 
n 
zen ace Ul < From processing of the finest rags until proper aging is completed, the pro- 
4 oid duction of TAYLOR FIBRE is scientifically controlled. TAYLOR FIBRE 
"i a gives you extra long service life, high dielectric strength and easy work-ability. 
oot — FIBRE ANO You can fill every fibre need from the IWI stocks of TAYLOR—bone 


PHENOL FIBRE grade grey, standard red vulcanized, plain sheet, tubing or rod. Use 
TAYLOR BONE GREY for spacers, slot wedges, and every other use 
that requires a hard vulcanized fibre that won’t delaminate. Use TAYLOR 
RED for every general fibre requirement in your shop. 


YOUR COMPLETE 


2 IDEAL TOOLS AND EQUIPMENT 


er, MU ae Vere 
— Meet Every Sewice Reguirement / 
ap- Now completely revised, 
you tan't afford to be with- For over thirty years IDEAL TOOLS AND EQUIPMENT have been 
out=it—48 pages listing helping motor repair men save time and money, and turn out better work 
every kind of material with less trouble. Every piece of IDEAL EQUIPMENT is engineered to 
Man lar contiote' ser- IDEAL do its job with utmost efficiency, and to give long, dependable service 
WME ol clear! without expensive upkeep. Ask for details and prices on each of the fol- 
a ott clearly priced, S lowing IDEAL labor savers: 


Air Gap Gauges Growlers Revolution Counter 
GerYour Copy Now — Armature and Stator Holders Insulation Former Slotting Files 
pe Armature Slotter and Scrapper Insulation Tester Soldering Irons 

WT’ S a E E | Balancing Ways Mica Undercutters Tachometer 

: . Coil Tampers Milling Cutters Test Glo Test Lite 
Coil Winder Drive and Heads Portable Blowers Thermo-Grip Soldering Sets 
Commutator Saws and Cutters Precision Grinders Wedge Drivers 
Grinding Wheel Dresser Resurfacers Wire Strippers 


INSULATION AND WIRES INCORPORATED 


ot Offices.and Warehouses in: ST. LOUIS 3, MO. ¢ ATLANTA, GA. e HOUSTON 3, TEXAS 


easy to find, easy to order. 
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COMPETITION 
FROM YOUR 


BREEZE AWA 


WITH 





Featuring sturdy, Lightweight 
Aluminum Construction 
In design, workmanship, performance, 


and price, REX AIRATE Window Fans 
have all it takes to win and hold 
customer preference. Smart appear- 
ance, compactness, quiet operation, 
and ease of installing are other fea- 





Model Blade C.F.M. Net Wt. tures that can help you set a new 
No. Size Cap. Lbs. record for window fan sales this season 
W-16 16 1300 20 if you concentrate on REX AIRATE. 
W-400 24” 3900 50 Write for complete catalog informa- 
W-500 28” 5100 55 tion and prices today. 
Made by 


the Makers of 


a a a 
Rex Blowers C : 


* Div. of 
and The Cleveland Heater Co. 


Rex Blower- 
2310 Superior Ave., Cleveland 14, Ohio 


Filter Units 




















There are hundreds of applications where the 
ABolite Reflectors shown above can be used to take 
full advantage of illumination out of doors. Business 


FLOODLIGHTS 
® well recognizes the value of efficient lighting of 


signs, buildings, sales and parking areas to gain 


SIGN LIGHTS increased patronage. Extended night lighting of 


e signs and billboards has proven profitable. And 

EMBLEM LIGHTS don’t forget protective lighting is often a necessity. 

# Investigate the possibility of outdoor lighting 
STATION . it wil pay in increased sales. 


ISLAND LIGHTS Sold only through wholesalers 


@eeeeneveve20e002028080808080 
THE JONES 
METAL PRODUCTS CO., 
West Lafayette, Ohio 
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flush to the ceiling and adjusting 
self to any irregularities of the surf 
No extra parts are needed. EF 





unit is complete within itself, andy 


adaptable to continuous run, thro 
the simple expedient of removing { 
end pieces. Each unit is_provig 


with die-fabricated end-on-end qq 


nectors for simple multiple connect a 


on continuous runs of any lenge 


Units are all 12” by 48” for simge 
determination of installation requi 


ments. 
“Togl-trof” fixtures are available 


two, three or four lamp units, in ope 


type fixture, linex glass bottom, ldlme 
type bottom or baffle type louvres, fie 
maximum visibility and low-brigie 


ness effect. 
x * * 


505—Extension Cord Set 


Manufactured by United States Ruy 
ber Co., Rockefeller Center, N¢ 
York, N. Y. 


AN EXTENSION CORD SET, equipp: 
with an unbreakable three-way pl 
and soft-rubber attachment plug ca 





has recently been developed by United 
States Rubber Company. 

The set will be produced in 6, 9 
and 15 foot lengths with 1/32 ang 
1/64 rubber insulation over No. 1! 
wire. It is intended for general hous 
hold use and will be merchandiseq 
through regular distribution channel 


to the electrical trade and consumer 
x * * 


506—Food Freezers 


Manufactured by Whiting Corpora 
tion, Harvey, Illinois 


THe Wuitinc Foon FRr&rZER 
Model F-2200, 12 cu. ft. capacity 
has been redesigned with a new meta 
panel added to the face of the freezer 

Finished in gleaming white Duc 
enamel, with bright chrome trim, 4 
has a removable “%-h.p., “Packages 
Power” F22 sealed unit. Therm 
static control is set to maintain co 
stant below zero temperature, and 4 
extra large condenser surface ¢! 
nates fan or additional cooling device 
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Self-FASTENING . . . Self- 
(CONTAINED toggle-lugs hold 
“Togl-Trof” firmly in perfect 
alignment, without use of 
hangers or added ports. Die- 
febricated end-on-end connectors 
~ moke continuous run possible par 
through removal of end plates. 


Inited 


6 § NEEDS NO EXTRA PARTS! 

0. I “Togl-trof” is the answer to every fluorescent troffer problem. No hangers, clamps, 
— flanges, pipes, chains or hooks, are needed. * * * “Togl-trof” is self-fastening. 
me Ingeniously placed toggle-lugs, slip past the recess and grip the upper part of the 
nne 


ceiling, to provide safe, secure fastening for your beautifully designed “Togl-trof” 
fluorescent fixture. * * * “Togl-trof” is self-aligning. It draws up flush, and ad justs 
itself to any irregularities in the ceiling. * * * “Togl-trof” is self-contained. 
It needs NO Extra parts! Continuous-run is effected by merely removing the end- 
plates and joining the engineered 12” x 48” fixtures with the die-fabricated end- 
Oram —Flip-of-o-finger release, drops on-end connectors, which are a part of every “Togl-trof” fixture. * * * Available 
ee “i in 2, 3 or 4 lamp units, in open fixture type, linex glass bottom, lens type bottom 

\ ee or baffle-type louvres, for maximum visibility and low-brightness effect. * * * 
“Togl-trof” is Easy to install and does not interfere with ordinary construction 
activities. Install it after everything else is completed, if you wish. “Togl-trof” is 
an AMAZING development in fluorescent troffers. * * * SEE it Today! USE it 
on your next job! 


met 

















(Send for Catalogue T-1) 


a 7, hi ht Manufacturers 
Product M Q B | L | 1 k 9 Inc. of Super-Vision 


of Jersey City 6, N. J. Mobiliers 
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“WIRE-NUTS’ area 
Dependable 


Work Saver 
Saye 


Busy Contractor 


Community Shopping Center, Gentilly, 
New Orleans. “Wire-Nuts” used through- 
out the entire Center. 

Weisfeld & Son 
Electrical Contracting Engineers 
New Orleans, La. 

August Perez, Architect 
New Orleans, La. 


SCREWS on Like a Nut on a Bolt 4p 
By 











Writes William Weisfeld, of Weisfeld 
& Son, electrical contracting engi- 
neers, New Orleans: 

“We believe that the simplest, most eco- 
nomical manner of making electrical wire 
connections is that provided by Ideal 
*Wire-Nuts.’ 

“The operation consists only of turning a 
Wire-Nut on to the wires. This makes a 
permanent wire joint that is neat, well 
insulated, pact and dependable. The 
simplicity of Wire-Nuts makes it unneces- 
sary to carry around special tools and 
extra material.” 





Yes, Ideal ‘‘Wire-Nuts” are the 
quicker, easier, safer way to make 
wire connections that are better 
electrically, stronger mechanic- 
ally. Takes just a few seconds to 
make a permanent connection 
that won’t pull loose or shake 
loose—that is heat and corrosion 
resistant. Requires no solder... 
no tape...no tools! In sizes for all 
usual wire combinations from two 
No. 18 up to and including three 
No. 10 solid or stranded. IDEAL 
INDUSTRIES, Inc., Sycamore, Ill. 





(THE SOLDERLESS. TAPELESS WIRE CONNECTORS) 
Potented — No. 1,933,555 


(DEAD Distributed Through 


AMERICA’S LEADING WHOLESALERS 











Four to five inches of Fiberglas as- 
sure satisfactory insulation. 

Model F-1200 has over 414% cu. ft. 
capacity, and is powered by a remov- 
able 1/6 hp. “Packaged Power” sealed 
unit. 

ad cd ca 


517—Fluorescent Ballasts 


Manufactured by Westinghouse Elec- 
tric Corp., P. O. Box 868, Pittsburgh, 
Pa. 


A COMPLETE LINE of ballasts for all 
commonly used fluorescent lamps is 
announced by Westinghouse Electric 
Corporation. Available during the 
war primarily for equipment manufac- 
tured by Westinghouse, increased pro- 
duction has been made possible by a 
new million-dollar ballast plant at the 
Cleveland Lighting Division where 
the latest methods are used to control 


1 


as for 50-cycle and _ special-volt 
sources used by foreign countries 

High-quality silicon steel is used 
quiet, efficient operation and comp 
sator windings are used wherever 
commended by the lamp manufac: 
ers to insure proper starting and | 
lamp life. Characteristics are mat 
ed exactly to the lamp for maxim 
pe formance through rigid lal 
control of ballasts where all com 
nents are made by the same manu} 
turer. 

cd * * 


509—Electric Oven 


Manufactured by National Enamel 
and Stamping Co., Milwaukee |, \\ 


A NEw electric casserole, the ‘ 
venty-Fifteen” Electric Ovenctte, jj 
been added to National |] 
and Stamping Co.’s line of tri 
products. The model features a sol 


- ¢ 







stainless steel cover an 
with an automatic thermostat 

















all operations closely. nal light. 
Ballasts are available for all usual The “Seventy-Fifteen” has a 1 
applications in the U. S. A. as well movable 6-quart porcelain cnam¢ PE 
things 
ve ~ —— : ie when 
May, | } fuse! 
| Electrical South M: 
| 1016 Grant Building 
“ mad, 
Atlanta 3, Ga. 
his co 
Please send me additional information on the following [,¥,, 
New Electrical Products described in this issue: ; 
Anyw 
a is MON ec as Se re ee Mond 
ES ans Abe erbte Si ene e rad aie koe Rika gaat adeaniy. ee 6 Tr 
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1 1 : — : 
nam PFFFFFT!! There she blows! All sorts of machine circuit, instead of an ordinary fuse, the 


things to be done. besides the washing. And machine would have started. TRIONET is a 
—[vhen the washing machine starts, out goes the dual-element thermal circuit protector, like its 
3 Bifuse! big brother for industrial use, the TRION. It 

Madam isn’t pleased. In fact, she is hopping allows motors to start on a safe overload; yet it 
mad. Perhaps, despite her distrust of man and protects against all hazardous overloads. This is 
his contrivances, she'll replace the fuse herself. because it is used at the same rating as the motor, 

> FQuite as likely, she'll call the electric company. not a higher one. It gives full working value and 

Anyway, a lot of trouble for nothing — and on full protection to any electrical circuit or ap- 

Monday, blue Monday! pliance. 

Trouble for nothing? For nothing is right. Ends needless fuse blowing; stops blue Mon- 


If there had been a TRIONET on the washing day! Try TRIONET! 


TRIONET : 3-IN-l & 


THE MOTOR FUSE 


THE CHASE-SHAWMUT COMPANY, NEWBURYPORT, MASSACHUSETTS 


Boston, New York, Syracuse, Philadelphia, Pittsburgh, Baltimore, Atlanta, New Orleans, Dallas, Detrait, Columbus, t 
Indianapolis, Chicago, Omaha, Kansas City, St. Louis, Minneapolis, Denver, Los Angeles, San Francisco, Seattle 























Protection for 
METERS and METERING 
CONNECTIONS with 


OUTDOOR 
METER BOXES 


KEE 


Designed to 
give complete 
protection, and 
to insure quick 
installation and 
servicing 
of outdoor met- 
ers. 


WEATHERPROOF 
Safety 


fa 
al cover joints 
© overlap. Top 


cover is a solid, 
One-piece 
stamping . . . no 
joints to allow 


; leaking. 


Safety 


























Front cover is 
held in place by 
concealed lugs 
and a latch 
which may be 
sealed or pad- 
locked. At- 
tempts at tam- 
pering are easi- 
ly detected. 

















PROTECTION is the keynote of 
KEES Outdoor Meter Boxes. Select 
the boxes you need from four stan- 
dard sizes, all with the exclusive 
KEES safety features. 


WRITE FOR CATALOG TODAY 


Wa. D. KEES 


ans 


KEES 





isis Wibiote 











cooking well and is fully insulated 
with glass wool. Cord set, wire bake 
rack, and illustrated recipe and in- 
struction book are included. Operates 
on 110 volts A. C. current. 

* 
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511—Flood Lights 


Manufactured by S & M Lamp Co., 
Los Angeles, Cal. 


To MEET the need for low cost, 
easily installed flood lights, used com- 
mercially in storage yards, parking 
lots, service entrances, and for illu- 





minating buildings and advertising 
and merchandising displays, S & M 
Lamp Company announces two addi- 
tions to their line. These new Flood- 
Lites are excellent for farm and home 
lighting where wide areas are to be 
covered. 

Both lights are matte finish, alumi- 
lite processed, and are packaged in- 
dividually, complete with cross-arm 
bracket. However, clamp or slip-fit- 
ter brackets can be supplied as auxi- 
liary equipment. Number 1409 light 
takes a 300-500 watt lamp and has an 
effective diameter of 14 inches. 
Number 1709 light is lazger, taking 
750-1500 watt lamp. It has an effec- 


tive diameter of 15-5/8 inches. 
x ok x 


512—Breakdown Tester 


Manufactured by Dongan Electric 
Manufacturing Co., 2985 Franklin 


St., Detroit 7, Mich. 


A NEW INSULATION breakdown test- 
er that not only indicates grounds, 
shorts, and opens, but also provides 














Portable 
Cord and 
Cable 
Grips 








Compression 


Nut 


\ 


7 


Rubber 
Grommet 


Cord and cable grips for portable 
wiring offer a complete line o 
substantially built fittings fo 
heavy duty service. The standard 
types shown have aluminum 
body, aluminum compression 
nut, and single hole rubber 
grommet. Two and three hole 
grommets can also be furnished. 

Angle types are available; also 
female bodies with or without 
chase nipples; also with serrated 
body for mounting in sheet metal 
panels or cabinets. 

Compression nuts with split 
clamp, with hose attachment, 
with extended handle, or with 
cord protecting spring are ayail- 
able. Couplings for flexible con- 
duit can be supplied. 


Consult your Pylet Catalogh 


1100 for complete listings. 





THe 
PYLE-NATIONA 
COM PANY 


1354. Kostner Avenue, Chicago 51, Ill 
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dee COLONIAL 


xx 
and 


EARLY AMERICAN 


Residential fixtures that are 
truly characteristic in design, 
styled to accentuate the beauty 
of the period in lustrous lasting 
finishes. 


WRITE FOR OUR NEW 
SUPPLEMENTARY CATALOG 


JAY LIGHTING MFG. CO. 


23-29 Quincy St., Brooklyn 5, N. Y. 
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IRST FOR COMFORT, FIRST FOR SALES 
BR BARBROOK 
WINDOW | 








Write for complete Dealer information and the 
name of your nearest Bar-Brook Distributor. 





BAR-BROOK MFG. CO., INC., 6133 Linwood Ave., Shreveport, Li. 














all voltages from 100 to 2500 in 100 
volt steps, has recently been placed 
on the market. 

The secondary test leads -are equip- 
ped with new “Safety Type Points” 
which are always in retracted position, 
sheathed in rubber jackets, unless 
pushed out with thumbs for testing. 
When thumb pressure is released, 
points immediately retract. 

The tester is equipped with a red 
safety pilot light to indicate current 
is on, and a separate indicator light 
which will glow on partial shorts, 
lighting to full brilliance on complete 
insulation ‘breakdown. 
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514—Fluorescent Fixture 


Manufactured by Edwin F. Guth Co., 
St. Louis 3, Mo. 


FEATURING a unique “Jacknife” 
hinge that saves inconvenience and 
money, the Guth-Lite is an attractive, 
efficient fluorescent fixture. The 
“Jacknife”’ construction makes pos- 
sible economical installation, and the 
separate channel, weighing only 10 
pounds, enables one man to easily 
mount the luminaire by himself. 

The Guth-Lite’s reflectore and lou- 


vers can be cleaned from the floor 
without the use of ladders, through 
the use of a light-weight maintenance 
tod which easily lowers the reflector 
assembly. The assembly includes 
lampholders, starters, ballast, wiring, 
reflectors and louvers. 

Engineered fo: high-quality illumi- 





nation, the Guth-Lite uses two 40- 
watt or two 100-watt lamps. It is 
well designed and has a luminous ef- 
fect which is produced with side and 











Factory Representatives 


Gillespie & Company 
1007 Candler Bidg., Atlanta, Ga. 
Crescent Sales Company 
2155 E. 7th. St., Los Angeles 23, Calif. 






Weathercrafters for the Nation 


GREAT NATIONAL 


2146 North Harwood * Dallas, Texas 
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Write for... 
12 Big Reasons why 
GREAT NATIONAL 
represents the Biggest 
Dollar value in 













Challenger 


hree-Pad Evaporative Cooler Reduces 


AIR CONDITIONING CORP. * 


Evaporative Cooling 


temperature 10 to 25 degrees. 











spill lighting, without the use of 
or plastic panels. 
* 
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508—Fluorescent Fixture 


Manufactured by Electro Manufacty 
ing Corp., Chicago 12, III. 









NEWEST ADDITION to Electro’s Bj 
sic Unit Series is the Skylouver, a fiy 
ture combining the latest develop 
ments in modern plastic molding, coy 
sisting of heat-resisting, non-warping 
durable polystyrene with an excellen 
45-30 cutoff. An extremely shiallo; 
type of louvered luminaire, the Sk 
louver is only 5 inches from top t 
bottom. Extruded polystyrene cres 
cent shaped side panels are availab] 
in ribbed plastic to give streamlined 
efficiency. The louve: and side pa 
nels are held in a metal, basket-like, 
hinged frame that is readily remov- 
able for quick, easy cleaning. 

oa * a 




















515—Home Freezer 


Manufactured by Orley Freezers, Inc, 
Detroit, Mich. 


THe Ortey SIXTEEN, a new unit 
offering 16 cubic-foot capacity in a 
28 x 66 inch floor space, has been 
developed for use in large homes and 
on farms. Santocel insulation makes 
this huge capacity possible in less 
space, also providing low per-cubic- 
foot cost. 

This new model offers Twin-Temp 
construction, with 4 square feet of 
Insto-Freeze shelves for sharp-freez- 































ing in the righthand section and sub- 
zero storage capacity on the left. 
Combination of Cold-Captor panel. 
Super-Cooler, and Moistu:e-Miser ef- 
fects 20 per cent saving on operating 
cost. The operation is completely 
automatic, with no details to set or 
valves to adjust. A butterfly locking 
device safeguards contents. 

Like other Orley units, hte Sixteen 
is fabricated of 20-gauge steel with 
spot-welded seams, and equipped with 
an all-aluminum interior. It uses “ 
h.p. 110/115 volts, single-phase 2, 
condensing unit hermetically sealed in 
oil bath. The freezer weighs 450 
pounds fo: domestic packing. 
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iM & W 


General Purpose 
Solderless 
Ground Clamps 







This brass malleable clamp 
takes solid wires from No. 8 
to No. 4 inclusive. Fastening 
device consists of a 3/8” 
bolt with a 7/32” hole. This 


fastening method makes a 







positive and simple connec- 


tion. 


Send for copy of 





BULLETIN 15 
which illustrates our 


complete line. 


M.& W. ELECTRIC 
MANUFACTURING 
7% COMPANY 

& INCORPORATED 
EAST PALESTINE, OHIO 








513—3-Outlet Receptacle 


Manufactured by McDonald Manu- 
facturing Co., 544 East 31st St., Los 
Angeles, Cal. 


A NEw 3-OUTLET receptacle is now 
being produced which can easily be 
installed in standard boxes. The 
modern patented design of “Sierra 
Triplex” receptacles and matching 
wall plates introduces an entirely new 
device in this field. These units are 
rated 15A—125V and 10A—250V 
and are listed by Underwriters’ Lab- 


oratories. They have double contacts 
of heavy duty bronze, are side-wired, 
and a special flange and plaster ears 
assures flush alignment. 

The receptacle and matching wall 
plate are designed as a harmonizing 
unit and can be installed either ver- 
tically or horizontally. The recepta- 
cles and plates are attractively pack- 
aged in standard quantities and will 


-accommodate 2 round and | flat or 3 


flat plugs. 
e 2 
518—Line Hardware 


Manufactured by Ohio Brass Co., 
Mansfield, Ohio 


THIS NEW LINE of suspension and 
strain hardware, utilizes the non-mag- 





netic quality of aluminum alloy in 
high. voltage clamp design. Sold un- 





NATIONALLY 
ADVERTISED 


plus all these 
SALES HECPS? 


FAN-PAC 


“PACKAGED VENTILATION” 



























ATTIC FANS — Packaged in sound- 
proofed housings ready for installa- 
tion. 24”, 30”, 36”, 42”, 48” sizes. 
“Vv” belt motor driven. 

PANEL FANS (not illustrated) — 


Direct or “V” belt motor driven. 16”, 
19”, 20”, 24”, 30”, 36”, . 48". + 
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PROFIT WITH FAN-PAC LINE 
Send in the coupon below today to 
take advantage of this quality line, 
effective national advertising and sales 
helps. 


SEBEEER MAIL TODAY SSSR88 


. 
5 : co 
American Machine and Metals, Inc., Y 
De Botnezat FANS Division, Dept. S, ® 
East Moline, Illinois . 
Without obligation, please rush latest FAN- : 
' 
' 
' 
! 
' 
1 
! 
' 
i 
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PAC prices, discounts and catalog. 
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der the name “Cooline,” these cl imps 
permit the transmission of large 
BEL AUTOMATIC blocks of power and minimizes cable 
ELECTRIC damage, both from excess heating anj 

power arcs terminating on hardware 

HOT WATER HEATER It is also stated by the manufac. 
turer that O-B “Cooline” hardware js 
presently available on relatively shor 

New Features! delivery, as an assistance to those poy. 
er companies with construction pro. 


N ew S a | es - ower ! grams that may be subject to dela 
pending the receipt of this class of 


@ Convenient Table Top — 30 Gallon Capacity | ™ 
© No Visible Plumbing or Electrical Connections | <)- w; aow Fans 
@ Heavy Galvanized Tank 


Manufactured by Schwitzer-Cummin; 
@ One Year Guarantee Co., 1145 East 22nd St., Indianapolis 


7, Ind. 
Bell quality is built upon the solid : 
foundation of good design and pre- ARRANGED for convenient installa. 


cision manutacturing methods. To tion in the windows of homes, offices, 
insure customer satisfaction and or stores, this line of adjustable win. 
long years of service, only the best ; ; e 
materials money can buy are used. dow fans comes in fan sizes of 1? 
Advanced engineering principles inches, 16 inches, and 20 inches. The 
and good workmanship make for 
trouble free service. 


x * * 


For complete specifications 
write to the address below. 


BELL ELECTRIC 
BPRODUCTS CO. 


700 MURPHY AVENUE, S. W., ATLANTA, GEORGIA 








over-all dimensions are 15 inches, 20 
inches, and 24 inches square respec- 
tively. 

All sizes are designed to operate at 
three speeds with a high delivery rate. 
Air deliveries at first and third speed 
are 250 cubic feet per minute and 

A complete line of sturdy 450 cfm for the 12 inch; 1600 cfm 

‘ A and 650 cfm for the 16 inch; and 
petactanceghieatie~ene Puasa 2500 cfm and 1100 cfm for the 20 
or gang types; Combination inch. s ) 
Floor Extension Sets, Floor Out- All fans are directly driven and 
let Type Receptacles, Heavy come completely equipped with pull 
Duty Floor Receptacles & Plugs. cord to operate the speed control, in- 
side and outside guards, and a motor 
lead cord and plug. Each mode! 3s 
adjustable to a wide range of win- 
dow frames commensurate with the 


air delivery of the fan. 
x x 
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526—Time Switch 
Sold Through Electrical Wholesalers 


Manufactured by Aitken-Reed, !1¢., 
SALES OFFICES IN PRINCIPAL CITIES 


Complete information in Manitowoc, Wisconsin 
talog FB 147-11 eee . 

pi: Write for copy. A new high quality time switc, 
incorporating many noteworthy {¢2- 
ANN } ae. ' mAANY r4" tures, has recently been placed on 
RUSSELL & STOLL COMPANY. INC. Ti aMauaecsaen sine rete 
recision-Sui ecfrica quipment case, it has a long-life cam acti n 


125 BARCLAY STREET, NEW YORK 7, N. Y. switch with phosphor-bronze_ blades 











MMT 


‘Malleable Iron means a lot ~~ 
in reducing installation time 


ASK YOUR WHOLESALER! Smooth 
fit—that can be the difference between 
just breaking even and good profits on 
a job. No wasted time forcing or clean- 


ing ‘obstinate fittings. GEDNEY Fit- Z 4 a 

tings .. . fit because they’re made of C 
high grade malleable iron. They have 5 g 

smooth finish inside and out, with clean, of Yyy 

accurate threading. Next time, start ; WY THE AIR 


| threading, Next time, star , 
main IK Sty Finke yet wceater nes ea | [FA vow PAY FOR! 


na polis them in stock. 








1Stalla. 777, You may buy an efficient - looking 


ff; , 
ITICES, t Z ° ° . 
a s ; ventilating fan for home, commercial 


establishment or factory . .. but will 
it actually “‘deliver” in everyday opera- 
tion as you hope it will? 


mf }? 
The 


You can be sure that you get the air 
you pay for if the propeller fan you 
buy and install carries a Certified 
Rating Label. The Certified Rating 
Label on a propeller fan means that 
this fan meets rigid specification stand- 
ards of the Propeller Fan Manufacturers’ 
Association, and assures you of per- 
formance in accordance with these 
standards. 


WATERTIGHT 
CONDUIT NIPPLES BOX CONNECTORS 


eeeeeeveee eed e@eeeeveeeneeee 


EMT SERVICE CAPS 


EMT 90° 
ELBOW CONNECTORS 


COMBINATION CORD GRIPS & 
COUPLINGS PVX CONNECTORS 


Seventeen of the leading manufacturers , 7 
of propeller fans are members of the 
Propeller Fan Manufacturers’ Associa- 
tion, testing and rating their fans 
according to the standard test code 
established by the American Society of 
Heating and Ventilating Engineers. This 
gives you ample 
opportunity to se- 
lect a certified pro- 
peller fan on your 
next purchase. 


1946 CODE 
PVX CONNECTORS 


REVERSIBLE ANGLE 
CLAMP CONNECTORS CONDUIT INSULETS 


SQUEEZE CONNECTORS 


eeeeveeeeeee 


GROUND FITTINGS EMT . BODIES 








CONDUIT COUPLINGS THREADED BODIES 
aaaaceaaneeeceataraaanaees _ . ose aeenccunaoe —_ Ayeries ore a we g Per LOOK FOR 
= east, tra deliver ard Test al ee 
WRITE FOR THE CATALOG! eM hugo! Of Certified Rating 
It’s all there—every GEDNEY item x «™ Label on the pro- 
clearly indexed, with every size and peller fans you 
type for your job. This manual will ? buy 
save you plenty of time because it 
has been made. up to: give you in- 
formation ... fast! Send for your 
= copy today; write on letterhead. 


Be eereeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeseeeeeeeee 
eeeeereeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeseeeeeeeseeseeseeeesesece 


Published by 


- GEDNEY ELECTRIC CO. : | 
det Map anges ba gt ) PROPELLER FAN MANUFACTURERS’ ASSOCIATION 


Det ‘i 








cent lamps using a variable range of poorest to have two candles close to Th 
wattages and current values from 100 their work. found 
to 300 miliamperes. The unique The following table shows wham vest 
construction of the lampholders is has been happening in the las: 2) have 
such that they will take all sizes of years Tlumination has incre ised the “ 
Slimline lamps regardless of a com- —ahout four times since 1927. Th fig. ness 
mon variation “of plus and minus ures for 1927 are interesting and can Thes 
1/8” in the lamps, yet have the same _ ye remembered by some of us. men! 
mounting space in the fixture. They 1817 2 candles brig! 
will also hold other specialty lamps 1927 10 foot-candles ing 
having the same bases. 1947 30-50 foot-candle visu 
The holders are identical in size 1957 22??? con 
and shape and are used in pairs. The 50 foot-candle recommend: the 
One holder is for the secondary, or tion of today could easily be written MM fil 
high voltage end (No 560), and the using this quotation by substituting | will 
other is for primary, or low voltage the higher value. Where are we ¢o. C 
end (No. 561). Absolute safety is ing from 50 foot-candles? Research at exp 
assured because each unit has a sepa- the Utilities Research Commi 
rate circuit and the construction per- —_ [ aboratory has indicated 85 foo! 
mits you to insert only one end of gles as the limit for comfo:t 
jr lamp at a time—first in the secondary starting with 225 foot-candles a1 
, i a ss (high voltage) unit to close that cir- ducing in %, %, % steps and 
cuit, then in the low voltage unit to several observers. 
528—Lampholders complete the primacy circuit. 
Quality = Foot-lamberts 


Manufactured by Kulka Manufactur- ia atin: teas Gallien, 


ing Co., Inc., Mount Vernon, That New Look quality: 
New York : is : ‘ 
In Lighting 1. Brightness ratio. 
LisTED BY Underwriters’ Labora (Continued from page 49) 2. Uniform distribution over work 
tories, these are general purpose ing area. 
lampholders designed especially for ployment . . . I must. strenuously, 3. Diffusion to avoid shadows 
safe efficient use of Slimlite fluores- therefore, recommend it even to the 4. Color. 


and heavy silver contacts. The unit 
carries an unconditional guarantee for 
one year from date of delivery to 











Low installation Cost: for every type 
The Only of building; complete units — no 
extras; Sell the Package! 
2 High Efficiency: Smaller fans do 
Bigger job. Specizily designed non- 
metallic blades, ball bearing motors; 
rubber mountings for quiet opera- 
tion. No special wir'ng required. 


WITH FEATURES 3 Three Lines: The “Twin” with 


Select-o-Breeze control; Universal 


‘ —for vertical or horizontal mount- 
You Can Sell! ing; Twin window unit for small 


homes, apartments. 


WRITE FOR COMPLETE INFORMATION — DEALERS AND DISTRIBUTORS 











The Building Contractors Favorite 
ZEPHYR 
UNIVERSAL COOLER 
mounts vertical or horizontal, 
—Sloor, wall, roof. 
Five sizes; furnished with 
lid or louvres, complete We 
package—ready to install; 
remote control opens lid— | | 
starts fan; when lid is closed S jj Fs —_— 


—fan stops. Aluminum View 


housing, complete with fuse . eA lef } The Smartest, Most Efficient Attic Fan... | 
letel losed in hand two-tone cabinet, § 








link. , with exclusive “Select-o-Breeze” feature for variable o 
: : Z Z airspeed selection. Even with TWO blades, it’s the © 

Horizontal mounting most compact attic fan built, moves an amazingly 

shown here View . large volume of air. Write for complete, illustrated | 


information. 4 


EDGAR T. WARD COMPANY Inc. 7775 w. LAKE ST. RIVER FOREST, ILLINOIS 















































































The new look in quality lighting is 
found in brightness ratios. For the 
pest conditions ror seeing, we must 
have high brightness contrast between 
the details to be seen and low bright- 
ness ratios within the field of view. 
These are not contradictory require- 
ments but are complementary. The 
brig!tness ratio is a means of evaluat- 
ing ‘he environment in which the 
yisua! task is piaced and the goal for 
comiort is the ratio of 1 to 1. When 
the brightness ratio is low within the 
field of view, fundamentals 2, 3 and 4 
will be met. 

Going back to our old friend, the 
experienced oculist of 1817, the fol- 
lowing is quoted from chapter one: 


g 

“It may seem incredible to some, 
that our habitations, furniture, cloth- 
ing, regimen, even the non-naturals, 
(with other circumstances which it is 
sufficient to hint at) should have a 
great influence on the organs of sight. 
It is, however, not the less true, not- 
withstanding the general incredulity 
upon those points, an_ incredulity 
which, from the negligence it produces, 
is too often the cause of incurable 
ophthalmies . . . in all apartments 
in which we are accustomed to domes- 
ticate ourselves, there should be as 
little gilding as possible upon the ceil- 
ings, vr wainscots, or walls, or even 
upon the mirrors and picture frames; 
also, that the doors and window shut- 
ters should be of some softened color.” 


Goals for Quality Lighting 
The recommended practice for of- 
fice lighting gives the following: 
Brightness Ratio 
Recommended Practice for Office 


Lighting 
Ratio Areas 
3-1 Task and immediate  sur- 
round. 


10-1 Task and more remote areas. 
20-1 Task and adjacent areas to 
luminaires or windows. 

40-1 Maximum anywhere in field 

of view. 


e above gives the brightness ra- 
tios, and the task is always greater 
than the surround. Basically, the 
surround may be as bright as the work 
or less bright, but never brighter. 
Where the surround is of greater 
brightness than the task, it is com- 
monly called glare. 

Mr. Ward Harrison, in his paper 
“The Need for Glare Evaluation,” 
mace the following statements: 


“Glare is not one of the things that 
has given us less to worry about as 
levels of illumination have increased. 
Today, it is amazingly easy to provide 
lighting at a 4 foot-candle level, which 
is entirely unobjectionable from this 
standpoint; the problem becomes 
much more difficult at 40 foot-candles. 
In fact, a very good test of the excel- 


work is increased by adding more 
light, the difference in brightness in 
the field of view must be reduced in 


lence of a lighting system is to turn 
out half the fixtures or half the lamps 
in each fixture and see if your feeling 
of comfort, not your ability to see, is 
improved thereby. Too often lighting 
— cannot pass this test, and when 
they can’t, it is a severe criticism of 
the lighting design and perhaps of the 
designer as well. Installations where 
the luminaires do not meet this test 
bring the comment of too much 
light.” 


In general, as the brightness of the 


seeing conditions. 


vision. 


Brightness Control 


inum, perforated steel, plastic 


glass. 











order to provide equally comfortable 
No _ brightness 


greater than task should be in field of 


Today, to obtain quality lighting 
with favorable brightness ratios, we 
have low brightness luminaires with 
proper contour design and shielded 
lamps, utilizing either Alzak Alum- 


The reflection factors of our 
environment, walls, ceilings, floors, 
furniture, desks, files, etc., should also 








THIS ANNOUNCEMENT 
IS IMPORTANT 


To All Electrical Contractor-Dealers 























That Good MID-SOUTH 24-HOUR SERVICE is BACK 
And Our NEW CATALOG is Ready 


The Mid-South Plan of Merchandising Lighting 
Fixtures is the safest, most convenient, and the 
most profitable way for dealers selling lighting 


fixtures. 
Every item in our new catalog is carried in our 
stock for shipment of orders the same day received. 


WRITE FOR YOUR COPY TODAY 
MID-SOUTH SUPPLY COMPANY 


102 EAST llth STREET CHATTANOOGA, TENNESSEE 











“The South’s Largest and Oldest Distributors of 
Lighting Fixtures” (Exclusively ) 


FILL IN AND MAIL TODAY 





MID-SOUTH SUPPLY COMPANY 
102 E. 11th ST. CHATTANOOGA, TENN. 


Please mail_______- copies of your latest catalog. 
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be kept at a maximum as is illustrat- 


ed by the table below. 
Recommended Reflection Factors 
Ceilings 85% 
Walls. ———oe 
Desk Tops _- 35% 
Furniture inne SO 
Floors aa oitie. SO 
A most important factor concern- 
ing the immediate surround is re- 
flected glare. This factor is not taken 
into account in the glare factor equa- 


highly polished mahogany or dark 
walnut desk illustrates the serious- 
ness of reflected glare. A desk cov- 
ening, such as Armstrong’s No. 5 
Jaspe linoleum, with a reflection fac- 
tor of approximately 35%, is one 
of the best materials known today 
for minimizing glare and giving a 
brightness ratio of less than 3-1 with 
printed material. 

Someone has recently said, ““A pow- 
erful force is an idea whose time is 


ing men to carry the message 
quality lighting to users depends , 
us alone. The two “Q’s”—th: 
Quantity and Quality—are you 

to adequate and proper illuminati 


Selling Tool from a 
Trouble Hunter 
(Continued from page 51 


inadequate, Mr. Moore teils the own! 


er frankly that the results will be dis 
appointing. 

“It takes a salesman with techni. 
cal knowledge to sell fluorescent light. 
ing as well as electrical maintenance. 
repairs, and modernization,” he em. 
phasizes. “And a lot of good sale. 
manship is needed at this tiine to 
modernize both the wiring and the 
lighting of most of the older stores 
and industrial plants. in every city.” 


NOW.” I believe that idea is quali- 
ty illumination. The time is NOW. 
Just how long it will take us as light- 


tion, but a warning is given that desk 
tops should be properly covered to 
reduce this glare to a minimum. A 





“BiG THREE 


of Motor Performance with 


uli 


Promoting Attic 


Ventilation 
(Continued from page 35 








U. S. Pat 
2,181,076 


tion, Mr. Eddleman said that his de 
partment keeps an up-to-the-minute 
card index file on every customer, 
showing date of sale and date of in- 
stallation. The customer has a one- 
year, unconditional guarantee, and 
all service and complaints a-e record- 
ed on this card along with the name 
of the mechanic. 

“As for the one-year guarantee,” 
he concluded, “we know exactly when 
the vear is over, thanks to out 
fully-kept card index file. We charge 
our regular rate for service after the 
guarantee expires.” 

Mr. Boehler is of the 
that since the firm is pretty wel 
caurht up on big home installations 
in the Houston area, a large poten 
tial market can be found among 
small-home owners with proportion- 
ally small budgets. For this “little 
guy” who wants to install his 
fan, Lansdowne & Moody is working 
up a package deal. 

Each package will come wit! 
horizontal fan (42-inch or smal 
a grill, a time switch, a vibration-al 
sorption mounting, and an _ insta’: 
tion diagram. A fire link is optional. 
This package will be retailed for 
than $195, depending on the siz 
the fan. 

Mr. Boehler, a gray-haired mut 
nearly six feet, four inches tall, ws 
associated with L&M from 1939 
til 1942, when he went over to J. 
Walsh & Company, distributo 
Early in 1948, he returned to L&\! 
in his present capacity.: He is 4 ff 
member of the American Society ‘ 
Heating and Ventilating Engineers 
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I]. IMPROVED COMMUTATION 
2. MORE UNIFORM WEAR 
3. LOWER OPERATING COSTS 


When you install Helwig-Speer MULTIFLEX 

Brushes on your rotating equipment, you're tak- 

| ing advantage of advanced engineering. For MULTIFLEX Brushes give 

* you uninterrupted, better contact . . . reduced vibration . . . lower 
'* circulating current . . . even wear. 


opinion 


] 





The result: superior performance at lower cost. 


And you also get all the advantages of double brushes with single- 
brush simplicity . . . without special adapters or changes in equipment. 
MULTIFLEX brushes slide right into conventional single-brush holders. 


Catalog 25 gives you all the facts on ordering brushes. Write for your 
copy today. 
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A handy way to stock brushes 


— There's a Helwig Brush Kit for every 
purpose. For example, Kit No. 10 con- 
tains brushes, springs and wicks for 175 
types of vacuum cleaners, You don't have 
to order a complete kit if you run low 
on a popular brush. Simply consult Bul- 
letin 65 and request the number you 
need from the Helwig office nearest you. 




















SOUTHERN OFFICES 
316 Walton Bidg.; Ja. 6097 
323 NW 2nd St.; Tel.: 2-6881 
1101 Chenevert; Ch. 4-6549 
1913 Washington Ave.; Ch. 6510 
708 N. Piedras St.; Main 7845 


HELWIG CO., carBon PRODUCTS 


Makers of Multiflex and Transert Brushes 
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CIRCLE-ARC 


Finished in white and chrome or in 
ivory and chrome using two West- 
inghouse 18 watt circle-arc tubes. 
Available for immediate delivery. 
Replacement tubes also available. 
Exactly as pictured. The newest in 
fluorescent. Write for price quota- 
tions and catalog sheets now. 











Lithonia Lighting Products Co., Inc. 


Mfers. of Fluorescent and Incandescent Fixtures 


LITHONIA, GEORGIA 





























Bauman-Worth Corporation 


a dependable source 


for 


Electrical Wiring Devices 
serving the 


ELECTRICAL WHOLESALER 


New improved items 


Now in production 


Write for your catalog to: 


BAUMAN-WORTH 
CORPORATION 


57-75 Thames Street, Brooklyn 6, New York 

















FRESH'ND-AIRE 




















SELL NOW 
FOR HOMES 
- - FOR BUSINESS! 


e Built to out-perform and out-last 
any other air circulator on the market. 






e Built to out-sell because it has more 
easy-to-demonstrate features. 





e Circulates air completely... expels 
stale air...disperses fumes... boosts 
efficiency of air-conditioning systems. 







e So quiet. It’s the only circulator per- 
mitted inside many radio broadcast- 
ing studios and telephone exchanges. 





e Nationally advertised in Fortune, 
Nation’s Business, other leading 
magazines. 







e Stock Fresh’nd-Aire now! See your 
distributor for sales helps. 







COMPANY 


221 N. LaSalle St. 
Chicago 1, Illinois 





A Division of Cory Corp 















CONTROL OF ATTIC AND 
WINDOW VENTILATION FANS 


Sell comfort at a profit with Paragon 
“AF” Timers...designed for depend- 
able, automatic control of attic or 
window ventilation fans. All-electric 
«no springs to break. Accurate... 
powered with quiet Telechron motor. 
Easy to install...mounts to handy or 
single gang switch box, or may be’ 
surface mounted with conduit con- 
nection. Choice of two time ranges: 
0 to 10 or O to 20 hours. 


Sell comfort at a profit with Paragon 
“AF”. See your jobber or write 
today for the complete sales story. 


@® ers |] 95 


3/4 H. P. at 
115 Volts AC. LIST 
WEW LIBERAL TRADE DISCOUNTS. WRITE FOR DETAILS 
1618 12TH ST. 


TWO RIVERS 
WISCONSIN 





and is on the board of governors of 
the Houston chapter. That’s the 
man who “doesn’t miss a bet” when 
it comes to promoting the sale of 
attic-ventilation fans by “selling the 
sizzle.” 


A Light Meter 


Makes Sales 
(Continued from page 50) 


is a substantial amount. Not to men- 
tion the cost in efficiency of person- 
nel working under increasingly adverse 
lighting conditions. 

“In putting that argument over 
with a prospect, the light meter again 
functions as an invaluable sales aid. 
It seems to me that anyone specializ- 
ing in lighting or lighting mainten- 
ance would want to take every advan- 
tage affo-ded by the meter. 

“That little ‘nstrement is an excel- 
lent salesman.” 


Pryor’s Sales 


Promotion Plan 
(Continued from page 38) 


ers and prospects to go around and 
look at the appliances in other stores 
and often tells them in his news- 
paper advertising which features 
punch lines, “See the rest, then go 
to Pryor’s and buy the best.” 

When he has been selling a cus- 
tomer on the floor and the custom- 
er is ready to leave, he bids them 
adieu with these words: 

“You’ve been talking to James 
Lee Pryor. Don’t forget that we 
want your business.” 

Wilmington is not going to over- 
look or forget James Lee Pryor—not 
very soon! 


Electric Power and 


Government Policy 
(Continued from page 47) 


prices covering only competitive 
costs and profit. 

“Because of widespread doubt 
whether regulation alone could bring 
private systems into harmony with 
public interests, the movement for 
public operation of electric plants 
gained momentum.” 

The report traces the rise of state 
regulatory bodies, the establishment 
of the Federal Power Commission, 
and describes the great increase in 
public power projects under the New 
Deal, as well as greatly increased regu- 
lation of the securities and operations 
of electric power systems and hold- 
ing companies. 

The report examines in detail the 
highly controversial arguments put 
forward by those in favor of public 








INDOW FAN 


sees Anchen an en a _ 


MODEL W-184 
Extremely quiet, even at high speed. 


— Maximum air movement — Air Cools 
Homes and Offices. 


“SECO” COOLING FAN 


BELT DRIVEN 
24” — 30” — 36” — 42” — 48” 
Exhausts hot, stagnant air — replaces 
with fresh cooling air —for Homes — 
Offices — Factories, etc. 


CONTACT YOUR 
DISTRIBUTOR 


or write for Bulletin E202W 
and Information 





4916 EASTON AVENUE « ST. LOUIS 13, MO. 
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Loa CIRCUIT 
ANALYZER 


CATALOG 
-NO. 101 









Take the Guesswork out of your 
work. Use a Powers Circuit Ana- 
lyzer. Tells you what the circuit is, Star 
or Delta, whether AC. or DC., whether it 
is 110, 220, 440 or 550. Powers Circuit 
Analyzer has a wider range than any other 
voltage tester. List Price with leather 
case 24.50. Without Case 14.40. 















POWERS 
VOLTESTER 


A practical tool for ordi- 
nary voltage testing. Equip- 
ped with a six watt mazada 7 
lamp that tells you at a 
glance by its own brilliancy what 
voltage you are on. List Price with 
case 6.60, without case 5.20. 
POWERS PRODUCTS ARE SOLD 
ONLY THROUGH DISTRIBUTORS 
If you dealer does not have 
these products “rite to 


POWERS MANUFACTURING COMPANY 


1527 FOLSOM STREET SAN FRANCISCO 3, CALIFORNIA 


CATALOG 
NO. E112 
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WITH JIFFY NO-KINK FISH TAPE 


For Aluminum And Steel Conduit 






The New Jiffy No-Kink Fish Tape pushes and 
pulls easily around four 90° bends in aluminum 
conduit or six in steel. No stiff steel tape or sharp 
edges to gouge, stick or cut hands—coils easily— 
no reel necessary. Rust proof aircraft control 
type cable, galvanealed spring protected, will not 
kink or break. Pulls over box edges and conduit 
ends without curling—requires fewer boxes and 
fittings. Pays for itself on one job. Write or wire 
today for complete information. 


CLYDE W. LINT CO. 


ROOM 305 1144 W. WASHINGTON BLVD., CHICAGO 7, ILL. 


Southern District Representatives 
R. A. Bozeman Co. S. T. Schoolar & Co. G. G. Titherington Co. 
216 Walton Bldg., Richmond 19, Va. 705 Camp St., 


Atlanta, Ga. beng + ang New Orleans, La. 
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Write us direct to 
Dept. E for speci- 
fications . . . or 
contact your 
jobber, Do 
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sales potentials. 


LAU “‘Niteair’” Fans offer greater opportunities for 
volume sales.and steady profits than any other com- 


parable item. 


Here’s a chance to do a real selling job and reap 
the profits! You can increase sales by actually demon- 
strating the benefits of ‘‘Niteair’’ cooling to prospects. 
it’s simple... it’s easy to solicit ‘live’ demonstrations 
and let the fan sell itself. 

You can have every confidence in LAU Fans. Quiet 


meet the demand 
for relief from 

oppressive heat | 
and humidity with | 








MEE BY ESD SRE 

















You can tap the “100% Fan Market”... 
area in the country where year-round relief from heat 
is a necessity . . . and capitalize upon the growing 
demand for this type of fan. Every home in this great 
Southern market actually needs a LAU Fan. Offices, 
stores, restaurants and factories offer tremendous 
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built, lowest-priced fans on the market. There is a 
size to meet every need. 
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EXTRA 


Profil 


FOR THE 
60-GETTING 
DEALER 


BROCKMAN 
ELECTRIC DOOR MAT 


is a sure-fire seller 


with doctors, dentists, 
photographers, lawyers— 
as a matter of fact — with 
all business men who have 
reception offices. Combin- 
ed with your own chime, 
transformer, wire and 
labor installation, 
have a big profit item. 
You can sell the complete 


you 


package easily with a post- 
card mail-advertising cam- 
paign. 

Door mat, 15 x 27 x 
1/16’, retails for only 
$5.95. Larger doorways 
serviced by multiple in- 
stallations wired in par- 
allel. Try one out on your 
own chime board. Special 
only $3.50 net. 


Write today for door mat, 
literature and quantity dis- 
count information. 


€ BROCKMAN 
& YY SALES COMPANY 
Dept. D 


314 29th St. South 
S224 St, Petersburg, Fla. 











power and those in favor ‘of private 
power. It traces the growth of pub- 
licly owned projects against the op- 
position of those who favor private- 
ly owned systems and says: “At all 
events, public utility systems of vari- 
ous types have developed rapidly, al- 
though in 1939, 90 per cent of the 
power produced in the United 
States came from private plants.” 


Oklahoma Utility 
Annual Conference 
(Continued from page 46) 


representing the electric and gas utili- 
ties, and allied interests, attended 
and gave enthusiastic attention to 
the speakers. L. A. Farmer, Ponca 
City, the 1948 president of the asso- 
ciation, presided over all sessions ex- 
cept the annual banquet. Malcom 
Morrisson, first vice-president of the 
association, was toastmaster of that 
event. 


Southeastern Electric 
Exchange Meeting 
(Continued from page 44) 


called on the Securities and Ex- 
change Commission to review the ef- 
ficiency of its competitive bidding 
rule, and expressed the belief that 
current. security-selling practices 
would be modified as a result. 

“It is my considered judgment 
that the flow of capital into equity 
securities of the electric light and 
power industry,” he said, “can be 
very materially accelerated, and that 
time and _ energy-consuming, eco- 
nomically wasteful practices can be 
minimized if an intelligent modifica- 
tion of the competitive bidding rule 
and procedures is arrived at.” 

Among alternative methods of fi- 
nancing, Mr. Woods mentioned in- 
stallment purchases of stocks. 

“During the past six years,” he 
said, “many hundreds of thousands 
of private investors have formed the 
habit of buying government bonds on 
the basis of weekly payments, and 
they are not strangers to the proce- 
dure. 

“This is a method of raising 
equity capital that will unquestion- 
ably receive increasing consideration 
in the future.” 

“The Youth Angle,” was the sub- 
ject of an address presented by 
Ashton B. Collins, of Reddy Kilo- 
watt, New York City, who opened 
the concluding session of the confer- 
ence. He was followed on the pro- 
gram by J.,W. McAfee, president, 
Union Electric Company, St. Louis, 





Note the 
design 


Extra heavy Bakelite 
P) FLUSH PLATES 
Pressed heavy Bakelite in this widely popular 


design combines beauty with rugged strength. 











No. 963 No. 965 


i? 


fig et 
No. 967. No. 955 
LIST PRICES PER 100: 


Brown $10; Ivory $12 
Doubles: Brown $20; Ivory $24 
Triples: Brown $30; Ivory -$36 


Each plate packaged in an individual 

; envelope complete with METAL screws. 

ORDERS SHIPPED IMMEDIATELY . . . WRITE 
FOR SAMPLES AND DETAILED INFORMATION 


(Prices on lower priced line of 
flush plates sent upon reques!) 


Singles: 


A-P ELECTRICAL 
DEVICES CORP. 


»s Ange 
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BUFFALO “BREEZ- AIR” ATTIC FAN FOR 


VERTICAL OPERATION 


INSTALL 


Home 


AT A PROFIT 


® Stifiing, hot months are near! Hundreds of home 
owners will want the low-cost, cool comfort of 


BREEZ-AIR Attic Fans! Simple to install, quiet 


in operation, easy to service. 


BREEZ-AIR Fans 


now available for vertical or horizontal mounting 
— also, a new packaged window fan for small 
homes and apartments. Profits aplenty for you in 
this trouble-free line! But it’s time to start now— 
write us for all the facts! 
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COMPAN Y 


210 Mortimer Street 


Buffalo, N. Y. 


Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


Branch offices 
in all principal 
cities. 
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IN THE SOUTH 
by a SOUTHERN 
MANUFACTURER 
for SOUTHERN 
DISTRIBUTION 


Meeting the most rigid speci- 
fications — types T and TW, 
TF, TFF and POT and twisted 
multiples — ready for delivery 
now! And here’s money-mak- | py shen! Po. | 
ing, money-saving news... MG Vieeiele Gnd 
types T and TW sell atthe same the Carolinas. 
price, making TW the most 
economical wire you can buy 
today to meet wet location 
code requirements! 

We're located to serve you 
first, staffed to serve you best. 
Contact our aap samcniet hes 







Henry W.Clower. 375 
Whitehall St.. At- 
lanta 3. Ga.. South- 
eastern States. 





R. J. KEELY COMPAN 
.1]04 Hamilton Avenu' 
St. Louis 12. Mo. 





CAROLINA INDUSTRIAL: PLASTICS cor. 


GANGA pette Product 











DIEFLE 


You can eliminate many head- 
aches and assembly problems if you 
specify a varnished tubing that does 
not fray during assembly operations. 
Fraying not only slows production, but 
is a source of electrical trouble. Die- 


. flex varnished tubing products are 


noted for their ability to be cut evenly 
and cleanly, to return to roundness 
after cutting, and to withstand handl- 
ing and the rough usage of product 
assembly without back-raveling or 
fraying. They save you assembly time 
and cut your costs because you won’t 
need to do the same job twice. 
Dieflex varnished tubings and satu- 
rated sleevings of finely braided cot- 
ton or inorganic glass fiber have this 


- non-fraying characteristic in all grades 


“+ and sizes. 


’ dielectric strength, smooth insi 





In addition, all Dieflex 
products have extreme AREY 5 high 

e bore, 
excellent push-back quality, and many 
other superior features. You can’t go 


_ wrong when you specify Dieflex on 


every job. 


INSULATION AND WIRES 
INCORPORATED 


3435 Chouteau Avenue 
St. Louis 3, Missouri 
1111 Live Oak Street 

Houston 3, Texas 
450 Bishop Street N. W. 
Atlanta, Georgia 








who spoke on “Management’s Re- 
sponsibility to the Public.” 

“We have been entrusted with sup- 
plying an essential service,’”” Mr. Mc- 
Afee said, “It affords an opportunity 
to do important work and enables us 
to take an influential position for 
good citizenship in our respective 
communities. 

“Our first duty, of course, is to run 
a sound and serviceable enterprise and 
to meet fairly and equitably the fre- 
quently conflicting demands of the 
three groups to whom our efforts are 
devoted. 

“First the employees—a sufficient 
portion of the proceeds of the business 
must be allocated to attract and keep 
the caliber of employees and to main- 
tain the morale so necessary to a pub- 
lic service institution. 

“The customers expect the best 
possible service and the lowest pos- 
sible prices. 

“Investors must have a sufficient 
return on the funds they invest to 
continue to attract the very large 
amounts of capital that the business 
requires . . . 

“There is every prospect that the 
dislocation of our economy which has 
followed the war will call for even 
more managerial skill and judgment 
to keep the three groups happy. 

“One of the chief factors that, in 


ority, we advocate a charitable att: 
tude toward the unfortunate and 
equitable consideration of ability t 
pay in distributing the tax burden 
We cannot afford, however, to mak« 
idleness and slothfulness profitable 
All of us together can have no mor 
than we produce. To limit produc 
tion, to retard the skillful must oi 
necessity unjustly penalize the ambi 
tious, reduce the opportunities avail 
able, and lower our standard of liy 
ing. 

“There is another duty which mar 
agement owes to the public. It bear 
with particular importance on thos 
in the public utility business. It is 
the duty to keep the public sufficient 
ly well informed to enable the citize: 
to have a sound judgment on issue 
that affect the economy and industn 
of the country... 

“We are the prime target of a smal 
group of Marxists who are working 
by every devious means to socialize 
this country. They see great power 
for themselves if they can bring about 
the revolution and no deception is toc 
odious for them to use. 

“They have not overlooked th 
great advantage of taking over the 
utilities. That is-a first and neces 
sary step in their plans as is made very 





less than two hund-zed years, has 
brought this nation to a position of 
leadership is our ability to produce, 
and our determination to afford, a free 
opportunity to all to share in the 
abundance produced .. . 


“Opportunity is the very life of our 
economic system. To me one of the 
greatest responsibilities that rests on 
the manager of a business enterprise is 
to make sure that his organization is 
so set up and so operated that every 
person has the best possible chance to 
use his abilities and skills and to re- 
ceive cquitable recognition for his ac- 
complishments. 

“It is becoming increasingly diffi- 
cult to discharge this duty. Quite ob- 
viously those of average and below 
ave-age ability constitute a majority. 
It can be made to apperr to these 
people that it is to their advantage to 
restrict the more capable and to, in 
a sense, put a premium on medio- 
crity. 

“This tendency I am obliged to ad- 
mit is growing in this country. We 
see it in the insistence on seniority as 
a sole basis for promotion and in rules 
designed to limit the amount a man 
can produce. It is apparent in our 
taxes and in our relief and unemploy- 
ment provisions. All of us want to 








give appropriate recognition to seni- 





ILSCO 


LUGS AND 
CONNECTORS 





ILSCO 
FUSE CLIPS 
BELONG 
IN YOUR cha s 
PRODUCTS jel 


because of these points of superiority: 

@ special alloy material selected for spring, 
strength and high conductivity 

@ arched bottom assures secure mounting and 
prevents expansion or distortion. 

@ rounded corners 

@ four “line point’’ contact to assure perfect 
fit for fuse and rigidity to maintain 
required pressure 

@ 12% cooler by test 

@ attractive prices 


ORDER TODAY . . . IMMEDIATE SHIPMENT 





Write for 54-page illustrated cata- 
log with full mechanical details. 


Southern Representatives: 
Verlyn H. Branham 
180 Interlocken Drive 
N. W. Atlanta, Ga. 


J. P. Lumpkin 
248 Tranquil Ave. 
Charlotte 3, N. C. 
COPPER TUBE 
& PRODUCTS, Inc. 
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clear from the writinges of Marxists. 

“Of course, the issue never is pres- 
ented directly. It is ‘encroaching 
socialism’ that is being practiced: a 
plan to work from within the govern- 
ment, to move by means so subtle as 
to have little perceptible relation to 
the ultimate objective. 

“They find a problem, say flood 
control, which is of great public con- 
rm. They promise a full and com- 
plete solution with a little bit of hea- 
ven th-own in. The proposal is that 
the people surrender all power over 
the problem to an independent agency 
called an Authority. The Authority 
will then take all of the responsibility. 
The public need worry no more. It, 
the Authority, will solve the problem 
in the most efficient and effective 


“Hitler knew this device and came 
to complete power with it; so did the 
othe: dictators and tyrants who in 
the past have imposed their will on a 
gullible citizenry. 

“There is the interesting side light 
on the Authority idea. Its adherents 
impliedly recognize that our govern- 
ment is not adapted to the conduct 
of business. The framers of our Con- 
stitution had one chief objective—the 





establishment and preservation of in- 
dividual freedom. They took elabo-ate 
pains to establish checks and balances 
to insure that the government did not 
grow stronger than the people. They 
wanted to insure against one or a few 
gaining power that was not subject 
to the will of the people. The system 
may lack something in efficiencv, but 
whatever the cost, freedom is worth it. 

“The Authority brazenly asserts 
that it must be free of all these re- 
straints. It must have a free hand, 
not to respond to the public will, but 
to give the people what the Authority 
believes is good for them. 

“I am told that T.V.A. has been 
well run—that its managers have con- 
scientiously devoted themselves to 
their duties. That is no answer. I 
want no one in government with dic- 
tatorial power. I may get along well 
enough while the good one is in office 
but I am still at the mercy of his un- 
known successo-.” 

The concluding addresses of the 
three-day conference were “The Pub- 
lic Attitude Today,” by Edward R. 
Dunning, vice-president, N. W. Ayer 
& Son, New York City; and “What 


Makes American Enterprise Tick,” by 
James Shelby 


Thomas, 





Univer- 


sity of Miami, Miami. 

At the closing session, J. E. S. 
Thorpe, president of the Nantahalla 
Power and Light Company, Franklin, 
N. C., was elected president of the 
Southeastern Electric Exchange, suc- 
ceeding McGregor Smith, president 
of the Florida Power and Light 
Company, Miami. 

Other officers elected include: first 
vice-president, S. C. McMeekin, 
president, South Carolina Power and 
Light Company, Columbia; second 
vice-president, W. O. Turner, presi- 
dent, Louisiana Power and Light 
Company; and third vice-president, 
C. B. McManus, president, Georgia 
Power Company. 





Selling School 
Lighting 
(Continued from page 41) 


and that there were 1,749 fluorescent 
fixtures installed. 

Among the intezesting angles in 
Liebig’s specifications for the job were 
no-blink starters that he seleted so 
failing fluorescent tubes would not 
distract student attention. The cut- 
off angle (35 degrees from horizontal 
crosswise and 25 degrees lengthwise) 

















Heidelberg Hotel, 
ber 18-21, 1948. 


problems. 


Write today directly to 
Hotel for your reservations. 


gible for membership in_ this 


electricity. 


write for complete details. 
quiry to: 


910 West 30th St., 
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TIME TO ACT?! 


Make your plans now to attend the 20th 
Annual Meeting of the Southern Section, In- 
ternational Association of Electrical Inspectors, 


Jackson, Mississippi, Octo- 


This four-day meeting, crammed with Code 
discussion and talks on practical Code matters, 
provides an unexcelled opportunity to bring 
yourself up to date on Code requirements, and More 
to obtain expert opinions on difficult Code 


the Heidelberg 


Everyone in the electrical industry is eli- 


devoted to the safe installation and use of 
If you are not now a member, 
Address your in- 


A. M. Miller, Secretary 
Southern Section, I.A.E.I. 
Richmond, Va. 
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“ELGO” 
AUTOMATIC 
SHUTTERS 


Aluminum louvres weatherstripped 
on inner edge, instead of on outer 
edge, making the unit the tightest 
closing shutter on the market. 
Louvre blades equipped with 
special felt silencing pads. Swivel- 
joint with shoulder rivet. 

than any other 
automatic shutter, and longer last- 


ing. Sizes from 8” to 72” 


— " 
“Echo” Automatic Ceiling Shutters 


Used for attic ventilation. Installed in attic floor at the base of a 
penthouse, the louvres being operated by the suction of the fan. 
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ELGO SHUTTER & MFG. CO. 


2738 W. WARREN DETROIT 8, MICH. 
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prevents the students from seeing the 
bare tubes, and the light diffusing 
panels were designed for the same 
purpose. 

Three different types of fluorescent 
units were used in relighting the 167 
classrooms. Two- and three-lamp 40- 
watt units were installed in the in- 
dustrial arts rooms, end-to-end mount- 
ed where close work is done. 

Four-lamp 40-watt semi-indirect 
units were used in two of the build- 
ings. Some 1,300 two-lamp 40-watt 
semi-indirect units were installed in 
continuous runs to relight the remain- 
ing 8 buildings. 

The new 4500 degree white lamp 
was preferred due to the better light 
quality output but since it was doubt- 
ful that this lamp could be obtained 
in sufficient quantities to fully equip 
the fixtures, the 3500 degree white 
was specified. The 4500 degzee white 
will be used to replace the present 
lamps as they burn out. Number 12 
wire was used in all branch circuits, 
and switching is so arranged that out- 
side rows may be turned off on sunny 
days when no added illumination is 
needed nearer the windows. 

The classrooms now have at least 


eight times the effective illumination 
they had before, and critical points 
are being illuminated as high as 100 
times the most effective illumination 
used before the change. 

Superintendent Small has imple- 
mented the use of the new lighting by 
a set of instructions to principals in 
which he makes it clear that the lights 
are there to be used and that unneces- 
sary switching of the lamps costs more 
in lamp life than it saves in electrical 
energy. 

By careful installation supervision 
and co-ope-ation with the suppliers, 
the cost was held to $36,000 for fix- 
tures and $22,000 for installation and 
wiring. “But we should not infer 
that we have completed the job and 
have $17,000 to spare”, says Small. 
“We did the most important thing 
first by lighting the places where our 
students use their eyes for work. We 
need more lighting for safety and 
comfort in the corridors and other 
places, and if there is any money left 
over, the Board feels that we should 
use it to find out all we can about 
the value of germicidal lamps. That’s 
our program.” 

Although Mr. Small succeeded in 


getting modernized lighting for the 
Pittsburg schools, he is still carrying 
on his campaign for “bette- light for 
young eyes.” He is a good booster 
for similar lighting programs for near- 
by schools. School boards from other 
cities and towns have invited Lowell 
Small to come and tell them how they 
can correct the lighting situation in 
their schools. 

The students, as we stated in the 
beginning, show their appreciation of 
the new lighting by better accomplis)i- 
ment, improved morale, and increas- 
ed industriousness. How do the teach 
ers like it? Mr. Small says, “They 
have received this new lighting morc 
enthusiastically than they have any 
program we have introduced. And 
they are a pretty enthusiastic group!” 


Rural Electrification 
Progress in Alabama 
(Continued from page 30) 


other active agricultural groups, in- 
clude both helping the farmer obtain 
electric service and assisting him in 
developing profitable use of it. Spe- 
cial activities are the responsibility 
of the chief agricultural engineer or 











NOW 
VERTICAL 
by 
POLAR-FREEZ @* 





Exclusive 
Features 


All Steel Construction. 
with 3 coats gloss lacquer. 


at all joints. 





1737 W. Howard St., 


LOL LLM LLLE IE ELE EE 


Two models — 16 cu. ft and 19 cu. ft. Standard 
make SEALED or OPEN units. Vapor sealed 


25 years of manufacturing KNOW HOW. 
National JOBBER — DEALER policy 
EXCLUSIVE TERRITORIES OPEN 


Write 
AIR-COOLING ENGINEERING CO. 


Chicago 26, Illinois 





811 9th St., N. W. 


WASHING MACHINE PARTS — ALL MAKES 


PROMPT SHIPMENTS 


DISTRIBUTORS — Goodrich Wringer Rolls 
Gates Belts 
T-K Range Parts 


Washington 1, D. C. 











FLUORESCENT 


FIXTURES 











The New “SPOT-O-BRITE” Efficient—Economical 
A fluorescent fixture with adjustable Spots 


Jobbers Wanted 


Fluorescent Fixtures for all purposes. 


STA-BRITE FLUORESCENT MFG. CO. 
325 N. W. 22 Lane St. 


Miami, Fla. 
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mitting capacity fan operation. Deep shroul protects 
shutter from high winds. Tie-rod, brackets and bear- 
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tin , finish resists corrosion. Many other features. Write 
in 7 — for illustrated catalog 42-B of the complete AIR-FLO 
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0 CORNISH WIRE CO., inc. Air Conditioning Products Co. 
15 Park Row, New York 7, N.Y. 2340 W. LAFAYETTE BLVD., DETROIT 16, MICH. 














AIR-FLO 1555 
AUTOMATIC SHUTTER 


WEATHER SEALED 



























































a great name in 


electrical wiring devices 





For more than a quarter cen- 
tury the name of KULKA on 
any product has been your 
assurance of the newest in de- 
sign ... quality in construc- 
tion ... and priced right. 







CURRENT TAP 
in Bakelite and 
Urea Plastics No. 
204. Heavy walled 
= rown Bakelite and 
f ivory Urea 
camo (No. 204 I)... 
with shadeholder 
ledge. Listed by 
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MOLDED TWIN-LITE 
SOCKET 


in Bakelite and Urea 
Plastics No. 205 660 
W.—250 V. Sturdily 
made of brown Bake- 
lite and of ivory Urea 
plastics (No. 205 I). 
Listed by UL. 


Write for our new 36-Page Catalog 





Mix) RULKA ELECTRIC MFG. CO. 


Vi’ +30 SOUTH ST., MT. VERNON, N. Y. 


SE. W. J. Milner & Co. 80 W. Peachtree Pi., Atlanta, Ga. 
Mid-So. Gamble & Mettes, 322 Godchaux Bidg., New Orleans, La. 
Phoenix, Arizona. H. George Shefler, P. O. Box 1587 
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FOR 


MOTORS 
FANS 
CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 
Brown-Brockmeyer General Electric Master 





Century Hamilton-Beach Peerless 

Cutler-Hammer Holtzer-Cabot Robbins & Myers 

Delco Howell Star 

Diehl Hunter Thor 

Duro Ilg Wagner 

Emerson Leland Westinghouse 
Marathon 


READING ELECTRIC COMPANY, INC. 


Parte Distributers fer the Manufecturer 


200 William St. Barclay 7-6616 New York 8,N. Y. 
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FEATURE THE FAVORITE 
NALCO "Ro 


LAMPS 


Popu:ar demand means repeat business——get your 
share. For initial installation, or for replacement, 
fill your orders promptly by maintaining a full 
stock of all Nalco Infra-Red Lamps. Especially 
designed for industrial use, — for maintenance. 
and production drying lines, Nalco Infra-Re«l 
Lamps, with their long lasting carbon filament. 
and sealed reinforced base, give consistent, de- 
pendable satisfaction. Time tested and job tried. 
Nationally advertised. 


The baking and drying favorites for INDUSTRIAL 
PLANTS, AUTOBODY SHOPS, SIGN SHOPS, 
WOOD WORKING PLANTS, and process and pro- 


duction finishing in many industries. 


Illustrations show 
Naleo Infra-Red 
Lamps in a var- 
iety of styles, 
available in eith- 
er inside silvered 
(self-reflecting ). 
or clear glass ty: « 
(for use with re- 
flectors) 


CARL HENRY 
170 Ellis Street, N. E. 
Atlanta, Ga. 


NORTH AMERICAN 
Electric Lamp Cs. 


1041 Tyler St. St. Louis 6, Mo. 








FOLDING DOUBLE CUPPED 
* WASHER LUGS * 


A SIZE and TYPE for every need! 


KRUEGER & muSrrens 


Solderless Tarminal Lugs rs 
VINE AT THIRD—ES * CINCINNATI 2, OHIO 





one of his assistants who carry on 
their activities throughout the Com- 
pany’s entire service area in cO-opera- 
tion with the field representatives. 
Specifically, the majority of these 
problems fall into four groups—re- 
frigeration, farm wiring, educational 
demonstrations, and publicity — and 
one of these assistants is generally in 
charge of each group. 

Construction of rural extensions, 
once they are approved, is handled 
through the Company’s engineering 
department. However, the scueduling 
of lines fo: construction and the job 
of keeping prospective customers noti- 
fied of the progress of their individual 
extensions in the programs falls with- 
in the realm of the duties of the Rural 
Division. 

Another phase of the work of the 
Rural Division of Alabama Power 
Company is its program of co-opera- 
tion with the eleven rural electric co- 
operatives which obtain their power 
needs either in whole or in part from 
the Company’s generating plants. 
Close contact is maintained with the 
managers of each of these co-opera- 
tives to prevent unnecessary duplica- 
tion of service facilities and, in some 
instances, joint meetings are held with 
the farmers in areas served by both 
the company and the co-operatives in 
the attemnt to fo-thor the nrofitable 
uses of electricity in the rural areas. 

The entire rural program of the 
Alabama Power Company is based 
on the premise that electric service 
must be made profitable to the farmer 
and to the farm community.  Al- 
though construction has been a major 
item in the past few vears, Mr. Eas- 
ter reports that the development of 
farm load will be given a much more 
nrominent place in the department’s 
future activities. 

At the end of February, 1948, the 
company already had 13,217 miles of 
rural line in operation serving a total 
of 75,155 customers of which it was 
estimated that some 63,451 were ac- 
tual farms. When the present expan- 
sion program is completed, prelimi- 
nary estimates indicate that the com- 
pany will be serving 100,000 rural cus- 
tomers from 16,500 miles of rural 
lines with annual sales of 250,000,000 
KWH bringing in revenues of ap- 
proximately $5,500,000 each year. 


ANTI-CORROSIVE PAINT 


Chiba! 


LEAD & ALUMINUM PAINT 
Simplify Maintenance 
Give Maximum Protectién 


Cibo inc Inc. 


HACKENSACK, N. J 











WANTED 


SALESMAN 


@ Hamilton Beach expanding 
sales force needs man capable of 
managing a territory. Headquart- 
ers, Memphis. Permanent position 
and unusual opportunity. Salary, 
expenses and incentive. 


Give complete details, education, 
experience, etc. in first letter. 
HAMILTON BEACH CO. 


Div. Scovill Manufacturing Co. 
RACINE, WISCONSIN 

















ELECTRICAL 
ENGINEERS 


Graduates, experienced in design, 
engineering and economic studies of 
steam-electric and hydro-electric 
power plants and high voltage sub- 
stations. Also, engineer experienced 
in power system relaying and in 
preparation of specifications for 
switchboards and switchgear. Please 
submit resume including personal 
data, education and exnerience record 
to Box 622, ELECTRICAL SOUTH. 
Grant Building, Atlanta 3, Ga. 

















ELECTRICAL SALESMEN, exp., wanted by 
reliable New York Wholesaler, call on 
electrical dealers, contractors, hardware 
dealers, industrials, with full line of ap- 
proved electrical supplies at lowest prices. 
Commission. Exclusive territories. Write 
details, Box 625, ELECTRICAL SOUTH, 
Grant Bldg., Atlanta 3, Ga. 














WASHER PARTS 
FOR ALL MAKES 


Our New Complete Catalogue — 
Only $2.00 Refundable Anytime. 


Starr Electric Supply Co. 


Capitol & Crawford 
Houston 3, Texas 


*Member: Appliance Parts 
Jobbers Association. 
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FOR INDUSTRY! 


BRUSH DESIGNING 


Our engineering staff is not only geared to new developments 
for Industry as a whole but it is available for “personalized” 

service and suggestions to individual companies. Avail your- 

selves of the services of experienced personnel in the carbon 
brush field! 


BRUSH MANUFACTURING 


Our manufacturing facilities are complete in every detail. 
Consequently, our scope of production covers every opera- 
tion from the raw material to the finished — — 
facilities coupled with our engineering “kno 

pletely rounds out our MOTOR AND GENERATOR BRUSH 
SERVICE TO YOU. 


















. James Millar po 


me | THE OHIO CARBON COMPANY 


12508 BEREA ROAD + CLEVELAND 11. OHIO 


1000 Peach Tree St, NE. 6830 Lake Shore Dr. 
Bevitest c. Aiawta Ga. © Phil L. Capy 4 


Box 9538, Dallas, Tex. 












Type WP- Panel Type: 


A three-speed, direct drive, port- 
able window fan for effective 
operation in small homes, apart- 
ments, offices, stores etc. Can be 
conveniently moved from win- 
dow to window as desired. Fits 
window openings from 31 to 
39 inches. At full speed, delivers 
2000 C.F.M. 


Type WC-Cabinet Type: ¢ 


Designed for inside window sill 3 
mounting, this semi-portable fan 
is suitable for cooling and ven- 
tilating relatively large areas 
where permanent fan installa- 
tions may be less desirable. Belt 
driven for quiet operation. 
Ample capacity for apartments 
of three to six rooms, homes, | 
stores, lodge rooms and small | 
factories. Available with outside 
. automatic louver for year-round 
use. Two sizes, deliver * 
4500 and 6500 C.F.M. 


As with all CHELSEA Products, the air deli- 
very of these units has been determined by 
the Standard Test Code of the Propeller Fan. 
os” Manufacturers Association. 
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CHELSEA FAN & BLOWER co. 


oe 


1206 GROVE STREET, IRVINGTON ?1, NEW JERSEY 
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BAKELITE WIRE CONNECTORS 


Fully Approved by Underwriters Laboratories, Inc. 
No further need for substitutes. 
We offer a complete line of economical and dependable Bakelite 


Wire Connectors in various sizes for practically all jobs in 
electrical wiring. Write for revised prices and catalog sheet. 


Available through your local jobber 
















Hi-Scale Products Corp. 


217 Centre St., New York 13, N. Y. 
Southern Representative, A. M. (Amo) Orlick, P. O. Box 1033, Sanford, N. C. 











Fox a complete line of inexpensive 
Residential Lighting Fixtures 
write for Catalog No. 47 


PURITAN LIGHTING FIXTURE CO. 


BROOKLYN 6, N. Y. 


21 BORUM STREET e 


or to our Southern Representative 







Al. MSORLICK e@ P.O. BOX 1033 @ SANFORD, N. C. 
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Handbooks of Adequate Wiring 


Two valuable booklets avail- 


able with Electrical South. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design,” sum- 
marizing the latest authoritative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 
your copies. 


ELECTRICAL SOUTH 
Atlanta 3, Ga. 































Grant Building 
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The Advertiser’s Index is published as a convenience, and not as a part of the advertising contract. 
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ALL TYPES 


Quality Flood-Liteing 


Whether you’re figuring large commercial installations, or lite- 
ing for sports arenas, or even badminton courts for homes, 
S & M Flood-Lites offer the most in quality and economy. 
Over 25 years of experience go into the manufacture 
of each Lite, regardless of type. There’s an S & M 
Lite for every purpose. Order from your dis- 
tributor or dealer . . . or write us for com- 
plete information and plans for various 
types of installations. 


1430-CAL — ae — 1490-CAL 
1730-CAL a 1790-CAL 








BRACKETS 


119 WEST 36th PLACE LOS ANGELES 54, CALIF. 
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[HAVE A GOLDEN 
OPPORTUNITY FOR 
DISTRIBUTORS AND™ 
DEALERS WHO: 


8 Believe in the specialty field. 


2 Are set up to put concentrated 
effort behind a line of room air 
conditioning units. 


Understand the necessity for well- 
trained manpower — sales, instal- 
lation and service. 


/ 
Understand the necessity for ad- SALES MANAGER 
equate display, demonstration and UNIT AIR CONDITIONER 
stock. DIVISION 


Realize that a quality product is 
essential to success. 


Realize that the room air condi- 
tioner sales have only scratched 
the surface and that possibilities 
for growth are like the household 
electric refrigerator business 20 
years ago. 


The product is shown at the right. The men of our sales staff are 
operating nationally. We would like to talk to you and we feel sure 
it will be worthwhile for you to talk to us. Write, wire or phone 
for prompt attention. 


FEDDERS-QUIGAN 


CORPORATION 
BUFFALO 7, NEW YORK 
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More PROFITS for You 
TISFACTION for Goccr Customers 


very Murray Attic Fan instaliation means more 
rofits for you. Murray Attic Fans are made in 
ur own factories under efficient, controlled 
»rocesses which enable us to produce a quality 
un at a lower price. Because Murray Attic Fans _ 
re priced right to meet the“demands of your 
customers, they are“easy to sell. Bécause 
\urray Attic Fans perform efficiently and 
juietly at“low running cost,you can be sure 
f hGving satisfied customérs. Fully guarariteed, 
Aurray Attic Fans are manufactured in four / 
zes to meet all needs. Order Murray Attié 
ans through your jobber.“Or write us for 


omplete information. 


5 * Deep, curved flange orifice cuts down air 
resistance, eliminates noise. 


Four, broad, deep-pitched blades provide 
maximum suction and steady flow of air, 


SY Resilient base motor and rubber-insulated 
Oilite sleeve bearing on fan shaft eliminate 
vibration and operating noise. / 


v4 Economical, quiet operation 
assures owner satisfaction. 


MURRAY SALES INCREASERS — Write fof these free “The Fan 
booklets and sales helps. Installation Manual: Com- . 

. os , ; that does its work 
plete step-by-step installation instructidns. Consumer le @ Wihlener” 
Mailing Pieces: Sure-fire, sales-building folders to P 
enclose in your mailings. Newspaper Ads: Complete 
mats furnished, including various fan illustrations and 
suggestions for use in building your sales. 


THE MURRAY COMPANY 


A LANTA, GEORGIA Established in 1900 DALLAS, TEXAS 
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Are you in on the broad outlets for flexible conduit — “Greenfield” 
— that today’s markets offer you? Are you taking advantage of this 
fast, easy-to-install protection wherever you can? Check over these 


timely uses for flexible conduit — they can make more business 


for you! 


Signal and Communications Systems — A market with a 
big future in residential and commercial installations. 


Machine Tool Wiring — Ideal means of protecting wiring 
on vibrating or moving parts. 

Electric Ranges — Goes in easy as cable, gives conduit 
protection. 

Temporary Wiring — On construction jobs “flex” goes in 


— and out — fast, can be re-used on job after job. 


Signs and Displays — Intricate runs can be made to accom- 
modate the most involved circuits. 


Stores, Homes, Apartments — In many localities wirin- 
can be permanently protected with flexible conduit. 
Call it “flex,” or call it “Greenfield,” but make sure you specify 
General Electric — the flexible steel conduit for more business, faster 
work, Flexible metal conduit is specified in National Electrical Code, 


Article 350. General Electric Company, Bridgeport 2, Connecticut. 
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The Raceway for hazardous conditions i 
rigid conduit. G-E White is hot-dip gal. 
vanized for extra 

protection against 

atmospheric corro- 9 
sion. To resist , 


chemical corrosion, 4 
use G-E Black. Its er 
baked-on enamel is 


best for protecting 

wiring from corro- 

sive liquids and ail 
fumes. (We're 

doing our best to get rigid conduit to you 


as fast as you want it — place your order 
now, and we'll give it prompt attention.) 


Still Carrying a large assortment of bar 
hangers to fit various joist and stud spac 
ings? It’s not nec- 

essary, now. With 

just one size of 

General Electric S- 

type bar hanger — 

SP6620 — you’re 

prepared for studs 

or joists on centers 

from 6 to 16 inches. 

A larger size — 

SP6620L — is avail- 

able for use on centers up to 24 inches. A 
radically mew fixture stud holds box or 
fixture securely in place. 


Ready Now for Delivery are General Elec- 
tric nonmetallic cable connectors. Simple, 
locking flange slips 7 
into box knockout 
easily from outside. 
Just insert cable 
and tighten two 
screws. Fits - com- () 
mon types of PVX - a 
and BeeidX* Ask iS —> 
for Cat. No. SP7250 pp meme 
and, while you're at a 
it, let us tell you ; 
about the full line of General Electric 
conduit products. 
* Trade-mark Reg. U. S. Pat. Of. 
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